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APPLETON V-o1 SERIES 
CONVERTIBLE VAPORTIGHT 


in avariety of hub sizes. ie amen — 


a a ee 
K LEeWntl ony Abcond 


to relamp or convert! > one 

shock absorbing socket. Die cast aluminum 

: é - - guard has two sealed stainless stee! bail 

One trip up the ladder, a few quick twists of j ; plungers which snap securely into cavities in 

- . | cel “tee ; cae WE? adapter. Vaportight globe in 100 W or 150-200 

tne wrist, and re amping or Ww attage conversion W sizes in clear glass or various colors. 
is done! V-51 reflectors with integral neoprene 


ring adapt perfectly to the grooved ie 
unilet... permit instantaneous , G) a \ 

seg ’ L U. S. Pat. 2,749,433 
substitution of reflectors. ’ . , 149,435 2,715,214 


Canada Pat. 531,655 
511,696 





For economical service and maintenance, 
it's hard to find anything more practical 
than Appleton’s V-51 Series exclusive 
unit assembly (adapter, receptacle, globe, 
and guard). Shock absorbing socket cuts 
lamp replacement costs. Try the 
Appleton V-51 Series standard or shallow 
dome, deep bowl, or angle type reflectors 
and 100 W and 150/200 W vaportight 
unit assemblies in your plant today. 
Available in a variety of hub sizes in 
pendent, ceiling, or bracket type 
Maintenance man takes h = fixtures for every kind of installation. 
Spare assembly to lamp requiring replacement An upward thrust 
or wattage change...removes lamp assembly and Slight quarter twist engages 
. screws fresh unit in place and the job is neoprene ring with the groove in the unilet 
done! Higher wattages of 150/200 are inter and snaps the reflector in position. Entire Soid 
changeable with 100 watt unit and can be operation of removing lamp, inserting new 
used in same unilet body. (Die-castaluminum —_unilet, and positioning of reflector requires Through Franchised 


guard turns counter clockwise to act as atool nospecial tools...no set screws...no small 


for easy removal in relamping) parts to juggle. Absolute simplicity! Distributors Only 
> 








APPLETON ELECTRIC COMPANY 


1701 Wellington Avenue « Chicago 13, Illinois 


APPLETON 


Also Manufacturers of: aa Kp ©... the Standard for 
id bli g ; ad — Proof sine Better Wiring® 


ture Malleable Iron 
Unilets & Covers 





Cut Replacement Costs — 
Prevent unnecessary blows! 


I 


Eliminate Costly Work- 
stoppages — keep production 
on the move! 


Stop Costly Burnouts — end 
hazards of dangerous currents. 













ECON® DUAL ELEMENT CARTRIDGE FUSE 
with the exclusive SUPER SAFETY ZONE 


Econ-Alloy (The heart of the Super 
Safety Zone) permits safe starting 
loads of up to 500%. Fusible Links 
protect on short circuits. Perfect for 
motor circuits with high starting 
torques. Knife blade or Ferrule types 
from 0 to 600 amps., 250, 600 volts. 





NEARLY 400 TYPES, 
SIZES AND CAPACITIES 
MEAN YOU GET THE 

RIGHT FUSE TO IMPROVE 
PROTECTION AND CUT FUSE 
COSTS 3 WAYS! 


i I 18 ship in « ELECTRICAL WHOLESALERS 


> - 


USES 


yoevery PURPOSE 





WHOLESALER FOR 


OMPLETE F E LINE 


ASK YOUR ELECTR A 
ECONOMY FUSES THE « 


117 Greenview Ave., Chicago 14 
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ECONOMY DELAY 
RENEWABLE 
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ECONOMY 
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PLUG FUSES 





CLEARSITE PLUG 


F e } } n ' jard Edis 
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FUSE DEPENDABILITY IN 
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One of our distributors 


says. We like the idea, covered in your March 
memo, Of inviting your distributors to 

use this page, now and then, to exchange comments and 
views on matters that interest all of us- It seems to us 
that, over 4 period of time, this page can become 4 
valuable clearing house for ideas and opinions. 


Since we hope to benefit by what others have to say in 
the coming months, we'd like to contribute the following 
for what it's worth. .-and it's been worth plenty to us, 
believe me- 

If and when you're tempted to sacrifice profit for volume 
_,. don't: If you read "Boosting profit Policy Pays off" 
in last January's ectrical Wholesaling, you know we 
speak from experience. "Volumitus" had us on the ropes: 
We were literally pricing ourselves out of business: 


What we did to change the picture makes interesting 
reading: Equally important was realizing; in time, 
that something had to be done--and quick. 


Here's @ suggestion-~-4 frequent, realistic look 
at the profit column and a firm policy which rates 
profitable busi "must." 


R. B. Brownlee 
president 
MISSOURI VALLEY ELECTRIC COMPANY 
Kansas City, Missourl 
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Credits and Collections 


\BOUT OUR COVER: The reason for 
our red-white-and-blue cover is two- 
fold. We're saluting Spring and our 
newest state, Hawai. What better way 
to do it than with our national colors? 

Speaking of the “fabulous 50th”, 
ve'd like to say “Aloha”, especially to 
our electrical distributor friends and 
their salesmen throughout the islands. 
We understand that some Texans— 
when informed that Alaska was the 
biggest state—were quick to say “Just 
wait till it melts, pardner.” 

Frank DeWalch, Southern Electric 
Supply, Houston, denies he was one 
of them. But, says Frank, he does have 
one question for his former NAED 
Harvard Dick 
Power of The Von Hamm-Young Co., 
Ltd., Honolulu. The querie: “Now that 
we've squeezed the 49th star on the 
flag—where are we going to stick 
the pineapple?” 


course roommate, 


* * 

As always, you'll find sories of uni- 
versal and of special interest in EW 
this month. management 
stories, inside salesman’s stories, out- 


There are 


side sales case studies, reports on suc- 
cessful promotions, articles on special- 
ists’ selling, technical know-how infor- 
mation, meeting and show accounts, 
and—as if that weren’t enough—a 
helpful article on just how to get 
the most out of reading ELECTRICAI 
WHOLESALING! 

We hate to see it happen, but every 
once in a while, a blooper slips unde! 
our watchful eyes and into print. 

One such found its impish way into 
the March issue (page 17). In describ 
ing what we thought was a new G.I 
wall plate, we gave instead the dimen 
sions of their 
(30-in by 17-in by 7-in) 


display merchandiser 
Sorry! Cor 
rection: page 156 

Come to think of it, why not a plate 
that size? You'd never miss it in the 


dark! 
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CONTRACTORS NOW USING 
MORE LARGE-RADIUS ELBOWS 


Wholesalers Everywhere Increase Profit 
Selling »& 
Special Radius bows 


Since engineers have determined that the use of sp 
elbows cuts construction costs, contractors are \ 
them. This increased use of large-radius elbows ha 

in every part ¢ 


though they 


CONDUIT several years, sales have 
of COLUMBUS rapidly during the last fe 








The difference between standard-radius 
and special large-radius elbows is clearly 
shown here. Both elbows are the same 


pipe size. 


5 aN . " f COLUMBUS n 
SIZES OF SPECIAL Me Stig? ae 
LONG-RADIUS 

90° ELBOW 





RADIUS "A" J 


in inches 12 
“ornare” | Vo" | ) 
END ‘’D”’ 1 


| TENGTH ~~ 
| UNBENT 30 36 9 66 8 4 
| Pipe Sizes [1-22] 1-3 [1-32 | 1-4 | 15° | 16 | 16 | 16 WRITE FOR 


| AVANASLE | incl | incl incl | incl. incl. | incl incl incl COMPLETE INFORMATION 


i 


Sold Only Through 
Recognized Wholesalers 





4+ 
Li 

Pr Ana i —_— _ —-_ ~ Ree 
CONDUIT PIPE PRODUCTS co., OF y OHIO 


PIPE COUPLINGS «¢ PIPE NIPPLES ¢« ELBOWS, RIGID & E. M. T. 
Lint UN NING THREAD ° GOOSENECKS * WALL PLATES 
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Planned Packaging. Sturdy, quick opening, 
self-dispensing cartons. Exclusive Inventory Keeper 
that minimizes waste, simplifies inventory control. 


Plywood Reels. ‘“No-charge” Plywood Reels 
for 14, 12 and 10 gauge portable cord, 500 or 1000 


feet per reel. 

Every Foot Imprinting. Tells you at a glance 
the gauge, number of conductors, voltage, type of 
insulation. 

Color Coded Labels. Shows gauge, type 


and contents ... saves time . . . simplifies inventory. 
Red labels indicate neoprene, black indicates rubber. 


When you call for 
cable... call for Carol 


CAROL CABLE COMPANY Division of the Crescent Company, Inc., Pawtucket, R. | 
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LETTERS TO THE EDITORS 





Whoops! 


Dear Sirs 

What are you trying to do? Put 
our circulation salesmen out of busi- 
nes: ? 

The “Schedule for Salesmen” in the 
Rawlinson Electric Supply article, 
page 46, March, ELECTRICAL WHOLE 
SALING States “Magazine Sales Agents 

No Time.” The least you could 
do is make sure they change it to 
read “ELECTRICAL WHOLESALING Cir- 
culation salesmen excepted.” 

After all, ELECTRICAL WHOLESALING 
is their only professional publication 
Our circulation salesmen, by offering 
ELECTRICAL WHOLESALING, provide 
sales training help for distributors’ 
salesmen, new product information, 
warehousing techniques, and business- 
getting promotion ideas for manage- 
ment men in electrical wholesaling 
firms 

A few minutes with our circulation 
sales representative can mean more 
business and greater profits to any 
electrical distributor 

I suggest you ask Rawlinson Elec 
tric Supply to add to their Schedule 
after “Customers”: “and ELECTRICAI 
WHOLESALING circulation salesmen 
twenty-four hours per day 
day 

A. L. DEWEERD1 
CIRCULATION MANAGER 
ELECTRICAL WHOLESALING 


e Sorry, brother DeWeerdt. We 
indeed, coot! To make amends 
present be low eray hic proof of the 
it hic vemnents of I u s hard workine 
irculation missionaries since 1940 
vhen le ss than 6.000 distributors and 
their salesmen received the “bible 

the industry” until now when almost 
1? OOO peruse these priceless 


How about it, Mr. Rawlinsor 


page 


Prat meee OTS OF CIRCULA Te 
ELECTRICAL WROLARALONO 
— 


..- On Warehousing 
De if Sirs 

We are planning a new 10,000 
square [foot warehouse, office and 
showroom. We would appreciate any 


Continued on page 120 


April, 1959—ELECTRICAL WHOLESALING 


SEEMORE SAYS: LOOK! NEW! 


PASRUILG 


r 


GYM LIGHTS 


You relamp ‘em 
without ladders 


From above, just snap-out the 
reflector. From below, use a relamp- 
ing stick. No sky-high ladders to 
mess with! 

They're available with hinged wire 
guard and 40° shielding louver 
—and with louver or guard only. 
High quality 60° beam ALZAK 
reflector for high efficiency, easy 
maintenance, long life. 


THERE ARE MANY 
MORE GUTH GYM LIGHTS 
TAKE YOUR PICK: 


Single, double, triple and quad- 
ruple units, for high or low bay 
installations, 100% downlight or 
with 15% uplight, round or 
square, pendant or recessed. 


WRITE FOR GYM LIGHTING 
DATA SHEETS TODAY! 


St. Lovis 3, Mo 


IN LIGHTING SINCE 1902 








TIMES and TRENDS 
“A Radical New Concept’ 


Phrough the last quarter of 1958 to the present, the industry has reverberated 
with news of mergers, consolidations, acquisitions and affiliations. (And for every- 
one in fact there have been at least two in fancy.) Alcoa-Rome Cable, H. K 
Porter-National Electric Products, General Telephone-Sylvania, Federal Pacific 
Economy Fuse, Thomas Industries-Benjamin, Kennecott-Okonite, Pyle National 
Steber—these are some that have been subjects of countless conversations 

There have been many mergers and acquisitions at the distributing level, too. 
And locally, these probably have more impact than what happens at the national 
manufacturing level. In saying this, we are thinking particularly of a development 
on the West Coast. There three powerful independent distributors—the formet 
Electric Corp. of San Francisco, Phillips & Edwards Electric Corp. and Incandes 
cent Supply Co ire now welded into a nine-house chain that is shooting for a 





ross close to $16 million this year 

But the story just starts there. To borrow a lead sentence from EW’s Pacific 
Coast Editor, Howard J. Emerson, “A radical new concept of organization and 
operation of a chain of independent electrical supplies distributorships is being put 
into practice in northern California.” As Emerson sees it, three characteristics set 
ipart this independent chain from others that have developed 

© Its organization—this was financed by capital from outside the industry 
(which, in itself, is almost revolutionary) 

®@ Its operation—each house is a separate corporation operated to make a 
profit in its own market area 

@ Its management—the houses in the chain are linked through their affiliation 
vith and their uses of the services of a “management company.” These services 
include the financing of all inventory, the purchase of all accounts receivable and 
the payment for all expenses of each operating company 

The details of this striking new development deserve your attention. When 
imors of it became reality, ELECTRICAL WHOLESALING was determined to publish 

full an account as top management of the new chain was willing to give u: 


We are pleased to present this exclusive story starting on page 78 


A Leaf from Oakes 


“A salesman’s call in reserve’—that’s how Jack Newton characterized thé 

cent series of customer meetings held by Oakes Electrical Supply Co., Holyok« 
Mass. Specifically, he said the meetings were designed “to dispense information 
on such diverse subjects products, codes, costs, and what to look for in a full 
functioning distributor.’ 

By actual count, 456 customers came from as far away as Vermont and New 
Hampshire to attend the sessions. Many were drawn by the nationally-known 
speakers that Oakes obtained for three of nine formal meetings. While there 
they were also exposed to a formidable array of product displays, Yankee hospi 
tality and old-fashioned salesmanship. One thing they certainly took away with 
them was a greater appreciation of the Oakes organization. 

What impressed us particularly—in addition to the punch and precision of 
the meetings themselves—was the product knowledge that was exhibited. The 


displays of eight manufacturers were manned almost entirely by Oakes salesmen 
ey described the features and advantages of each line and the company’s func 
laking them available locally. These performances had the visible effect 


ff making them product authorities in the eyes of the customers present 
Observing these reactions convinced us that such meetings offer a real oppor- 
tunity for distributors to present themselves in the best possible light before their 
customers. This assumes, of course, that a distributor has the facilities and trained 
in impression. If so, then take a leaf from the Oak 


ee 


personn 


kperien 





When price is not the main consideration 


It Costs So Little More 


DOWN LIGHT—- TOO CONCENTRATED KIRLIN—-WIDE SPREAD — GLARE-FREE 
Low-brightness on the object you are looking at ll objec » be se e well lighted 


No brightness on the vertical surfaces Wide distribut 


No “Hot Spot” with Kirlin Lenses 


irlin 


BUILT-IN 








Down lights are intended for spot \ Airlin louver gl directs the light 
lighting —not for area lighting t an angle—uniformly 


shown are three 150 W. units , Ow 


SALES ENGINEERS IN PRINCIPAL CITIES @ Available in many types and sizes 


@ In stock at leading wholesalers 


Th KIRLIN C 3435 E. JEFFERSON AVE. 
e © DETROIT 7, MICHIGAN @ Underwriters Laboratory and 1.B.E.W. labels 


April, 1959—ELECTRICAL WHOLESALING 





TOP OF THE NEWS .. . and its significance to you 





Exception to the 
Rising Price Trend 


“A Threat in the 
Time of Crisis’’: NEMA 


Progress Report 
on the REA 


Whither Steel? 


Aluminum Blues 


Copper Hedge 


Coming: $630 Billion 
Building Boom 





An exception to the rising trend in electrical product pricing is the 
decrease reflected on a changed sheet for aluminum rigid conduit. 


Cash discount is also changed from net to 2%. 


From NAED headquarters we learn that the 5Ist Annual Convention 
in Chicago—May 24-27, 1959—is a sellout. We are informed that 
all conference booths are taken and all suites are reserved. NAED 
assures us that all members and invited guests will be accommodated 


[he nation was warned that the increasing practice of federal gov- 
ernment agencies buying heavy electrical equipment aboard presents 
a threat to the security of the United States in the time of crisis. The 
producers of this equipment represented on the National Security 
Committee of the National Electrical Manufacturers Assn. called for 
limiting further imports of this equipment and asked for placing less 
restrictive limitations on such imports by other agencies whose activi- 
ties affect the national security.” The dependence on foreign powers 
threatens the nation’s ability to maintain an adequate and continuous 
supply of electric power in time of crisis, stated Joseph F. Miller, 
managing director of NEMA 


Are the REA co-ops—through their statewide organizations—moving 
into direct competition with the electrical industry, particularly the 
electrical wholesaling industry, across the board? “I doubt it,” says 
REA administrator David Hamil . . . “Ridiculous” says Clyde 1 
Ellis, general manager, Rural Electric Cooperative Association. “Why 
not? It’s cheaper than dealing through the middle man,” answered 
one delegate attending the NRECA in Washington. For complete 
details plus more comments from convention delegates and messrs 
Hamil and Ellis, turn to page 110 


On May 18, negotiators for the steel industry’s Big Three—U. $S 
Steel, Bethlehem and Republic—will open talks with union executives 
in New York City. Fearful of strike at mid-year, steel consumers are 
building up stocks at a rate indicating they'll have a 90-day supply 
when the 3-year labor contracts expire June 30. What will happen? 
See “High Voltage”, page 16 


Chemical Week, a McGraw-Hill publication, says that behind the 
facade of optimism the aluminum industry has erected, a turmoil of 
huge over-capacity, climbing production costs, international po- 
litical squabbles and mushrooming foreign competition bubbles away. 
Solution: new markets and new uses for aluminum 


Hedge buying in anticipation of strikes, now general in steel, is 
spreading into copper, copper and steel components. Buying is 
reported to be so heavy that some industrial firms will have their 
full year’s requirements by July 1. Even aluminum producers re 
port an inventory-building trend among customers, although this 
industry still has a surplus capacity available to meet demands 


According to a recent report, the construction industry is in for a 
$630 billion building boom. By 1968: new construction will equal 
$75 billion a year. Percentage rise will be 117% for industrial 
building 
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}REALLY NEW IN LIGHTING 


NEW, 
SENSATIONAL 
SELF- 
SUPPORTING 
LAMP 
HOLDER! 


Lamp is inserted into plas 








tic tube where base pins 
snap into socket with 3 Ib 
grip, giving best possible 
electrical connection in in 
dustry. No support of Lamp 
is necessary. Socket floats 
inside tube holder without 
attachment to fixture 


Mr. Robert Lester, President of TRANSOLITE CORPORATION, holding the new Hot Cathode 


slimline U-Tube with snap-in base pins. 


The Transolite System is an innovation in lighting and ceiling installation 


INCOMPARABLE FEATURES: 
@ HIGH FOOT CANDLES AT LOWEST COST IN INDUSTRY STANDARD WESTINGHOUSE GROOVE-PIN LAMP 
@ SENSATIONAL NEW SNAP-IN SLIMLINE BASES 

Hot Cathode, 86112 U-LAMPS, in all colors @ PLUG-IN BALLASTS AND SOCKETS REQUIRE NO WIR- 


@ PROVIDES WIDE COVERAGE FROM SINGLE RACEWAY ING AND CAN CONTAIN EXTRA CIRCUITS FOR CON 
FIXTURE TINUOUS WIREWAY 


oo ee GENERAL ELECTRIC FLUORESCENT = a ninitENANCE IS CUT TO A MINIMUM WITH THIS 
FIXTURE 
@ IDENTICAL LAMP SOCKETS ELIMINATE PUSH-SPRING ” 
@e LOW COST SINGLE POINT WIRING INSTALLATION 
Tested and approved by U. S. Testing Co., Inc. and Underwriters Loborotories 


SEND FOR ILLUSTRATED BROCHURE 


developed and manufactured by 


RANSOLITE .. 


550 Fifth Avenue, New York 36, N. Y.ePlaza 7-6620 


Some Franchised Distributorships available 
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New Light Bulb 


New bulb is said to be 13 
smaller, produces 6 more light 
New 106 13 
malle f ! ght than 
ord } j ( led | 
S K t 1 ! j 

' Citas | ner 

pl 
Iu | I ul on 
im ‘ I 
' Face | t 
' | | ) SKS 
Mak l; there 
| [ pot tt I pot 
liminat | (M)ou hulb th S17 of 
the 1 nt 6 e Westing- 


house Electric Corp., Lamp div., 


Bloomfield, NJ. 
Double Ground Tap 


Maker says ground tap can convert 
old receptacles to safe ground outlets 


New doubl rround = tay No. &S8O 
n I Ll nent ind said to 
nstant t vithor VITIn 

old re pt t if iced out 
ict tik t! \ rounded cap 
Of elect plance uch as r con 
ditione el requ dob th Na 
tional Electrical Code. Added feature 

tressed: no uuind wires to attach o 
become loo ( I¢ fastening screw 
vyrounds devic is Well as wall plate t 
receptl ic] tomaticall Doubl po 
larized | 4 ind pola zed self 


finding slots retain polarization of the 


receptacl 


e Eagle Electric Mfg. Co., 
Inc., Long Island City, N. Y. 


Enclosures 

Company NEMA 4 and NEMA 12 
enclosures have new ‘'lock-off'' device 
New lock-oll” d ce h I n in 
corporated in company NEMA 4 and 
NEMA 12 nclosul fi manual 


Starters. Maker ) liding stain 
less steel plat OV th st button 
ind inserting p ock, th rter can 
be locked in otf position. Pushbuttons 
ire recessed to prevent accidental 


yperation. e Square D Co., Milwaukee, 
Wise. 


12 





Power Outlets 
Maker says they are ideal for wide 
variety of industrial applications 


Iwo new surface mounting power 
fitted 
S0-amp receptacles. Man 
that housing 
permits front to lift off quickly, snaps 
holds tight withstand 


severe shock. Maker also states wiring 


outlets with metal housings are 


with 30- o1 


ufacturer Says press-fit 


shut and can 


cun be done in the open by snapping 


out receptacle Identical size of re 
ceptacles affords immediate inte 
change. Maker also stresses they tak« 
Il standard 3-wire cordset caps. e 


Bell Electric Co., Chicago, Il. 





Circuit Breakers 
Non-interchangeable circuit break- 


ers can be used in any company 
enclosure 
New  non-interchangeable’ circuit 


with breaker 


support channels, which are said to be 


breakers are available 


punched and coded for easy custom 
blocking by installing electrician, with 
the aid of Per 


formed by selt 


only the screwdriver 


inserting a hardened 


tapping no-return screw into the 
punched hole New breaker may be 
used in any of the company enclosures 
produced up to date without any 
modification, manutacturer States 


Maker also says Cxpansion OF revision 
not re 
quire stocking both styles of breakers, 
but interchangeable 
E-Z-Red 
closures adapted fo 
tbility. UI 


moval same as interchangeable type 


of existing installations will 


breakers called 


cannot be used with en 
non-interchange 


isted. Installation and re 


(which will still be available to quali- 
fied personnel) ¢ Wadsworth Electric 
Mfg. Co., Covington, Ky. 


Space Heater 
Cannot sunburn or give electrical 
shocks, says the maker 


New “Intfra-Satfe 
room 


radiant space heater 


can heat a 20-ft wide without 
sunburn” or giving electrical 
Further 


compo- 


causing 
shock, 
claims 
nents will 


SayS manufacturer 
made by producer: 
not crack, tarnish o1 
appearance. Weighs 7 Ibs. ¢ Englhard 
Industries, Inc., Hanovia Lamp div., 
Newark, N.J. 


lose 


Range Hood 
Maker says it's equipped with twin 


blower operating at 10! different 
speeds 
New “Emperor” kitchen Range hood 


IS designed to be easily vented eithe 
through hood or directly 


through back. Makers says it’s avail 


top ot 


able with twin blower operating at 
101 different speeds. Other features 
motor plugs into built-in outlet mak 
ing it easy for cleaning, enclosed light 


with lens that eliminates — glare 


e Swanson Mfg. Co., Owosso, Mich. 


Anchor 

For airport parking ramps and 
runway grounding 
New tie down anchor is engineered 


especially for airport parking ramps 


and runway grounding. Designated 

ID” it is of copper bonded steel 
rt 

with the top end formed into a 


closed loop This loop IS secured by 
copper 
portions of the 
it. @ Jasper 
Louis. Mo. 


Sleeve compressed over two 


rod extending below 


Blackburn Corp., St. 


Starters 
Maker says design 


improvement 


makes for easier accessibility to 
devices 

Company has announced new model 
change in explosion-proof and dust 
ignition-proof type EPC Starters 
and combinations in 7-in and 9-in 
sizes. Model M59 is all-aluminum 
construction. Maker states design im 


provements give easy accessibility to 
and facilitate installation and 
On makers memo 


separate 


devices 
maintenance 


mounted) on replaceable 


frame that provides 3-point suspen 
sion; assures water shedding for the 
entire body; easy access to internal 
devices; additional wiring space 


greater number of motor controls in 
any given built-in pilot lights 
e Crouse-Hinds Co., Syracuse, N. Y. 

Continued on page 14 


area, 
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a 
~ OS 1 when it represents the new ADVANCE single case 
= > RSH-2S200 ballast for VHO, SHO and PG lamps. Here is a 

“ single ballast that replaces 2: cans previously necessary . . . and 

16 Ibs. + 16 Ibs. can now equal 21 Ibs. This new single unit 

weighs only 21 Ibs., a saving of 11 lbs. over 2 case installations. 


16-11/16” + 16-11/16” = 19-3/16”. Where two ballasts 
formerly required almost 3 ft. of channel this new ADVANCE 
single case unit saves space as it is only 19-3/16” long .. . in- 
stalling one ballast in place of two cuts labor costs in half. 


Then too, E + E = D. ADVANCE engineers have designed this 
single ballast to operate at a lower sound rating level. Now in 
place of 2 ballasts of E sound ratings, the new ADVANCE RSH- 
25200 ballast is sound rated D. This makes it possible to use VHO, 
SHO and PG lamps in places where heretofore these installations 
were unsatisfactory because of ballast noise. 


The ultimate service of a ballast depends on its design, con- 
struction and operation at low temperature. ADVANCE now brings 
you a single case ballast for operating two—96” or two—72” 
VHO, SHO, or PG lamps incorporating these principles. There is 
no finer ballast ...none that will operate cooler or longer. Write 
today for complete technical data. 


“The Heart of the Lighting Industry” ADVANCE} AAA 


Gy “=< | TRANSFORMER CO. 


Fiverescent Lomp Balter 2950 NO. WESTERN AVE CHICAGO 18. i USA 
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Circuit Breakers 
Made for wide range of special 


electrical machine and appliance 
applications 

Three low amperage breakers in com 
panys new type “SA” line are de 
signed tor a wide range ot special 
electrical machine and appliance ap 
plications. Chief model is low amper 
age breaker said to be I-11/ 16-in wide 
-4s-in long, and 2!2-in. in depth 
Available in ratings of 5-, 10-, and 20 
amps. Second model in line is single 
outlet breaker rated at 15 amps ind 
having a plug-in receptacle. Third tn 
line is double outlet breaker rated at 
15S-amps and having two receptacles 
one of which has separate terminals 
to which external control switch ot 
electric timer can be wired. New 
breakers a said to have ipplication 
on almost all 120-v electrical equip 
ment and = machinery e Federal 


Pacific Electric Co., Newark, N. J. 








Spacer Bracket 
Designed to prevent rain water 
from draining from secondary to tap 


New 
making mid-span service taps Is avail 
8-in 


insulated spacer bracket for 


able in two models—one with 


spacings to accommodate open-wire 
with 4-in 
Bracket uses 
design oft company 


Maker 


heat-treated 


secondaries and the othe! 


spacings for aerial cable 
contact contour! 


parallel-groove clamps Says 


castings ure of lightweight, 
aluminum and rods are 


spacel 


made 
of fiberglas. Castings of bracket are 


said to be designed to prevent rain 
water from dripping from secondary 
to tap. e A. B. Chance Co., Centralia, 
Mo. 

14 


Service Cords 

Applications range from light duty 
appliances to heavy duty portable 
machinery 


Company says complete line of UI 


approved “Plasticord flexible service 


cords is now available for use in ap 
plications ranging from light duty ap- 
pliances to heavy duty portable ma 

“SVT” for 


heavy ap 


chinery Types available 

SJT” for 
duty. “ST” 1s for supply lines 
All packaging is in 250-ft 
individual cartons 


Cable Corp., Chester, N.Y. 


light duty and 
planee 
spools or 


e Chester 


coils in 


New Switch 
Four-ways to work operating mem- 
ber that glows in the dark 


New “Rocker-Glo” switch glows in 
dark and, maker states, can be oper 
ated in silence with very slight motion 
Available in “Despard” type with 
strap or interchangeable; also. with 
narrow rocker for tumbler switch 
plate Maker says shallow body leaves 
plenty of wiring room in the box 
Comes in single or double pole, three 


or four-way; rated at 15- or 20-amps, 


120/277-v ac. available with pressure 
and screw terminals. Operating can be 
worked 4-ways: rock, roll, flick, press 


e Pass and Seymour, Inc., Syracuse, 
Mm. 3. 


Relay 


New relay is designed for com- 
mercial applications 


New relay—Type FC—is two pole 
with silver contacts riveted to molded 
panel. Rated at 2-amp resistive at 
26.5-v de or I15-v ac. Single pole, 
single throw—can operate as low as 


200-milliwatts. Double pole, single 


throw—can operate up to 2-w. Coils 
available for operation up to 115-s 
de. @ Allied Control Co., Inc., New 
York, N.Y. 


Troffer Light 


Combination lighting fixture and 
air diffuser 


New combination lighting fixture and 
air diffuser has bottom, flush 
lighting fixture 
with small side slots transmitting verti 
from low velocity diffuser 

attached Maker 
diffuser in is connected by 
flexible 


ceiling 


glass 
mounted fluorescent 
cal air flow 


panel above also 
turn 


tube to central duct in drop 


Says 


and actual lighting component 
visible part from below. Added 
should 
never cause dirt streaks across ceiling 
and air flow might also keep lights 
free of dirt—maintaining ftc at max 
e Pyle-National Co., Chicago, Il. 


is only 


feature stressed: low velocity 











1 
t 


Switchboard Lights 
Manufacturer claims increase of 

40°, to 60% in end ftc for switch- 

board light bulbs 

New 


said to have greater light output with 


| | 
' 
} \ 
} } 
| 

| 


line of switchboard light bulbs is 


no increase in bulb wattage. Flat top 
construction of new bulbs results in 
40% to 60% in end ttc due to fact 


that it lets filament to be placed closer 
to the Added feature 


stressed by is straight side 


end of bulb 
produce! 


wall construction providing twice the 


area for cementing glass jacket to 
side contacts—thus achieving strong 
base. @ Sylvania Electric Products 
Inc., New York, N.Y. 
Contractor’s Kit 

Maker says kit has everything 
needed to fasten fixtures to any 
kind of masonry 

New All-in-One Contractor's kit 


comes in three sizes. No. 8 has 60 #8 
“Rawliplugs” and 60 screws, No. 10 
and No. 12 has 40 All kits 


plastic 


has SO 
drills, and come in 
Maker 
thing contractor or maintenance man 
fixtures to any kind 
of masonry. e The Rawlplug Co., 
Inc., New Rochelle, N. Y. 


have 
hinged box says kit has every 


needs to fasten 


Cover Boxes 

Designed to protect wiring from 
the elements 
New line of “Rain-Tight” Screw 
Cover Boxes are said to protect wiring 
from weather, and to simplify difficult 
wiring installations requirements. Can 
be used for either poll 


box applications for 


junction or! 


indoor or out- 


door use, says the manufacturer. 
Maker says they are deep and offer 
quick access and easy installation. 
Available in 9 standard sizes—from 
6-in x 4-in x 4-in to 18-in x 12-in x 
6-in; maker stresses boxes are made 


complete with standard combination 
ko’s. e Keystone Mfg. Co., Warren, 
Mich. 


ELECTRICAL WHOLESALING—April, 1959 





STEELDUCT SS 
BELIEVES IN \" 
‘DYNAMIC DISTRIBUTION’ 








Which Means, Specifically that..... 


Steelduct products are sold 100% through 
distributors. 


Large factory stocks assure prompt shipment of 
distributor orders. 


Informative catalogs and data sheets are furnished 
for distributor use. 


National advertising supports Steelduct distributor 
selling. 


Steelduct supplies distributors with a full quality 
line including... 


e RIGID STEEL CONDUIT — Hot Dip Galvanized or 
Black Enameled . . . Couplings — Nipples — Elbows 


e ELECTRICAL METALLIC TUBING — The EMT with Blue 


Bend-Aliner stripe for fast lineup of accurate bends 
e EMT ELBOWS 


e STEELDUCT BENFIELD BENDERS — The simplest 
fastest tool for both conduit and EMT 


THE STEELDUCT COMPANY 


REPUBLIC STEEL BUILDING 
YOUNGSTOWN, OHIO 





PLASTIC 


TRADE MARK REG 


A PROVEN LINE... 
FAST TURNOVER 


SHELF CARTONS or PLASTIC KITS 


(ee 

(ca Te ANCHORING KIT 
a a ee Cy) 

| os —_ ' 






Plastic Anchors 
@ 100 Sheet Meta 


@ One '/,4" Carbolo 


Hi" Plastic Screw Anchor Kits are makina 
a terrific hit with all tradesmen. They ao for 
the line and the packaging . and keeg 


coming back for more 
The very popular K-6 Kit shown at 

ides handy plas? ase ps for + box 
and truck 


watch the results 


Put one on your counter and 


slorful counter displays and FREE SAMPLE 
PACKETS now available. Ask your WN rep- 


resentative or write direct 





5) ges ct 
er catic wt ONE SIZE WALLY fits in’ hole 
ews. d Handles screw sizes 6-10 


OTHER ‘'Hi'' QUALITY PRODUCTS 
@ Wire Connect ind @<¢ ge t 






* Tas e-Mate W 
© Fish Tape Ree AND MANY - 
© Conduit ''Snas MORE! ij } 
Straps 
MAIL TODAY FOR Y 


1959 “Hi" CATALOG = 


NAME 
FIRM 


STREET 
CITY TATE 


| PR gy [Hotwe moustais, inc. 


A450 ELM ST. - SYCAMORE, ILL. 





HIGH VOLTAGE 





June 30th: S-Day? 


Here's the wrap-up on one of the best advertised steel 


strikes in history, a strike experts aren't betting against 


XCITEMENT boilec 


business surface by 


up to the 
a smouldering 

Steel strike threat, will have no 
dragging-down’ effect on _ business 
through the year—but it could mean 
that 


in the spring than it will later this 


yusiness will be moving up faster 


Steel & Economy 


The steel industry accounts for less 
total employment 
about 5% of the Federal 
Reserve Board S Industrial Production 
Index Yet the labor 
‘ ! ' 

! 


than 2 of our 


and only 


negotiations in 


he st idustry, which threaten to 
| 1 length trike after the pres 

nt contract expires on June 30. are 

lely irded as decisive event 

vr the entire [ S. economy—for 

tl est of 1959 and perhaps beyond 


\ large wage increase for steel- 
workers is being represented as either 
(a) the boost the economy needs to 
assure full-scale recovery or (b) the 
first of a bounding succession of wage- 
price jumps that can end only in an 
inflationary boom, then bust. 

¢ Building Up a Hedge—D. J. Mc 
Donald, president of the Steelworkers 


Union, is seeking a wage increase of 
billion dollars, This would be large 
nouch he sees it, to provide the 
vh vithal for million and a 
quarter steelworkers to become a buy 
factor again. The steel industry's 


customers see it as a strike or a sub- 
stantial price increase—or both. In any 


nt. they have decided that there is 
lequate reason for building up in 
ntories of steel as hedge. whether 
nst no steel Oy mew I igainst 
oa) SI | ] 

he d on dently came sudden 
hout the middle of January. and 

n oO le for tee] took off The 
teel companies promptly stepped up 
their production schedul from an 
erating rate of 74 n January to 


hetter than 85% | late February 
The operating rate could easily go 
over 90° by the second quarter. 
The essence of the figures on orders, 
production and consumption of steel 
is that by the June 30 contract exvira- 
tion date, inventories of steel will be 


six to seven million tons higher than 


at the beginning of the year—and 
high enough to sustain a strike of six 
to seven weeks before many steel 
users feel the pinch. 
e A Firm Nudge 

schedule for steei Over the next three 


[he production 


months, together with what this means 
for the chemical industry and other 
suppliers to the steel industry will give 
the economy as a whole a firm nudge 
upward. And it 
time when business is 


will be doing sO at a 
already on a 
sustained rising curve. It will probably 
mean an industrial production index 
of close to 150 (1947-49 100) by 
May or June—against 143 in January 
ind an all-time record of 146 in early 
1957. It may mean a gross national 
product of $470 billion in the second 
quarter, against about $462 billion in 
the first quarter and $453 


the final quarter of 1958 


billion in 


‘” 


“Neither a Borrower .. . 
The bunching of steel production in 
the spring months of the year has 
started some worries. Will the steel 


industry nd the economy as a whole 
be borrowing a spree in the spring at 
the cost of a letdown when fall rolls 
iround? 

For steel production itself, the 
figures suggest that this is almost sure 
to happen. Steel output during the 
first six months of the vear will prob- 
ibly total between 60 and 65 million 
ingot tons et economists familiar 
vith the steel industry expect produc 
tion for the entire year to be only 
iround 110 to 115 million tons To 
work out this way, production would 
have to slip to about 5O million tons 
in the second half. In terms of operat 
ng rate, this might mean a rate of 
55% in the third quarter, then back 
to something like 85 for the last 
three months of the vear 

The experience after two earlier 
steel strikes in recent years—in 1952 


ind in 1956—was much the 
same. Production slumped during the 
quarters in which strikes took place 

but rebounded in the final quarter tn 
both vears I hese ire the figures on 
steel production, by quarters, in 195 

ind 1956. (The 1952 strike covered 


Continued on page 18 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


WAY 
TO FINISH A JOB 












MULTIMOUNT LUG 


SINGLE LUG 


TWIN LUG 


SPLICER 


Socket set screws 
furnished as standard 

Hex head screws available 
on all fittings at no extra 
cost. L35 and L70 furnished 
with slotted screw to 

allow tightening 

with screwdriver 


> j Lal , ‘ 

e Highest Qua y Ma 4 

e Rugged, Durable ( ( 
e Ch e of Bolt ¢ k 


1525 WOODSON RD.,, ST LOUIS 14 MO WYd n 94 











S-Day ... 
Continued from poge 16 


June and most of July The 1956 


strike was in July and the first part 
of August.) 


stock the brand tll 
with built-in quality! 


January-Marcl 
April-June 


CLAYTON MARK rr 
October-December y 


People in the steel industry, look 
for a sag in production during the 
third quarter (July-September) whether 
there is a strike or not. If production 
isn’t halted by a long strike, it’s 


assumed that steel users will simply 


cut down on orders as they try to get 

their inventories back into line. By 

the fourth quarter, however, the steel 

industry expects once again to be pro- 

ducing at a rate that is consistent 
ol 


with consumption steel, which is 





hat happened tn 1952 and 1956 
@ STEEL CONDUIT CAN TAKE PUN- a ang: 5 geet splat 
ISHMENT DURING AND AFTER 


CONSTRUCTION : 7 
production will not be reflected in 


® SMOOTH INTERIOR the rest of the economy. The worst 
PERMITS MINIMUM EF- that seems likely for business as a 
FORT IN PULLING WIRES whole is that it will level off in the 


second half of 1959, and some of 


It is the opinion of the economists 


that the roller-coaster course of steel 


the economists look for the gross na- 
tional product to continue its upward 
climb without faltering 

We can look forward to several 
months of continued improvement in 
business. If there were any doubts 
about this, they are now being effec- 
tively dispelled by D. J. McDonald 
and his counterparts in the steel indus 
try, who have stimulated the steel in- 


dustry—and its customers—into prep- 





arations for one < the best advertised 


ELECTRICTUBE is homogeneously 7 ss %, strikes in the nation’s history 
electric welded and produced to exact ” . - 
dimensions. The pure zinc deposited P a | Squirrel Proofing 


into the pores of the steel on the en- ie a rT) 








war 
tire exterior surface and the special . a ' 
i FONE sorl 
mirror-like interior results in a supe- ’ Bi “= tered wu 
rior thinwall conduit. Meets Federal distril 


Specification WWT-806b 


HOTKOTE rigid steel conduit meets 
Federal Specification WWC-58 le, 
GALVAKOTE rigid steel conduit 
meets Federal Specification WWC- 
S8lc 

Each length contains Under- 
ENAMELKOTE rigid steel conduit writers’ Laboratories label and 
meets Federal Specification WWC- meets NEMA specifications. 


S7la 


CLAYTON MARK & COMPANY 


1900 Dempster Avenue « Evanston, Illinois 
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blu NEWo! 


PAN Ul ed WN] =A AY) 


10 enclosures...5 stab-in units 
replace 208 devices...meet all 
requirements through 200 amps! 


For the first time! Uncompromised flexibility— because there are no fixed « 
to your exact requirements. Just stab-in circuits where you want them 


b 


Only 10 enclosures: 5 split bus, 5 parallel 
Dual rated for service entrance and 
Exclusive “picture frame” combinat 
Exclusive sequence bussing 
Step-type insulated neutrals 
Narrow width—shallow depth 
er 


UL approved for both copper and aluminum cat 


aU ail 


Now you can afford to carry your own stock and meet all your fu 
proof! Write for Bulletin 1-215, Federal Pacific Electric Company, Genera 


FEDERAL PACIFIC ELECTRIC 
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lackhawk* 


‘B [osestries 








COST CUTTING 
TIME SAVING 


electrical fittings from Blackhawk 





/ JUST SLIP IT ON 


, Installation of the exclusive Blackhawk slip- 
\ fitter service entrance head is easier and faster. 
There are no threads to cut, no extra clamping 
devices to use. Just slip it on over the conduit 
and tighten two set screws. It’s that fast 
that simple. Contractors have reported saving 
$5 to $10 per installation with the Blackhawk 


Pat. applied for 





Snap! It’s on to stay. Blackhawk seconds. Blackhawk 





snap strap has the exclusive DOX support Is in- 
“hold bump.” Ribbed bracket at once. Tabs are 
adds to the snap, provides rigid bent around wall edge and the 
contact support of the conduit. box support is ready to receive 

the switch box. After insertion 


Pat. applied for of switch box, tabs are bent to 


inside, holding the box firmly. 


Patent No. 2518912 


Specify B-/ when you buy 


BLACKHAWK INDUSTRIES 


Dubuque, lowa 
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INTERLOCKED 
ARMOR POWER 
CABLE 


Crescent interlocked Armor Cable 
with ALUMINUM or GALVANIZED STEEL 
ARMOR provides a flexible metal-en- 
closed method of wiring for power. Speed 
and economy of installation are the prin- 
* cipal advantages of these cables since 
they can be placed on easily hung racks 
or*attached to building surfaces. Maxi- 
_mum current carrying capacity is secured 
by ‘the use of the varnished cambric in- 
sulation. For outdoor or damp location 
installation, it is furnished with SYNTHOL 
IMPERVIOUS SHEATH between the insu- 
lated conductors and armor, as illustrated 
above. 

The Varnished Cambric insulated 
conductors are thoroughly protected by 
the Impervious Sheath of tough thermo- 
plastic which is highly resistant to mois 
ture, alkalies, acids and oils. This cable 
shows attractive savings when strung from 
messenger cables or in troughs outdoors 
or between buildings. 

Crescent Interlocked Armor Cable 
also available with butyl rubber insulation. 


PA in ad PDs Ve ete an et 


CRESCENT INSULATED WIRE & CABLE CoO., INC. 
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Here is a complete and low-priced line of D-LUGS. These connectors 









are more compact and heavier in weight to insure cooler opera- 
tion under more severe loads, while being much easier to install. 
Only seven sizes accommodate from 14 SOL. to 1,000,000 CM. 


FEATURES: Rugged construction 

Made of high conductivity copper alloy 
Suitable for all purposes 

Variable, each connector takes wide range 
Exceptionally compact 


Reusable 


Write for detailed information and prices! 





YDO f VEG ORP 
YEARS OF 249 Huron § ; 
TECHNICAL 2 uron Street, Brooklyn 22, N.Y. Representatives in all principal cities 


KNOW-HOW hI CANADA. WC : _ 
IN CANADA: W. S. Gerrie & Assoc., Ltd., Toronto 
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No place for corrosion to start. 





threads and 
Protection inside and out— 
including the threads. 


} 


a 


le 
pew (& FEATURES 
Bichromate 
Finigh ! 


Profits wiitslien~ of TRIANGLE Hot-Dip Galvanized Rigid Steel Conduit 






prevents white rust 











These two new features provide 
even more reasons why Triangle is 
the choice of contractors everywhere 








Adding these two improvements in no way 


changes the other big features of Triangle’s Hot-Dip 
Galvanized Conduit 










e Triangle’s ‘All-Metal’ Protec- ¢ High grade ductile steel. Can 
tion. No films or flash coat- be bent, cut and threaded 
ings to damage during easily. 

installation and later. 












¢ Uniformly heavy zine depos- ¢ Zinc applied hot doesn’t flake 









its give full protection inside inside or out, even if the 
and out. conduit is crushed. 
When you have a tough job and the Cod f 
conduit, make sure you get the best—specify Triangle 
& 
TRIANGLE CONDUIT & CABLE CO., INC. 
REMEMBER, only with New Brunswick, New Jersey 


si at-lal-4i-n eles Ol omer-Inz-lalr4ie| 
Rigid Steel Conduit do you get 





past Be Right! 








of Steel... 
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MBS st ct i ts 


t Breaker 


This Ad! 


(LA 


In addition to appearing in the current electri contracting 


publications, mailings will be made to your customers re-emphi 


a 1 7 " . 
r izing these two new features added to the & Load Center line 
a New 30 and 42-branch individu y factory-paclh 


load centers, each complete except for circuit breaker 


are easy to stock, handle and sell 


All ® Load Center fronts, from 12 to 4 ingle-pole 
circuits, now have doors equipped with pre re snap 
latches, as an added selling feature 


Together, these precision-built ® Load Centers and Quicklag-P 
Circuit Breakers provide the finest protective equipment 


the market —at competitive prices 


: 


A) Door-Equipped Load Centers Are Furnished For: 


fo 
a 





- 
Enclosed Panelbase Assembly Raintite’ Enclosures for [ " 
For 4 & 8 Circuit Load Center 4 2 Br 
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NOW! 
ALL WITH DOORS 
... panelbase 


assemblies for 
12, 20, 30 & 42 circuits 





IRANI ZALD/ANIMI 
0) GISINITIERS 


With these new @ Load Centers with space for 12, 20, 30, or 


{2 single-pole circuits— you can reduce wiring time, cut 








equipment cost and furnish a much better, more compact installation. 


Doors are now standard on all Frank Adam Load Centers, from 


> to 42 branches. Conceals branch circuit protects them from 
possible damage —helps discourage unauthorized use— make 
i neater, more attrac ive nstallation 


QP QUICKLAG-P CIRCUIT BREAKERS 


Immediate Delivery From Your Wholesaler 


me: 





Faank oo hart 
‘Adam ELECTRIC COMPANY _ Ch 


April, 1959—ELECTRICAL WHOLESALING 











For a gentle 
chime... 

a blasting horn 
...or a complete 
audio-visual 








system 











~ COMMUNICATIONS 


st Sperli fanaday 


hatever your problem, simple ot complex, our engi- 
issist in designing the system that best suits your 
. Simply call your nearest Sperti Faraday represent- 
or write Sperti Faraday, Inc., Adrian, Michigan, 


da, write Sperti Faraday, Ltd., Montreal. 


Specialists Uns FIRE ALARM SYSTEMS « COMPLETE CLOCK SYSTEMS © HOSPITAL SYSTEMS 
PATIENT OBSERVATION (CLOSED CIRCUIT TV) © AUDIBLE SIGNALS © ANNUNCIATORS ¢ CODED 
PAGING SYSTEM © SYNCHRONOUS CLOCKS © TRANSFORMERS @ CONTACT DEVICES 


KODE MASTER 
Boy of your ( 


Cat. No. 8 


r Organizatior 
‘ 


willl 


Sperti Faraday tr 
include Rockefe 
Waldorf-Astor 
Astor, Hotel Ls 
Reed Hospital, Johr 
Hospital and mu 


ADRIAN, MICHIGAN 


SINCE 1875 DESIGNERS AND PRODUCERS 
OF VISUAL AND AUDIBLE SIGNALS 


ELECTRICAL WHOLESALING-—April, 1959 





SCOTCHLOK Electrical Spring Connectors 
give tons of holding power... 





“Cove” 


SPRING ACTION 


without crowding 


the gunetion box! 


Here are the points to help you make extra “ScoTcuLon “= r Ss fixture \ = 


sales: “ScorcuLtok” Brand Connectors are the tightest grip AWG soli 
ping electrical wire connectors any customer can 

actually 50,000 psi of permanent holding powel For all the 

strength. they are also compact, easily applied. ( ompletely 

pre-insulated with unbreakable vinyl that won't di 

chip, or crack... long conforming skirt prote: 

vents flash-over. Metal inner shell 

through; assures a positive grip 


for easy “turn on” applic itlon 


how he will know the splice is tight 


SCOTCHLOK 


AND 
Electrical Spring Connectors 
JUST 3 SIZES let you sell any customer 
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tilable to support from one 


T he wre de 1ed to wit 


For the widest line of matched components to solve 


any outdoor lighting 

d 

Revere outdoor lighting 

l¢ ource offer a wide 

customers the right equip 

delivered on schedule. And 

one responsible source, you 
ind pricing, too 

outdoor lighting products, 


ponents for any outdoor 


problem—sell Revere 


there are additional advantages. Not only are you selling 
high quality, matched lighting fixtures, but you can count 
on Revere for help in solving your customer’s special 
lighting problems. Your Revere lighting sales engineer is 
an experienced, competent outdoor lighting specialist 
Why not talk over your outdoor lighting jobs with him? 

Write for catalog of Revere’s complete line of matched 
outdoor lighting equipment 


a LIGHTING 


Revere Electric Mfg. Co. « 


f 


N 
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SILVERSLICK 
INSIDE FINISH 


ys about, 
makes wire pulling Ack 


up to 37% Easier | . | “ os NEW 


Wew REPUBLIC ELECTRUNITE [ M 
‘ 


makes wire pulling up to 37% EASIER 





new product improvement 
new promotion 
NEW PROFIT POTENTIAL... 





THE BEST COSTS, LESS INSTALLED 


ih aici ih iti a ibe aiid iniabiiy® 
. 
- 


SILVERSLICK is quick! Republic ELECTRUNITE” E.M.T. with 
new, exclusive SILVERSLICK inside finish makes wire pulling 
up to 37°C easier... wire pushing even easier, 


SILVERSLICK 





SILVERSLICK is selling faster, too, Electrical contractors 
everywhere are specifying ELECTRUNITE E.M.T. for their jobs 
because they know the new SILVERSLICK inside finish gives 
them greater wire pulling-pushing advantages and economies 
than ever before. 

SILVERSLICK is a sales leader. When you stock, promote, 
and sell Republic ELECTRUNITE E.M.T. with new SILVERSLICK INCH-MARKED 
inside finish, you are sales headquarters for practically all i ont etary Mee He 


GUIDE-LINED 


equipment and materials that serve the electrical trade. 

Republic ELECTRUNITE E.M.T. with SILVERSLICK inside 
finish...if you haven't got it, get it! Call your Republic 
representative and get the “inside” story. 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


Cleveland 8, Ohio 


TORU REOBOREPE EEC EOSOESC ECOSOC O SCOOP REPRE EERE RERE REE ERE 


SOSSESSSSSESESESES HEHEHE HHH HEHE EEE 
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Sola ballasts guard your reputation 


with coolest coils and capacitors, 
easily pass “in-fixture” heat tests 


Sola’s new 650-110 ballast for two F96T12 or two F72T12 slimline 
lamps offers premium performance at only slight additional cost. This 
new CBM.-certified ballast was tested in a totally-enclosed, four-lamp 
fixture mounted against fibrous acoustical material. Room ambient 
was 25 C. Maximum temperatures recorded were: case “hot spot” 
86 C, capacitor 70°C. Each temperature was well within insulation 
limits and U.L. fixture requirements. Sola outperformed competitive, 
premium-priced ballasts tested under these same severe conditions. 
(Request Bulletin FL-356 for details and test results. ) 


Men who install, furnish, or specify fixtures know that “in-fixture” 
ballast performance is what really counts to the man who’s buying the 
light and who insists on every lumen he’s paying for. They know that 
Sola’s all-CBM-certified ballasts give trouble-free, cool, efficient serv- 
ice... full light output and full ballast life. 

Fixture manufacturers are invited to evaluate this new, cool slimline 
ballast (Cat. No. 650-110) in their own fixtures. Request test samples 
or Bulletin FL-356 from Sola Electric Co., A Division of Basic 
Products Corporation, 4633 W. 16th Street, Chicago 50, Illinois 


ELECTRICAL WHOLESALING—April, 1959 





the size, 


type, 





Rugged construction. Regular wiring. 
Wide range of types and ratings. 





——~- 


{ sme 


~~ 








Screwless terminals and dead front 
for faster, safer wiring. 





ee 


/ WIDGET 
The same high quality in midget size. 


Many O.E.M. uses. Wide selection of 
types and ratings. 













“A 


( GROUNDING 


fe \ Twist-lock 


For 125 v. grounding only. Non-inter- 
changeable with regular “Twist-Lock” 








Illustration, above, shows size relationship of a Hubbell 
4-wire, 50 amp. ‘“‘Twist-Lock"’ cap and a midget 2-wire, 10 
amp Twist-Lock"’ cap...a good indication of the wide 
range of sizes and ratings available 


stl 


...- for every purpose 


“Twist-Lock”’, first and still the finest locking connector 
made, is designed for portable electrical equipment requir- 
ing constant contact pressure and safe, secure locking Non-interchangeable with 20 amp. units 
Prevents interchange between 20 and 


: - : pee 30 amp. service. Screwless terminals 
to withstand abuse and provide long life service. ‘“Twist- end dead tren, 


Lock” offers many wiring features which simplify installa- 

tion and eliminate costly service call-backs. ; 50 AMPERE 
8 DIFFERENT LINES e bd 
“Twist-Lock” represents the safest and most complete Twist 


quality line of locking connectors ever developed. Caps, 











(R) 





Tough neoprene compound resists steam, 
hot water, grease, acids, etc. 
















protection and convenience, It is ruggedly constructed 







y 






connector bodies, motor bases and receptacles are available 
in the eight different types and sizes shown at right, and 
in ratings to conform to your electrical specifications. 





in 600 v. A.C. and 250 v. D.C. Solder- 
less connections. Metal cord grips 










Every cap and connector body from 10 amp. to 50 amp. is 
now available with “Seal-Tite” rubber covers for weather- 
proofing purposes, protection from dust and dirt or from 
hard knocks and rough usage. 


HARVEY HUBBELL, INCORPORATED  (oritterchensecble with other “Twist 


BRIDGEPORT 2, CONNECTICUT + IN CANADA: SCARBOROUGH, ONTARIO for fivorescent lighting 
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are you buying 
completely rustproof conduit? 


» 


mate coating that characterizes Pittsburgh 
gd Conduit doubles the protective life of t 
inized and coated threads stay 
¥ required even wi 


1 protectors 


le individual bundles of each size are identified b TANDARD 
tapes. All these feat tn 


Pittsburgh Standard conduit is banded into 
/ 
ures a&e OuUl it no Kira co 


US 


eh Standard. Ask for them at your electrical di 
irgh Standard. Ask for them at yur ectrical ¢ CONDUIT CO. 


1 Conduit Company, Verona, Pa 


> . 
AT VERONA AND MORRISVILLE, PA : 
TRICAL METALLIC TUBING - ELBOW PLINGS - FITTING id : 
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DECORA 
WALL PL 


General | 


new concept o 
that offer many advant 


ers, architects, and thei 


More than 100.000 be: 
be made trom just & 
in the new G-E Ds 


lo 


nize with any d 
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se fafy 


Ament: ah eee 
eS TS Sy 


NEW ! Styled for convenience and beauty 
that everyone will appreciate and enjoy 


ryt 
} 


&¢o 
hy Wa a Vator 


Onten. 


Serieg 
re), heacs "Ame 


LAr, : 


~~ Utley be. 


ta, FOR ARCHITECTS 


D vall p 
FOR BUILDERS 


DURABLE ror’ Orc. ) 

FOR CONTRACTORS \ 
SEE THROUGH gd 13 rts nabl oO 
PROTECTIVE ; plate ce wroulage tions You 


PACKAGING 


GENERAL | 





aT es 8S 


= 


eae AS PO 


~~). 


| RA nae? SE ae» 


Ce ae 


Sa 7] . S27 . 
E | ae 


. 
- ra al 
(30% Dre 


meet the functional needs of any installation-or harmonize wall plates with any decor. 


' Pres aa co j m & i? 1 ‘ 


You Choose from a Variety of Color Combinations to Match any Room interior 





...brown or ivory frames and inserts in gold, silver, or clear-plastic that lets wall paper, 


paint, drapery-fabric or other material show through. 


Choose the attrac- x— c 
tive gold-finished 

or silver-finished i" 
metal inserts with 











P oo c 
ivory or brown 
frames... 

OR 

. @ump c 

The clear-plastic ' J 
inserts that let the i 
wallpaper, fabric — 
or paint ‘’show Guo c 
through”. ' 




















Ivory or Brown Plastic Frames 


Single gang 2 gang 3 gang 4 gang 
Brown GF9110-1 GE9120-1 GE9130-1 GE9140-1 
Ivory GE9110-2 GE9120-2 GE9130-2 GE9140-2 


Reversible Gold-Silver Colored Textured Metal or Clear Plastic Inserts 


Each insert package 
contains one metal 
insert, one clear plastic 
insert, and screws. 


Blank Switch Single Outlet Double Outlet Triple Outlet 
GE9146-0 GE9144-0 GE9141-0 GE9142-0 GE9143-0 
Interchangeable Line Telephone Remote Control 
Single Double Triple Bushing Large Plug Single Double Triple 
GE9171-0 GE9172-0 GE9173-0 GE9145-0 GE9147-0 GE9181-0 GE9182-0 GE9183-0 


More than 100,000 beautiful wall plate combinations can be made from these 8 basic frames and 
13 inserts in the new General Electric Decorator Series of wall plates. 


) 





New G-E Lighted Push- a New G-E 4-Plug Outlet => = 
Button A. C. Switch — . Connects up to twice as = Ms S 
Turns lights ON or OFF ‘ many power cords, neatly EZ S 
3 Pie F ve wetter S 
with just the press of a Pu in the same space as a “y a 
finger, elbow or shoulder 4 regular double outlet Craic® 
Built-in neon locator light Accommodates four flat 
shines in the dark. Has attachment plugs (or two 
Pressure-Lock terminals ¢ r i pluas. if desired 
Listed by Underwriters Pus 44 Pressure-Lock Terminals 
Laboratories, Inc 3 % Listed by Underwriters 
2 MH, Laboratories, Inc 

*Trademark of y 
General Electric C« ’ 

yy . 

( 


Install these Modern General Electric Switches and outlets with G-E Decorator Wall Plates 
... they add safety and convenience. 


Progress !s Our Most Important Product 


GENERAL €@ ELECTRIC 


Wiring Device Department, Providence 7, Rhode Island 











DYNACHROME 


U/L approved as oil proof... can 


be submerged in oil without harm. : 


YELLOW 


to provide highest visibility and 
greatest safety factor. 


MARKED 


clearly with type, size and number 





of conductors, as well as catalog Write today for 
number, all for easy identification. new FREE catalog — 
ra’ (Well Built Wires Since 1899 






WB? wHitTNEY BLAKE COMPANY 


\ a4 NEW HAVEN 14, CONNECTICUT 
TELEPHONE CHestnut 8-5515 TWX: NH84 
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The re’ 


CO 


7 
/ Oj 
do it 


AMPROBE RS- 


rument C 


ai 


! 


> 


/ 


with the 


i¢ 





yi 


handle 


9% 


of all your 
test needs 
with the 


ALL-PURPOSE 
MPROBE RS-3 











, Toronto 


In Canada: Atlas Radio Cc 











~— 
ck for 


Che 


ow voifage cond on 


Meets every commercial voltage 


requirement on three voltage 


seales ... 0-150 300 600 volts ac. 


Accurate current readings from 0 


to 300 amps on five current ranges. 


The ohmmeter scale is designed 


specifically for you... readings as 


low as 0.5 ohms can be taken, en- 


abling you to readily distinguish 
the difference between short cir- 


cuits and actual coil resistances. 


Doesn’t it make a helluva lot more 


sense to use this one all-purpose 


4] 
hiree sep- 


instrument than to tote 
testers that can’t even come 


to AMPROBE 


arate 


close efliciency ? 
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Diamond has all 


portable cords 


Red-D-Prene 


Neoprene Sheathed 


Black Diamond l Signal Yellow 
Rubber Sheathed 


Thermoplastic 











a f f at 
| f 
Red-D-Prene for mill and plat { us¢ s desi ied 
fame resistant Type MD (Mill Duty) neoprene ket in 1 
Black Diamond has durable rubbe: et protect 
acids and moisture. Very flexible construc on events | | ‘ 
Signal Vellow has a jacket of yellow thermoplastic 
to handle smooth sheath wil not read coll dirt | j 
—= wee — — wl hu, ; 
a in —— = ae a 
nT N Meta Ty E 4 : Ty ue . - : 


WIRE and CABLE Company 


Sycamore, Illinois 





WAREHOUSE BIRMIN ALAE 
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From the heart of fhe Nation... 










LACLEDE 


CONDUIT AND EMT 


HB From America’s most modern continuous weld 





pipe mill 
Manufactured to all standard specifications 


Sizes up to 6” 


A dependable source of supply 





SAINT LOUIS, MISSOURI 7 Producers of Steel for Industry and Construction 
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Our TruTUre If aeriniTrely Cd 70 Tne COnTinUvea 


r 


1 success of our distributors and contractors” 


| COOLCULOULR LLL FEY 
| rm 








A STATEMENT OF DISTRIBUTION POLICY FROM JEFFERSON ELECTRIC CO. 


The important role played by Jefferson's channels of As a first step, we now have more nation-wide field 
distribution over the past quarter century has proved representatives with smaller territories working 
to us that our future is definitely tied to the continued directly with distributors’ salesmen, consulting engi- 
success of our distributors and contractors. neers and contractors in specifying and selecting 
To insure that success, we are improving and ex- correct equipment. 

panding present lines—developing new products The following products are available to electrical 
through continued research—and promoting closer contractors only through our carefully selected, 


cooperation in the field. thoroughly screened distributors. 


A NEW LOOK AT JEFFERSON’S EXPANDING LINE 
... IN THE NEXT 3 PAGES 





Babs 









99°, of your 
everyday transformer 


and ballast needs... , 


eecrcecece 6 os fbwmegers ee errrr® 


OUTDOOR MERCURY LAMP BALLASTS 


With increased demand for quality performance, base, pole top, or aerial mounting, as well as rubber 
you can rely on Jefferson's 100 Watt to 1000 Watt sealed units for direct burial give the widest possible 
range of outdoor mercury lamp ballasts to meet your latitude of ballast application. Jefferson's exclusive 
electrical specifications for conventional, series cir- Aqualift sealant gives positive moisture-proof pro- 
cuit or constant wattage design. Choice of pole tection. All necessary accessories are available 




















INDOOR MERCURY LAMP BALLASTS 


Jefferson mercury lamp ballasts range from 100 


REPLACEMENT FLUORESCENT BALLASTS 


Jefferson is an established leader in the OEM market for CBM, 





to 1000 Watt capacity. Typical of Jefferson engi- ETL ballasts, giving its distributors an advantage in the enormous 
neering “know-how,” is its exclusive 150° F. replacement market. Jefferson makes a ballast for almost every 
Ambient ballast, recently developed. All units, fluorescent application, so you have one source for all replace- 
conventional and constant wattage, may be wall ment needs. Individually packaged in color-coded cartons, these 


or pendant mounted with available accessories. ballasts are easy to store, stock and identify 














....are regularly supplied 


by Jefferson 


3-PHASE DRY TYPE TRANSFORMERS 


Jefferson 3-phase transformers are mounted at the 
point of load—saving both extra wiring and labor 
Efficient sound contro! has made this benefit possi- 
ble, for these units have a noise level of less than 45 
db. The full line, from 3 to 300 KVA, is engineered 


“aa 

all ad -  —— 
. SaaS iby 

—_ jf | 

rr ce f R—— . ; a 


a“ 


hy Po : 
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for maximum flexibility of installation . .. models are 
cooler running, more efficient and smaller in size 
These transformers meet all ASA, NEMA and AIEE 
specifications—low noise level meets the specifica 
tions and requirements of commercial buildings 


: = 


=< 
—— 


SINGLE-PHASE DRY TYPE TRANSFORMERS 


Engineering excellence identifies the broad line of 
Jefferson dry type transformers ranging from 50 VA 
to 100 KVA models. In addition to functional design 
and rugged moisture-resistant construction, every 
Jefferson tranformer has dual rated outputs, spa- 
cious wiring compartments, large knock-outs and 


clearly labeled leads. Integra! mounting brackets are 
built-in, not bolted on, for direct n 

put load centers near the 
models meet rigid NEMA, 
10 KVA 


ounting or 
machinery or equipment 
load, cut line loss. All 
ASA standards. In addition, 50 VA to 
models are listed with UL 























CONTROL, DOOR BELL, AND SIGNALING TRANSFORMERS 


Jefferson control transformers have consistently special requirements, a full time staff of engineers 
achieved a higher degree of regulation than the designs transformers to meet customer specifica- 
standards specified by NEMA. An extensive line of _ tions. Increased use of higher voltage machines and 
transformers for residential and industrial use is appliances will result in even greater demand for 
available to fill any standard customer need. For Jefferson Control transformers in the coming years. 


QUALITY BEFORE QUANTITY ‘“# 


\ 
// x 
4, 


eM? 
a : aK 

This Jefferson motto has always been the guiding \\ y 

principle in the development of new additions to our line. \ : / 

It’s a long way from the conception of a new Jefferson t ys 

transformer to the final product, at times as long 

as 3 years. Every Jefferson product must prove itself 

first by laboratory testing, and then by exhaustive field 

testing —before it is released for sale. So you can be 

assured that every transformer and ballast you’ve 

seen on these pages represents the finest available 

anywhere. It is no idle boast when we say, 


“Tf Jefferson makes it, Jefferson makes it best!’’ 


Jette FS O PP ELECTRIC TRANSFORMERS 


Jefferson Electric Company, Bellwood, Illinois 

















turn on 

sales... 
when you 
turn on... 


amplex 


BEAMSPOTS AND SWIVELITES 


Turn up the excitement with versatile Beamspots ! Swing into exciting lighting with adaptable Swivelites ! 

There’s a Beamspot for your floor—wall—ceiling and hidden ao oa type general purpose lighting to the ~~ 
ove tc ramatize vour best efforts! There are Reamsnots light of extension model Swivelites iil get more for 
cove to dramatize your best efforts! There are Beamspot your lighting dollar with Amplex. Double-ball swivel de 


° . r ’ 
a variety oI s *s to ht your every purpose! U se , , . 
In a variety if tyle to fit you ¢ purpose hoose from sign gives you instant fingertip positioning. Smart, lustrous 


Beamspots, Super Beamspots and Pin Beams... with floor, Permacote finish cives lastin 


bracket, trolley and twist-on mounts. Amplex Slide-A-Light JP rite for the name of your rt 


units are perfect for versatile installations in most winds ws. by {meri as le ading 11 splay suppl r 


WW amplex corporation, Dept. EW-4,Glen Cove Road, Carle Place, L. }. 
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ALCOA ALUMINUM RIGID CONDUIT 


heres why: 


EASY TO HANDLE, lift, load, carry, erect... weighs only 4 the weight 


of conventional rigid conduit 
EASY T0 CUT, BEND, THREAD .. . no special tools required 
EASY WIRE PULLING, smooth interior finish plus factory-applied 


lubrication 


LOWER INSTALLED COST. .. this has been proved . . . is being proved 


time and again by cost- and quality-conscious contrac*ors everywhere 


LONGER LIFE, LESS MAINTENANCE .. . Alcoa” Conduit is corrosion 
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means more profits for you... 
more savings for your customers 


istant through and through... -lasting, good appearance 


Vv. spares Labertoring 
2 aa a a oy vn £.. 


RIGID CONDUIT 
Conduit their biggest boost in ec ales d customer satist ISSUE MU-28 
tion. If you are not already | 
nearby Aleoa sal office abo 


Aluminum Company of 
Pittsburgh 19, Pennsylvania 


ALCOA CONDUIT IS SOLD EXCLUSIVELY THROUGH DISTRIBUTORS AND ELECTRICAL WHOLESALERS 








When you sell 
be sure to sell Killark 







MOTOR STARTER ENCLOSURES CIRCUIT BREAKER ENCLOSURES JUNCTION BOXES 


Explosion-Proof, Dust-Tight, Weatherproof Explosion-Proof, Dust-Tight, Weatherproof Explosion-Proof, Dust-Tight, Weatherproof 





a ces sas a 





Starters and Combination Starters Furnished Complete with Breaker of Your Choice 
Made to Order 





More Than 40 Sizes Custom Hubs 































— — a ~ 
PANEL BOARDS — a aut INSTRUMENT BOXES 
Explosion-Proof, Dust-Tight r ENJOY THE Plus ADVANTAGES ° — Explosion-Proof, Dust-Tight, 
Weatherproof ry Weatherproof 


OF A 100% ALUMINUM INSTALLATION! 


@ Lightweightness. You save labor, cut transportation and 
handling charges. Aluminum weighs 3 as much as iron; 
one man can handle an all-aluminum installation which 

may have required two men when other metals are used. 













Ease of Installation. Aluminum conduit bends without 
collapsing, shapes up quickly. Killark fittings have clean 
threads and plenty of wiring room—and are designed for 
easy installation 






Several sizes Glass Lens 
Covers Available 





Explosion- 


® Non-Sparking. An important safety factor in hazardous SPLICE BOX Sonor 
roo 


areas La 

















® Non-Rusting, Non-Corroding. Exclusive Killark aluminum 
fittings are long on life, short on maintenance. Smooth, 
bright, clear-through durability; they never rust and are 
more corrosive resistant than other types 







/ 

i 
Make your next installation an all aluminum one—aluminum | 
conduit and 100%-aluminum Killark fittings. The best costs i 
less in the long run 
ne litt Edel a 
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Completely Wired—Ready to Install Available 1, ”—1%)"—2” 
See Your Killark Representative with Various Hub Styles 
PULLING ELBOW " 
Eaplocion-Preet at the NAED Convention FITTINGS _Explosion-Proof 


re 










Very Rugged Construction 
Various Sizes 






Complete Line of Fittings & Accessories 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Lovis 13, Missouri 








Aluminum, Gonduit... 


ALUMINUM 


FITTINGS AND FIXTURES 


JUNCTION BOXES 


Explosion-Proof 


2. _— 


<< 
hy 


“2 
>. 

Screwcap Style 
Many Sizes—Custom Hubs 





FLUSH SWITCH FITTINGS 


DUST-TIGHT FIXTURES 


Available in 
Pendant, 
Bracket & Ceiling, 

Ceiling Types Bracket Types 

100W— 150W—200W 60W to 500W 








rr ~— 
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VAPOR-PROOF FIXTURES 


EXPLOSION-PROOF 
FIXTURES 


‘ 


Available in 
Pendant 
Bracket & 

Ceiling Types 








- 





Single thru 5-Gang 
’ Shallow & y 


Deep Styles 











ENTRANCE FITTINGS 


Threaded and Speedolet Types 








CLUSTER LIGHTS 


150W to 500W 
Versatile in Design 


... AND ENJOY THE Completeness 
OF THE KILLARK LINE! 


Whatever the installation, Killark can provide the correct 
aluminum fitting or fixture. That's because Killark has been 
supplying the electrical needs of contractors for over 45 
years. In 1942, Killark pioneered the use of aluminum and 
now manufactures exclusively the only complete line of 
aluminum fittings and fixtures. They cost no more than 
malleable iron fittings 


There are thousands of fittings in the constantly expanding 
Killark line. Many years of research, design and develop 
ment are your assurance of the finest aluminum fittings at 
the lowest possible cost. Fast delivery is assured through 
convenient warehouse stocks in many cities 


THE KILLARK ILLUSTRATED 
CATALOG IS YOURS ON REQUEST 











~4 . To 
KILLARK REPRESENTATIVES 


* Atlanta, Ga 
Baltimore, Md 





Milwaukee, Wisc 
Minneapolis, Minn 
New York City, N. Y 
Omaha, Neb 
*Philadelphia, Pa 


*Boston, Mass 
* Buffalo, N. Y 
*Chicago, Ill 
*Cincinnati, Ohio 
*Cleveland, Ohio 
*Dallas, Tex 
*Denver, Col 
*Detroit, Mich 
Kansas City, Mo. 


*Phoenix, Ariz 
*Pittsburgh, Pa 
Richmond, Va 

*San Francisco, Calif 
*Seattle, Wash 
Honolulu, Hawaii 
*Los Angeles, Calif 

Sales Offices and Warehouse Stocks throughout Canada 


"Warehouse Stocks 


60W thru 500W 





SWITCHES—PILOT LIGHTS 


Explosion-Proof, Weatherproof 
va 
sge 


Single and 2-Gang 











PLUGS & RECEPTACLES 


Complete Line 
Explosion-Proof 
and Weatherproof 





SPEEDOLETS 


___\s 
Ca 


For Thinwall Conduit 
All Sizes thru 2” 








ANNOUNCING 


s TAP-EEZ.. 


\) 








For Buildings 


mean larsieieenelelers 


For Stores 
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FASHION PLATE, exciting new way to turn 
lights on... off. The only true decorator switch 
that’s rugged enough for commercial and indus 
trial use. 





NEW TAP-ACTION FLUSH 
SWITCH FROM BRYANT 


... FOR HOSPITALS, DEPARTMENT STORES, MOTELS, OFFICES, 
FACTORIES, HOTELS, RETAIL SHOPS, APARTMENT HOUSES .. . 
FOR EVERY COMMERCIAL OR INSTITUTIONAL JOB 


Tap-Eez is the exciting new companion switch emphasis is on economic maintenance: 

to Fashion Plate.* Its appearance is modern Tap-Eez has positive action, low maintenance 
... the new, slim, tap-action bar blends well and whisper quiet operation . . . no teasing 
with design. More important, the attractive no arcing. Its service is more reliable than 
flush mounting makes it easy to clean... ordinary toggle switches . . really built 
perfect for commercial applications where the to last! 


ASK YOUR BRYANT SALESMAN for a sample of Tap-Eez. Take it apart and see the built- 


in quality ...the trade-mark of Bryant superior wiring device 


UNLIMITED APPLICATION—AVAILABLE IN SINGLE 
DOUBLE AND TRIPLE GANG PLATES—IN BROWN 
IVORY AND STAINLESS STEEL COMBINATIONS 


The exciting things come from 


TAP-EEZ BBeERYANT 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT 2, CONNECTICUT 
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What the Edwards Industrial Better Selling Program means to you... 


30B KEMPTON, 
Director of Marketing, 
Edwards Company, Inc. 


“The vast industrial signaling market 
199 


—New Business for You! 


i 


you call on is a prospect for signal 


Ing equipment. We've designed our 1959 Edwards 
Industrial Better Selling Program specifically to 


distributor salesman make the most of SIGNALING ANALYSIS 


| Edwards signaling 


is opportunities in the huge industrial market. greg Bh tyne ae. dapmeadnncl Ae 
inalVsis to accumuilat ni mation abd :.o 1 


, 
neip tne 


It has been carefully developed to help you do your 


most efficient job In Edwards products to 


] Urypose Is ocreate 


industrial plants. Its sole pur] 


)US)- 


and it will.” 
tome} problem 
SIGNALING PRESENTATION 


ards provides all the materia! you need—even a guide 
] “oduct sheets 


: 
ir introductory letter and attractive 


} rT’ 7 ) 4 
overing the equipment you recommend. The kit also in- 


stomer ee ” , 
ides ‘Who is Edw: ;”, a brief description of the man- 
turer vw » t nd ‘ | present 


campaign ifacture 


WhO DacK 
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SIGNALING PROPOSAL ready to help you in quott; j 
You follow-up your presentation with a specific proposal And progress report sheets in you will a 
and quotation. Your Edwards Technical Representative is valuable aid in follow-up 


This market is a big one, and a lucrative one, especially now with the emphasis on plant 
modernization programs. Here are some of the extensive systems that this progran 
help you sell. 


FIRE 
ALARM 
SYSTEMS 





Strategically 
protection, 


CLOCK 
and 
PROGRAM 
SYSTEMS 





With an Edwards Program unit plant personnel can change progr 
provides large area plant visibility 


ANNUNCIATOR 


SYSTEMS 


Among Edwards complete line of industrial annunciator 
annunciators for plant protection. 


PAGING 
SYSTEMS 


wards LOKATOR master sel 


This Industrial Program is an extension of the overall Edwards ~ oF 
Better Selling campaign, and another aspect of the Edwards y 
Distributor Sound Partnership. We're enthusiastic about it WwW ARD 
; ‘ 4 *, 
potential in this vast market. And remember, only Edwards (be 3 A 
cause of a strict distributor policy) makes it possible for you 1 peur alors 
participate. When the Edwards man comes in to show yo 
and talk over the program, we're sure you will be enthusia 
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Customer Relations— 


How Close Should They Be? 


The answer from TAB's Tom Gavenda—close enough to 


make those tough sales. You have to get close toa 


customer, he contends, to know what he wants or needs. 


ARAMOUNT in the selling ap- 
proach of Tom Gavenda is his 
and ability—to get next 
to his customer. 

While the pictures on these pages 


may 


desire 


indicate his ability to do so in 
the strict physical TAB 
Electric Supply goes be 
yond that. 

e Breaking the 
ting next to a 
Irenton, N.J 
much more 


sense, the 
salesman 


Barriers—By 
customer” 
territory he means 
‘There are a number of 
barriers that must be broken down,” 

he insists 

Ihe first one is the feeling of 
between customer and 
salesman. That 


pending on the 


Strangeness 
with time—de 


adjustability of the 


LOoeS 


salesman 

A second barrie! 
customer to buy 
only 
with his present suppliers. A salesman 
can only wait for a break 

Another barrier, 
are taken care of and the 
a fairly solid footing, 
luctance of the purchasing agent, for 


is the reluctance 
ot a from a new 
salesman because he’s satisfied 
here 

once these two 
salesman 
is on is the re- 
example, to buy in large quantities 
He feels keeping his suppliers varied 
though it may be 


a sounder basis to oper- 


even uneco- 
nomical—is 
Here, he must be 
attachment to this 
there’s no danger in 
from one salesman, 
salesman Is 


ate on convinced 
despite his 
that 


largely 


theory 
buying 
provided — the service- 
minded 
the customer 

e Inspiring Change 
reluctance of 
equipment pal 
This type 


dependable and valuable to 
Another bat 
rier is the buyers to 
change—to change 
ticularly savs Gavenda 


of motor control has served us well 
Then 


youl 


for vears,.” vou'll hear them say 
you have to convince them that 
control can serve them 


That can be tough.’ 


motor bette! 
for more years 

To get close to his customers 
thing: he 


break 


Gavenda does one perse 


veringly goes out to down 





delivery of limit switch 
keep operations at 
running 


ON THE SPOT 
by Gavenda helps 


industrial smoothly 


Trenton 
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these barriers “But,” he says, I 
don't try too hard. You can be just 
as efficient in a quiet, 
way as you can be beating his door 
down. And if you irritate a custome! 
pretty hard to 


inconspicuous 


it’s going to be evel 
get close to him 
been 


Gavenda has through — the 


confidence-builders most 
In the eleven 
TAB, he has much 


Was on 


course ofl 
salesmen require years 
he has been with 
and varied experience. He 
only 1Y 
which he continued to do 


the road at while selling 
appliances 
until he began selling apparatus and 
supplies five years ago 

While still in high school, Gavenda 
took night courses on the side, just 
to learn 
field, which it had been his longtime 


more about the electrical 
ambition to enter (a brother, Joe, had 
been with TAB previously ) 
e Quick Switch—-Rather remark 
ably, Gavenda made the switch from 
selling appliances to a & s—without 
any sustained counter or stocking ex 
perience 

How did he 
so? “Frankly, | 
time,” Gavenda. “When 
something I didn't kKnow—and 
there was plenty—I‘d ask. In fact, | 
learned a lot from my 
e Interest Counts The big 
that helped 
the business. I feel if you like some 


enough to do 


know 
studied in my spare 
Says there 


Was 


customers 

thing 
was being interested in 
thing, you're bound to learn, because 
when somebody 
Besides that, I 


period I could never get 


you pay attention 


tells you something 
like selling 
bored by it 
Gavenda also believes in belies 
in the products I sell. But the 
enthusia 
Now 


j 
{ 


dont feel t 


pretty hard to sell with 


otherwise he comments 


my own case—and | 


is rationalizing—lI really do belie 


in the products I sell. This espe 
cially with motor 
specializes in them and in 
You can’t run a machine 
control. And you can’t run 
at top efficiency without the 
possible control. That philosophy has 
helped me make a lot of sales.” So 
has getting close to his customers 


controls (he 
lighting) 
without a 


true 


a machine 
best 


PALKING OVER 


‘ " , { 
ped de nut 


SHOWING 
mt, Gs 


ki 
a 


; 
/ 


CHECKING 
ppli tor 


{ 








In practice... 





LIGHTING SPECIALISI 


ty. Here 


h 


Martin spends mornings in a 


VALUABLE INFORMATION | by i about 


pecific products from manutact 


Learning to Be a Lighting 


MORI mporta now why equipment WOrks 
S ist ti ilk about the output 

Presid Wilson of The 

Atlanta. Gra 

the thinking at Thompson-Wilson for 


believes 


teach the salesmen as much 

ind apparatus and supplies 

nt sted mainly in being a real help to our 
nowing ex y why particular lighting 

lor a speci OD Wilson says 


knowledge is important to both our cus 


Because 
elves ve try to give our sales force the 
ning avatlable 

with Donald ¢ 
firm’s newest lighting specialist. Martin started to work 
vith Thompson-Wilson in SS as a truck driver. Before 


ntering the military service e was advanced to ware 


Martin, the distributing 


houseman, counterman and manager of the company 
Buckhead, Ga., branch operation 

Following his discharge last December, Martin returned 
oO Thompson-Wilson as lighting specialist 
e Needed Background When I was asked to become 

specialist, I wasn’t certain whether I had the 

Martin ex 
plains. “There’s a little difference in selling a bulb over 
| 


background t lo a good job 


he counter and makin ecommendations tor a com 
plete lighting job 

Starting almost immediately, Martin enrolled tn a co! 
respondence course in lighting from a lighting manu 


facturer. This consists largely of learning how to lay out 
lighting jobs and recommending different types of fixtures 
lor specific jot 

Ihe specialist believed he should have additional train 
ng, however. He approached company officials and sug 
rested he be sent to the lighting school conducted by 


the Georgia Power Co. This is an extensive course in 


56 


lighting conducted under technical supervisi which all 
utility commercial engineers are required to take 
The idea was readily accepted i ous light 
ing specialists at Thompson-Wilson h veen allowed 
to take the same course, and officers company 
have found the results gratily ng thi in increased 
IUSINeSS 
e Four Hours Plus—Normall) 
month period for eight hours eact 
itility personnel believe the benefit 
great to specialists such as Martin 
instruction to him for four hours 
would leave his mornings open to 
it the distributing firm 
We consider it essential 
personnel just as much as possi 
vorse to do a job half-way thar 
far as the utility’s lighting cc 
thorough and provides an excelle 
In my opinion, everyone 
take the course. No one 
e is to know about the subj 
to learn just as much as 
On a typical day, Martin’s time livided. During the 
morning. he performs the regular duti ommercial 
nd industrial lighting specialist. This consists of taking 
off trom plans and figuring jobs recom 
mendations for types and amounts 
talled in a particular project 


Recently, and at an increasing rate irtin has been 


receiving many telephone calls from prospective cus 
tomers to look Over a project and to make ommenda 
tions for lighting installations. He attr 

to the past service Thompson-Wilson has 

ing, but also to the beneficial knowledge 

through lighting courses he 
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and in theory, he's... 





wnt : Sry 
1 ACRE ey heh ge gene. 


AFTERNOONS are devoted to a four-hour lighting course at STUDYING texts Is part o 


rl 
Georgia Power Co. Here, Martin works a lighting problem detail what is shown earl 


Specialist By Robert 5. 


present customers and prospective accounts 
e Other Aids Helpful—Much assistance is given Martin 
by manufacturers’ representatives, who explain in detail 
the benefits of their products, and who work closely with 
the specialist on lighting jobs 

In addition, Martin takes full advantage of the manu 
facturers’ displays in the local Architects and Engineers 
Building to show his prospective customers the type of 
lighting in which he thinks they might be interested 

Every afternoon at 1 o'clock, Martin begins his studies 
at the Georgia Power Co. During this particular course 
he is the only student. Texts for the course are furnished 
by the utility. After Martin views movies about a par 
ticular phase of lighting, he then is required to read in 
letail about what he has seen 

Because the need for instructors for this course 1s 

‘at. Martin has been asked by utility personnel to con 
duct other courses during his free time after he has 
completed his studies 

Although the course for Martin ends each day at 5 


o'clock, much reading is required every night at home 





Martin is enthustastic about the benefits he is receiving 
ind already is putting much into practice what he has 
learned 
e Personnel Training—For his sales personnel at the 
main office and two branches, Wilson holds training 
meetings every Tuesday and Thursday nights. These ses 
sions. which are conducted by utility personnel, stress 
basic electricity, starting with the magnet. The course in 
cludes slides about the theory of electricity and involves 
question-and-answer period following each lesson 
“We need to know the basic princip 
to be able to sell the products,” Wilson says. “The 
why’ is more important than the equipment itself. These LECTURES and films 
two courses not only help to improve ourselves, but to all Thompson-Wilson 


eC 
les of electricity 


itility course 1s 


they also help greatly to increase our business.” Thi 
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SLi 


Whotesaie Distributor 


HO-7-2007 


The lLeaser 


An automatic device, a mysterious phone 


number and curiosity. For Tristate, they 


promote service and policy, 24-hrs. a 


day, 7 days a week. 


Salesman Ron Coppage to contractor: “Hi. How're things?” 


URIOSITY in human nature. This 
is the theory backing up Tri 


State’s latest promotional cam 


By Herb Cavanaugh 


paign using an automatic device and 
mysterious phone number. “The 
idea didn’t happen all at = once,’ 
MeCalley explained “It first appeared 
—_—_— $$$ $$ ___ in a discussion, evolved little by little 
IELEPHONI sat oddly and then like Topsy it just grew 
n Hert Me § desk [he whole thing started when 
t Rockefeller was running for governor 
t New York. He used to say that if 
you want to know what my proposed 
policies are. just call such-and-such 
ondition, but a cur number. He used an automatic an 
MeCalley swering service and a tape recorded 
state pul message to get across his points. It 
out the vent into operation as soon as that 
1g more number was dialed 
Balti Simple? Tristate decided to try it 
ly the Why not sell service and policy to 
their customers constantly? They 
called in a Bell System representative 
ind talked it over. Cost: $15.00 to 
Couldn't help install, $9.00 a month to keep it going 
could you? e ii Ihe service was installed in one of 
cloud « : ce lristate’s offices in the main building 
thing on the far wa It became a “full-time robot partner”, 
vVbody asks me about because it works 24-hrs a dav for 
itv al seven days a week. Perpetual pro 
No matter motion for $9.00 a month! 
or what e How it Works—The automatic 
conversation is about, if there's inswering service has its own phone 
omething inge I le area, th number. It can answer the phone and 
noriented perso \ » gel nve Out information previously pre 
to the botton uma lature pared. to all persons who call. An 
idded feature is its ability to take 


orders and other messages 


Lighting the Fire 
Before we had the device 
installed,” McCalley explained, “we 
had to agree on a good script, one 
that would satisfy people when they 
called and serve us at the same time 
In addition,” he continued, “we had 


to light a big fire under the campaign 
to get people to call HOpkins 
e The Message Afte mi 
writing tne first message 
trimmed, and boiled down to a 
beating-around-the-bush, sixty-second 
policy talk, was recorded on a stand 
ird One-minute tape and sent Over 
the telephone wires to those who were 
curious about the promotional scheme 
that Tristate had vised. The mes- 
sage itself (see next page) was planned 
to sell the electrical contractor on 
the benefits of doing business with the 
legitimate electrical distributor. Pur- 
pose: To show that if more distribu- 
tors would spend more time on trying 
to sell these benefits which they are 
performing, they would have to spend 
less time on cutting prices and there- 
by could make more money. 

e The Bait Teaser idvertisin 

is the bait Iristat ( ted before 
ts customers. In | ) to printing 
only the words Or Is to Elec 
trical Contra rs tl HOpkins 
.007” in { ntractor publica 
tions, the elec ‘ listributor also 
outfitted 
cards that 
lapels The 
when they visit 


ler . 
lamp-ty pe 


[Tristate salesman two 
his territory. The 
first time around, tl left off the 
second time around, then wo gain 
This on and procedu! eeps th 
promotion tresh ( lea *hind it 
to arouse the curiosity ) the con 
tractor to such a pit that he either 
picks up the 1 dials the 
number right in the middle of a con 
versation, or the salesma s asked 
“what's that thing on your lapel?”, or 
“Since when did you change your 
number?” The salesman then tells the 
customer what it’s all about, or he 
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Contractor to Coppage: “Say, what's that thing mean?” 


Coppage to contractor: 





“Just call this number and find out.” 


























simply says, “Why don’t you call and with the brand of enthusiasm that e Kinks—The only possible kinks 
find out?” traps the listener’s ear when he dials. the operation are either non-applica- 

Countermen also. wear these We really wanted to impress the ble or they don’t really effect the 
clamp-cards and alternate in the same_ callers with what was being said on promotion at all. Non-applicable: If 
manner as the salesmen that 60-second tape. Some voices’ the exchange used is constantly tied 
e Who's Talking?—“Quite a few lacked the ‘oomph’, others were too up by calls—constant busy signals 
voices were tried out around Tri- high, mine was full of squeaks. The the telephone company will remove 
state,” McCalley said. “We needed a_ one that finally came out on top was_ the unit. But this applies more to re 
voice that came from the heart and _ Robert A. Stott, president of Tristate.” Continued on page 124 

: Credit: Message Number Two : Policy: Message Number One 

HELLO! THIS IS TRISTATE ELECTRICAL 7 HELLO! THIS IS TRISTATE ELECTRICAL 
SUPPLY COMPANY. | SUPPLY COMPANY AND WE APPRECIATE YOUR 

ARE YOU MAKING AN EXTRA 24% A YEAR | CALLING. 
BY DISCOUNTING YOUR BILLS? WE ARE USING THIS VIQUE METHOD TO 

IF NOT,—WHY DON'T YOU CALL OUR | RE-EMPHASIZE T TRISTAT! ELLING POL- 
‘REDIT MAN? | Icy. 

WE THRIVE ON HELP UR CUSTOMERS | sREATER PURCHASING POWER MEANS PI - 
MAINTAIN A SOUND, 1Y, FINANCIAL : ITS WITH GOOD SUPPLIER POLICY. 

STATUS. TO OFFER T RVICE, OUR | TRISTATE TRICAL JPPLY IMPANY 
YREDIT DEPART MENT UP TO ELLS EXCLUSIV TO FULL-TIME ELECTRI- 
1—GIVE ASSISTAN OLLECTIN } CAL CONTRACTORS, AN EALERS WHO BUY 

YOUR DELINQUENT AC SOUNTS, | R E, AND TO IN STRIAL FIRMS 
2-MAKE AVAILABLE TO YOU CREDIT IN- | TI R OWN ELECTRICAL MAINTENANCI 

FORMATION OBTAINED THROUGH SUCH SOURCES |! P iTS. 

AS DUN & BRADSTREET , THE NATIONAL ASSO- |! LICY IS CLEARLY UNDERSTOOD 

CIATION OF CREDIT MEN, THE RETAIL | TLY ADHERED TO BY ALL TRI- 

SREDIT ASSOCIATION, AND CONTACT WITH -LOYEES. 

OTHER CREDIT DEPARTMEN TS IN THE | NI N T NH 

INDUSTRY AND EGORII } I ° 
5—-TELL YOU ABOUT WAYS YOUR CUSTOM- | E NE STRIVE NSTANTLY TO GIVE 

ERS MAY EASILY FINANCE AN ELECTRICAL | YOU T EST IANDISE AN HE MOST 

JOB AT NO EXTRA COST OR DELAY IN PAY- | ESPECT FOR YOUI LLAR. 

MENT TO YOU IME IN AND TAKE ADVANTAGE TRI- 
OUR YEARS OF EXPERIENCE HAVE PRO- | NIQUE SELF-SELECTION COMBIN 
UCED CASE HISTORIES AS EXAMPLES OF -OURTEO >OUNTE! ERVICE. 

OUR CUSTOMER ASSISTANCE IN THE CREDIT POLICE POLICY MEAN 

FIELD. DON'T HESITATE TO CALL OUR i FITS. 


SREDIT DEPARTMENT. 
TAINED THROUGH US 
AN UNDESIRABLE RIS 
REMEMBER, A HEALTHY, PROSPEROUS 
,USTOMER IS WHAT TRISTATE I; 
TO MAINTAIN. 
YOUR 


TIINT | 
LUNE. 


INFORMATION OB- 
MAY HELP YOU AVOII 


GOOD FORTUNE IS 








The 


Telephone 








What Goes Into 
A Well-Run Warehouse? 


That's what we asked warehouse manager John Trinka 
of McNaughton-McKay, Detroit. Some of his views, which 
have grown out of 35 years of electrical wholesaling ex- 


perience, are presented on these pages. 


1. ‘Personnel must be flexible." 


PERSONNEL who ar iinted with and can handle 
the many tf ts of warehousing are high on John 
Irinka’s list of opinions on what goes into making a 
good warehous Irinka, who has spent 35 years in 
‘lectrical wholesaling with McNaughton-McKay Electric 
Detroit, h been warehouse manager since 1955 
Is that, ideally, each person working in the 
! hould be a jack-of-all-warehouse-trades. In 
the McNaughton-McKay warehouse staff comes 
deal. The Detroit firm, for example, has 
who in be supplemented or sub 
tituted for by three warehouse workers who have chauf 
feur licenses 
In addition, al } irehousemen at this Detroit firm 
interchangeab he two checkers, the one receiv 
clerk nd the s order-fillers and stock men 
all ste] nto the breac ry someone else in a special 
other than thei when needed 
In picture at rigl Irinka (right) checks wire tag to 
that it cl as Ip-to-datk record of how much 
ha ‘ used from it. while John Williams works 


machine 


2. To be efficient you must be up-to-date.” 


EFFICIENCY is practically indispensable to good ware 
house procedure, thinks Trinka. And a corollary of this 
seems to be that the more up-to-date vour facilities 
the more efficient you are likely to be 

In staying up-to-date MecNaughton-McKay has first 
of all provided a new building (constructed in 1955) 
with 38.500 sq It of floor space The ample space makes 
it possible for warehousemen to do their item-seeking 
down long. uncluttered aisles that lead to neatlv-ar 
inged rows ot stock 

Much of the stock ts stored tn the new, flexible type 
rf torage bin vith the idjustable screws This boon 
to efficiency will in time replace the older stock bins 
iltogether, Trinka thinks. The picture at right is repre 
sentative of stocking areas tin the warehouse of this De 
trot distributor 

In the picture above, the wire meter being used has 
a leveler, which sees to it no wire goes through unmeas- 
ured. The leveler, like McNaughton-McKay’s reel rack 
ind rack loader, was designed and installed by engi 
neer Ken Marion [he rack was viewed by delegates 

NAEFD’s 1957 convention 
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3. "Space must be adequate.’ 


SPACE is a very important consideration with Trinka 
who feels that this is a space age in more ways than 
one 

“It's as simple as this,” he says, in our old down 
town setup we had four floors with a freight eleva 
tor. Now, we have everything on one floor. It’s not 
always how much space you have—it’s where you have 
it. At the present time we have it where we need it.’ 

In addition to general space, Trinka is careful to see 
that particular space is taken care of, too. This includes 
space on individual shelves—no one part of a warehouse, 
he believes, should be overloaded if another is not. In 
the picture at right, for example, Trinka points out some 
of the spare space the Detroit firm's facilities permit 

Space outside, Trinka believes, can be just as important 
as space inside. That’s why he’s happy with the current 
amount of parking space, which has accessibility to De 
troit’s big and broad expressways. One thing there's al 
ways plenty of room for are the company trucks—which 


bring and deliver warehouse stock 


NEATNESS, tf not always as apparent a requisite for 
warehouse smooth-functioning as are some of the other 
qualities pointed out by Trinka, can be very important 
nonetheless, he believes 

‘It has a certain psychological effect,” | 
is easy to underrate. But its a fact that people work 
better under uncluttered conditions. We try to keep the 
warehouse neat at all times and generally manage to 

One example of neatness ts the “butt” method of 
stocking fluorescent lamps which was implemented by 
Don Mincel of the warehouse staff, here standing next 
to Trinka. This method makes it possible to stack many 
more lamps much higher, they find. And in addition 


t has a neat aspect 


Off bounds to surplus material are the aisles, up Which 
personnel push supermarket-type baskets, untouched by 
the debris that many warehouses collect in their aisles 


And, in addition, the reel rack solves an old-time dis 


tributor’s bugaboo—that of th vire sto 


COOPERATION, Trinka feels the natul outgrowth 


of a harmonious operation. Wher varehouse functions 
smoothly, he thinks, it is either the result of or it w 
result in cooperation ind either } tf ! 


sirable quality 


It's important to stress the importance of hel 
one another he tvs There Vel very 1k 1 
Not only do we have the ‘ to help each othe V4 
have the skill to help each oth As long hey 
ill able to step nto icl thelr on I 


Tew WOrTles 


Trinka’s experience with the company has taught hin 
the value of cooperation. He began work with Mc 
Naughton MecKav in 1923 making deliveries on Model 
I Ford truck. He has since had buying, costing di 


side sales experience. The ability to idapt and the readi 
ness to step in and help someone else, he thinks w 
grow out of having the experience to perform varie« 
skills. Hlustrating cooperation in_ picture t right 
Irinka and son Bob 
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A Counter 


Sales Report... 


Operating on a commission 
from behind the counter, 
Frank Harman is giving 
apparatus and supplies — 
and housewares, too — the 
hard sell. He not only sells 
associated items, but ‘‘as- 


sociated’ associated items. 


It's all part of ... 


LEARNING fine points about power tool, counterman Frank Harman (left) gets 
briefing from co-counterman John Syperski. Keeping up on new products is a must 
for Harman who sells a wide range of apparatus and supplies items as well as 


NOUSCWAl cu n who include both dealers and contractors 


Counter Selling—Plus 


counter selling experi- you things you didn’t realize you contractors mean one thing by 
have convinced Frank Har needed. Well, it can work the same monkeytace,’ others mean something 
that it’s the plus items that way in counter selling, too.” else 
es to a minimum e Man In Motion—Speed? Harman Then,” he says, “there are people 
uunterman for Commercial feels the closer a counterman can be’ who refer to certain boxes as switch 
lectric Poledo, Ohio, moves the to being a man in motion, the closer boxes when actually they mean outlet 
plus by not letting “em leave his counter customers will be to happy. boxes. But if you Know your cus- 
empty-handed “If possible,” he recommends, “never tomers, you know which mean which, 
e Associated Items—Harman thinks let the man shift from one foot to and which mean some other which.” 
there’s a lot of merit to selling as another (Or, other switch) 
ociated items, or substitutes that will “Of course,” he continues, “it’s an Because Commercial Electric also 
do the job just effectively as the old story about how a contractor loses strongly pushes housewares from the 
item requested by the contractor. But money when either he or his man has counter, Harman’s talents, as well as 
one step further. “Why just to wait at a counter. There are two those of other Commercial counter 
ms,” he asks, “when ways to handle this. Anticipate his men, are tested to the fullest. He must 
you ¢ e issociated” associated needs in advance—which, isn’t always, be ready to sell from behind the coun- 
tems? rr even often, possible—or just work _ ter, or out in front of it—where the 
It Te is he says how is fast as you can when he comes in housewares display is 
many contractors b i load of wire Actually, a contractor may not be The dealers—normal housewares 
forget connectors for example, and — losing as much money as he thinks he outlet that they are—are enccuraged 
have to come back. You can save ts. But when ‘four dollars an hour,’ is to come in to the Commercial counter 
them that trouble in the first place by running through a contractor’s mind to place their housewares orders 
suggesting the items that you antici he’s bound to be a little anxious.” and they do 
pate they'll need e Translator—Harman says he is a @ Of Housewares and Sales—About 
Harman thinks “it’s a lot like the willing translator of the slang used by — this type of customer, Harman says 
vay department stores operate. If you. people in the trade \ term like _ this There’s no difference whatso 
buy a shirt, they suggest ties, tie-pins, monkeyface’ is something you hear ever in selling to them. The only 
horts, and socks—help point out to just about every dav. Of course, some thing is, there are more new items in 
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PFALKING UP housewares, Harman fills 











in dealer-cus 


on what's new in the electric line. Commercial, which 


housewares, so there are more chances 
of talking up a sale 

About housewares, Commercial 
Sales Manager Leonard Szymanski 
idds_ this thought Non-electric 
housewares items have always been 
vood, solid sellers. Conditions involv 
ing electric housewares are improving 
too, so we'll probably be pushing them 
more from the counter than we have 
n the past.” Among “conditions” 
cited by Szymanski as “improving 
were General Electric’s decision to 
discontinue sharing advertising expen 
ses with dealers who sell at below 
recommended prices, and Sunbeam’s 
new consignment program 

According to Szymanski, house 
wares and lighting sales (“We lump 
them”) account tor 40° of Comme! 
cial Electric’s sales; apparatus and 
supplies, the remainder 
e Counter Commission—As 4 sales 
ncentive, Commercial management 
this vear has set up a commission sys 
tem for countermen, says Szymanski 
They get a commission on everything 
they sell over a bogey that we set 
for them,” he says This went int 
effect January first of this year and 
the results look especially encouraging 
so far 

Harman says he, personally, is de 
lighted with the situation No com- 
plaints here,” he says. “A _ little 


ncentive can go a long way.” 
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NEW-A Hit at Two Houses 


At MarLe, personnel celebrated 
National Electrical Week by invi- 
ting customers to attend an open 
house to see factory displays and 


to become acquainted with MarLe. 


N CELEBRATION of National Electrical Week. the 
[. irLe Co. of Stamford, Conn., held an “Open House 
to Industry” last February 10 and 11 
In reality he function was held for two purposes 
li ddition to promoting NEW, Marle personnel were 
moting the lines they handle and also 
where customers and prospective 


nterested in pi 
the distributing firm 
ustomel ould the howrooms and warehouse o 
Marl 

e A Service I he how 

{ nt to 4 { 


doin the electrical indust 
which IS manufacturer 
ind inswered questions 


At State Electric, President 
Clyde Andrews used an extensive 
mailing campaign to inform custo- 
mer and consumer of NEW. In ad- 


the official told a high 


school group about the importance 


dition, 


of electricity in living, and what 


to check for safe electric living. 
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“OPEN —e TO INDUSTRY’ 


she Merle Compery 


200 Sommer Brreet 
on 





OPEN HOUSE was 


sia ELECTRIC 


worth ST 
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MANY DISPLAYS 


factory representally 


ipout s00 


front of the counter area at Marl 
displays during the 
persons f1 ! cl | 


two-day open house 


industry attended 


SECOND FLOOR 


j 


Wal use spac ) sed to display AFI 


R SEEING 


N EXTENSIVE 
Electrical Wee 
Andrews o 
February 
Displays empha 
firm 


t \ 
CILy VOTE 


e A Salute 
And CWS 


he 


CcuumMm 
clothes 


electl 


ts 

pointed ou protession 
any other pr fer without the 
of this product 


granted. During 


mportance ol 


rsons now take oO 


emphasized the 


explained som 
electric Wiring 
e Future Plans ne ve { ib in I HIGH SCHOO! 
to increase his promotion gre he same yr : 
} 
| 


} { 
vill 


‘ I n i 
e taken in 1O k towns surrounding 


. 14 


April, 1959—ELECTRICAL WHOLESALING 





“Operation Bootstraps” or “More for Your Electrical Dollar in 1959” 


456 Customers Came Here 


Supply Co., Holyoke, Mass., the 

even of nine are pictured here) 

ation Bootstraps Io the 456 

iese formal and an uncounted 

the designation was “More 

Your Electric ollar in 195° » all, the meetings 
romise of mutual profit 4 


t 


e Genesis—Starting with n impressive motor control ' . ' « ‘ 
3 ° 


splay Obtained on loan after its appearance at the 

Power Show in New York, Oakes management began 

t vunize a » Of meetings with these goals in mind 
e | lo Oost USING which was not what we 
! hed il 


meeting held 
responsibilities 


of the distributor's func 
pricing trom being the sole 

vould be placed 
ikes added several others 

Oakes invited and got 
ally-known authorities on MEETING: For customers from th 
customers. The company DATE: January 1? 
ng talent. The impact of SPEAKERS: Oakes personnel 

meetings are depicted and ATTENDANCE: 44 (they came from 
I tts, Vermont and New Hampshir 


es 





MEETING: Fo lectri lit Kecutl from the MEETING: For customers from general industry 

necticut’ Valley DATE: February 9 

DATE: Febru SPEAKERS: William E. Vannah, editor of Control Engineer 
SPEAKERS: Oak personn ing, plus Oakes personnel 

ATTENDANCI s ATTENDANCE: 49 
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By George Ganzenmuller 


The Oakes Conference Room 





MEETING: For customers from the textile industry MEETING: Fi 
DATE: January 19 titution 
SPEAKERS: Victor epavic of Crompton-Knowles F DATE: |} 


plus Oakes personnel SPEAKERS: Oak 
ATTENDANCE: 47 (from same locale as paper group ATTENDANCE: 3¢ 


MEETING: For customers from the machine tool industry MEETING: Fi 


DATE: February 18 hei ti 
SPEAKERS: | J Loeffler of The Warner & Swasey < DATE: Marcl 
W. E. Vannah of Control Engineering, and Oakes personne SPEAKERS: Oath 
ATTENDANCE: 79 ATTENDANCI 
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456 Customers Came (cont.) 





Each Customer's Interests 
Were Kept in Mind 


“Wy! pret d to keep the meetings of manageable 
size os thal ich customer would have ample op 
portunity to examine equipment and ask questions. This ts 
why we brol e groups down by industry,” explains 
John M. Ne tol SI Oakes president 

This was also the reason why at the completion of the 
formal portion of a meeting the industry groups were 
broken down into smaller groups so that individual prod 
uct displays could be presented on a more personal 
basis. At a signal, these groups—with almost drill-mastet 
precision—would be switched from one display to an 
other. At each display—tfurnished by Allen-Bradley 
Anaconda Wire and Cable, Crouse-Hinds, Day-Brite 
Lighting, General Electric, Hoffman Engineering, Harvey 
Hubbell, and Thomas & Betts—an Oakes manager of! 
salesman would explain the lines shown and the com 
pany’s function in making them available locally 

In all, there were nine formal meetings—the seven 

pictured on the preceding pages, plus a night affair for 
local air conditioning and refrigeration contractors and 
dealers (attendance +] and a special meeting fo! 
Municipal Gas , ¢ supervisory personnel (at 
tendance: 15) 
e Publicity— The first meetings were announced by per 
onal letters and salesmen’s calls. The general industry 
meeting and the “Machinery Builders Forum” were an 
nounced by special flyers. These played up the coming 
ot such nationally known authorities as 

e Victor Sepavich, manager of research and develop 
ment tor t ompton-Knowles Co., Worcester, Mass., 

ho poke new textile standards 

e ES etiler, chief control engineer tor The Warner 
& Swiusey ‘ eveland, Ohio, who spoke on machine 
tool cock nd standards 

e William E. Vannah, editor of Control Engineering, 

McGraw-Hill publication, who spoke on two subjects 

Control Systems Engineering tor Growth and Profit 
in 1959” and “Control of Tomorrow's Machines.’ 

In addition to outside experts, Oakes utilized the tal 
ents of its home-grown authorities. At all meetings, James 
B. Newton presented details on new control devices and 
developments, using the motor control display as_ his 
main prop. John M. Newton, Jr. touched on a number of 
topics ost of installed equipment (to all groups except 
utilities and machine tool builders), electrical interdepen 
dence (to the utility group) and the distributor's place 
in OEM business (to the machinery manutacturers ) 
© Salesmen’s Role—Oakes salesmen Charles Rheaume 
and Craig M irShall also handled product display speak 
ing assignments following the formal portions of the 
meetings. But they and other Oakes salesmen were not 
pulled off the road en masse. Explains John M. Newton 
Si When we discovered that we would be putting so 
many meetings at such close intervals, we decided it 
would be better to put the running of them in the hands 
of John, Jr., and Jim to prevent any major disruption ot 
our normal business. Of course, when any particular 
salesman had a number of customers at a meeting, then 
he would spend the iy at the meeting and partici 
pate init 

Besides these highly-organized affairs. which took a 


Continued on page 120 
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meeting, Oakes’s Jim Newton answers 


control items—his specialty 
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Rheaume holds forth at T&B display 


ral display rooms at Oakes 


Ir., lighting specialist 
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features of lighting fixtures are itemized 
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Junior Rotary? 
Dance Committee? 


Class Reunion? 


No—they're some of the key young men* in 
Artcraft Electric Supply Co.'s program for 


Selling Through Specialists 


by John Martin 


te E JUST DIDN’T put ‘em in and motor controls only.” he was told, personnel. They go into the field « 
a job and say ‘Here, now and we'll see where we go from at the request of istomer O1 
you're a_ specialist... No, _ there.’ personnel 
they had plenty of knowledge and Artcraft reall vent from. there The ( o responsible for watch 
preparation before they became spe Soon, speci ilists in lighting. tn powel nye the Ow tock! program. They 
cialists.” tools and in automation, were busting dicate What to add dump so in 
These words of Sales Manager Joe out like June ense they're You might 
First of Artcraft Electric Supply Co., Our specialists.” General Manager they're exceptionally handy people to 
Wilmington, Del., refer to a group of Ed Read explains, “only back up sales have around 


knowledgeable and apt young men 
whose special talents help Artcraft’s 
customers get answers, technical in 
formation, and supplies in a manner 
fast and thorough. 

Since the institution of the special 
ist system at Artcraft, First says only 
that “there has been an increase in 
business.” He is less guarded about 
the effect on efficiency, which he says 
has increased “tremendously 

Specialization was born at Artcraft 
approximately three years ago At 
that time, Charlie Price was elected 
to “go first.” “Try your hand at motors 





*Standing (from left): Ed Kee, Bernie 
Chesler, Charlie Price. Seated: Ernie 
Moore, Bob Patricoski, Artcraft’s en- BRAIN TRUST includes, from left, sales manager Joe First, president B. J. Steir 
gineer specialists. berg, general manager Ed Read 
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Selling Through Specialists (cont.) 





Some Words from the Specialists 
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Bernie Chesler: the specialist 
who spends nary a dull moment. 


BERNIE CHESLER has been specializing tor just under 
three ‘ I entilation, power tools and generators, 
ind has tound them to his liking 

I'm pretty much in and out,” he says. “Generators, in 
particular, call tor a lot of time on the outside, what with 
ugvesting the proper size or sizes and laying out the job 
itself 

Chesler, like other Artcraft specialists, spends a lot of 
time on the phone. “There are questions,” he says, “and 
then there are questions about the questions. The im 
portant thin s that they depend on you to help them 
out. so no matter how much trouble it ts, it’s always 
vorth it 

Chesler says he works primarily with industrial con 


cerns. but also with builders and with electrical con 
tractors. His experience to date has been almost entirely 
practical. This has apparently proved effective, for Ches 
ler has yet to attend a factory school 

At the present time,” this specialist says, “I’m pushing 
ventilating equipment and emergency ventilators. That's 
one thing about having variety of specialties—there’s 


ilways something that needs pushing. Sometimes I even 


help out our appliance division—at their request—with 
their “home shop” utility line iws and such. So, dull 
moments af prett irce 

70 


Charlie Price: the specialist 
who “pioneered” the program. 


CHARLIE PRICE, the original Artcraft specialist, made 
his mark in motors and motor controls but has since 
added transformers to his repertory of super-specialized 
knowledge. 

“L started learning through association,” says Price, 
“and it paid off. I had a basic interest in motors and felt 
that if I increased my knowledge I would do all right 
with them.” 

Charlie did so “all right” with them he found himself 
suddenly the authority on the subject and the first test 
case in Artcraft’s full-specialization. It was the success 
in this case, Artcraft officials indicate, that encouraged 
them to go ahead at once with specialization in other 
departments. 

I got my training in stock and counter,” says Charlie, 
who's been with Artcraft seven years, “and, among other 
things, I learned how to use a phone. It was valuable 
experience because I spend most of my time on it now.” 

While on it he tells curious salesmen and industrial 
iccounts the ins, the outs, the rounds, and the abouts of 
“I answer the general 
questions;”” he says, modestly, “the engineers answer the 


his favorite pieces of equipment 
harder ones.” To answer the “general” questions Price is 
armed with the formidable weapons of knowledge and 
experience, which are enhanced by factory school at 
tendance 
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Who've Made the Program Pay... 





Ed Kee: the specialist with con- 
tracting experience. 


COMMERCIAL lighting had always been a glimmer in 
the eve of Ed Kee, who joined Artcraft after ten years 
of electrical contracting experience, in which he con 
sidered lighting jobs extra special items, Ones that were 
especially creative 

Although he joined Artcraft as a quotation man he 
began specializing in lighting at the earliest possible 
opportunity, an arrangement which has apparently been 
happy tor both Artcraft and Kee 

A member of I. | S.. Kee is alive to new trends in 
his chosen field. “It’s a fast-changing business,” he com 
ments, “and it’s absolutely necessary to keep up with new 
developments 

It's also a good idea he says, “to work closely with 
utilities. They can be helpful in spotting ‘leads’ for you 
imong other things 

Architects can be a great aid also, if you can get 
close enough to them to help them specily I've had 
pretty good luck in this area.” 

Kee says he feels that re-lighting ts probably the single 
best source for lighting sales, but also keeps his eyes open 
for new developments. One of them was Wilmington’s 
new Brandywine Raceway, for which he did the lighting 
effects shown in the picture at right. in addition to in 
stallations in other track buildings 
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Steve French: lighting specialist 
who taught dancing 


selling residential 
residential lighting specialist 


learning to deal with women 


been able to use 


“There's no need to 


apprenticeship went 
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Camera jin fixed pos tion trans- x x 
ynits picture of boiler warer- wd Fenced / x 
Jeve/ gages down %o contro/ x area | 4 
room, replacing ntricare sys- . . 
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™ x od 
x ~™ x 
Camera KM eA KK HX alae sh 
tlood. i amera on 
Cage Lights Tn ee ting 
mount 
kecetver p 0 C 
-S ‘loods 7V camera scans unguarded area. 
Oscillating mount 7s used where 
: : tield of view ts foo great for 
Wire lines Y(xed position. Flood/:gh7s pro- 
| ERR ate wide sllumination for camera 


and acl as detlerren? fo intruders 
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HOW PICTURE 15 CREATED 


lens reproduces /mage on plate, which gives off electrons in proportion 
to Light intensity. Beams are airected in seguence past scanning hole 
by deflection Corls; anode transmits electrical signal varying in pro- 
portion to image intensttres. Signal is amplitiéd and 7ed into pic- 
fure tube, where rf varres mnrenstty of electron Seam gunned atl and 
detlected across instde face of peal ie tube. This varying satensity 
corresponds to Ligh? and aark of original ima 2, LAUSEHIP COatI+Ig 
of rube Lo give Orr light ira sniertan Lo 7, CSC varravirons Ta. 
Construcung preture. 
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Pinpoints the Information You Need on. . 





Closed Circuit TV 


By J. F. McPartland 


and W. J. Novak 


ONE OF THI 


plications of 


MOST intere 


communications equip 


sting ap 


i 





ment in modern industry and com 
Meree S closed circuit television 
Available plug-together systems ot 

sic Component units, closed circuit 


television or industrial television, as 





t is also described, is a method otf 
emote viewing. In industry, res ch 
commerce, education ind science 
such systems provide continuous 0 
servation ol obyects opel itions Ol 
Onditions which tor reasons ol an 
¢ distance naccessibility ncon 
enience oO COS cannot c ewed 
7 
Ll 
° 

System Operation 

I ypic il closed circuit televisior 
systems consist of three basic pieces 
tf equipment the came th oO 
trol unit and the monitor or recs 
Each 1s used as follows 
fhe camera unit is out th 

ft a small table model ho eZ 

exte il len ssemb] vhicl 

( to focus 1 tn scen I ) 
insmitted. A special tube within the 
housing converts th mage tr th 
ens into an elect | sigi nict 
sends to the control unit 

Camel units fo irio systems 
itl somewhat in siz d tu 
iking capability. Son cameras a 
much more sensit than others. re 
quiring only very low levels of light 
or acceptable pickup of the imag 
Other cameras requ \ high 
lighting on the scene to e wu 








| 

( see’ detatl such 
‘ } 

is observation of static object Ik 

DOE rauges there is no need ft 


fine detail in the image. But in oth 


cases, such as using the camera for 
plates Or the faces ol 


pl int 
detail in the 


license 
secking 
there is real need for 


electrically 


Viewing 
people entrance {tO a 


mage to be transmitted 


Another variation in cameras 1s 
made in the lens systems. Where the 
distance from the camera in ts 
mounted location to the scen vhict 
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il s recording is fixed the focus of stics ae yned Ik Lr tem itsell 
the lens assembly can be set and left ome systen nm use th their ow 
But in other cases where the camera IV receiv Monit ( \ 
n a fixed location ts picking up trom to 14 inches, and large 
images of objects which are moving Closed <¢ t tele systen 
vith respect to the camera, there ilso include a number of accessory 
must be some provision for adjusting equipme remote ¢ trol zoon 
the focus of the lens lenses f¢ camera icoustical nd 
This requires motor actuation of explosion proof hou wortabl 
the lens assembly, with remote con monit te cont pal nd til 
trol of the ftocusing trom. the point mount 1k the ¢ dw tne 
ot the receiver where the picture s oot ho ! ! ( A 
being viewed. And tor some applic 
tions, the a I ay requil ( H H 
tion ke Camera may require Applications 
mote controlled turret on the camer ’ 
an e | \ Common uses of closed circuit 
to provide chang ne o MnSesS sucn 
systems are as follows 
iS for wide angie or telephotk 
ing = Vatcl k ich 
, : i , , 
In typical applications, the came! 
n 
or Cameras used In system are fixed 
' ' he ' - tI \ 
» location vnc ey continuous 
, I } tr ( 
photograph” the scene which tc ae 
de Observed from ( erent | : 
tion. The electrical signal output tron 
. 4 
the camera is fed over special w we 
‘ i .f 
to the system control unit vhich 
may be mounted close to the ¢ n 
unit OF may De iS mucn s VUU 4. 1 
feet away ! t 
The control unit in a typical ten 
s supplied with the signal which ts tl 
7 +} ; or 
electrical equivalent of the imag 5. I I 
produced in th I i ut. Th — t 
it contains Va n tt Circ s 
| h 
hich control operation of the cam 
( ind coordinat its output th 6. | 
Ope to ol the ONC Or I I a) ' ' 
‘ | f 
A ‘ » ' 
= . met 
In typ 1 systems, the cc trol nit I 
nay ’ LO’ ited Ss mucn Ss YUU ' 
feet from the re oO p to 400 ° . 
feet ome c¢ Ss vith th use of! 
sie ‘ ‘ 
Hine impine©rs Inexpens COGAN ! 
le is used to connect the control 8. | 
t to th on o m tem I 
« ers located po Is AT ( t 
9 | , 
won ws required 
Powe suppl fo op tiol 
‘ ‘ 
typical systems consists of simple pl - 
connection to 120-volt, single-ph : 
T 
ic =receptack Powe consumptio 
usually runs around 200-250 watt 10. I 
j | ' j ‘ 
Electric supply to scene illun t 
IS eXtra 
The monitor in closed circuit tel ihe OF 
vision system is very similar in ap 11. | ' 
pearance to the standard home tele ‘ 
vision receivel It contains cath } 
\1 \ 
iv tube which ) les th I 


on which the transmitted scene 


corded. Although some system 
special monitor units with charact Next Month: Meters 
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What's New . .. in New Orleans 


Wiring Plans 
Are Stressed 


Delegates to wiring conference hear the 
need for increased capacity in home and 


business to provide adequate service. 


CONTINUING demand for increased wiring capac 
ity in the home and in business was stressed at the 
15th nual National W ng Sales Conference last 
bruary. About 225 members of the electrical industry 
pecifically interested in residential and commercial wi 
, promotion ttended the two-day meeting in New 
Orieu 
Th tt first year that the word Sales has been 
luded in tl title of the meeting. Commenting about 
nis, ©. LL. Osteri ( ce president-sales manager of 
the Louisiana Power and Light Co., said that the change 
n titl ppropriat cause members of the electrical 
dustry | found from experience that good wirin 
In ex] tt m different methods and ap 
vich t h ro m of selling good wiring, Oster 
I 1 tt lel i 19SY9 ould be a big year in 
onstruction th stimat ot 1.200.000 housing 





BEFORE MEETING, Jack Bogdan, Presi 
lent of B & B Electric Co., Cincinnati 


We have i real selling job ahead in 
HOUSEPOWER into a large: 


homes h 


retting full 
percentage of these new 
mphasized. “In spite of our past efforts, it 
sull estimated that four out of five existing houses 
uller from inadequate wiring 
For commercial wiring, Osterberger said that the field 
fertile for wiring improvement, and that 1959 has 
been designated as a starting point for a stronger, ex 
panded commercial wiring program 
e Program Explained—tThe conference sessions, many 
of which will be the basis for local residential and com 
mercial wiring promotions, included a presentation of 
the 1959 residential wiring sales program. From this 


program will hang such national and local pomotions as 
| : I 
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NEW ORLEANS distributor John Aertker (center) talks with 
John McDermott (right), Kansas City Electric Association, 
and S. A. Cuiter, New Orleans Public Service 





DISTRIBUTOR award for adequate wiring promotion is pre 


ented here to Charles Argast (left), Farrell-Argast Electric 


( by Dick Harmel, Look magazine 


HOUSEPOWER, Medallion Home. Light for Living and 


ther allied sales promotions to help sell more wiring in 
the home 

Speakers estimated that the 1959 coordinated pro 
zram of the electrical industry in the residential wiring 


field will amount to about 14 or 15 million dollars in 
dvertising promotion 

The National Wiring Bureau's 1959 program fo! 
promoting commercial wiring modernization ilso Was 
xplained in detail at the meeting 

A look into future developments ind 


applications 


electricity was reviewed by J H Fooks 


{ 


director 
ft engineering, Consumer Products, Westinghouse Elec 
tric Corp. Looking ahead 10 and 20 years, Fooks pre 
dicted the construction of total electric homes 

I do not mean,” he said, “homes with merely a fai 
1umber of appliances, but rather homes in which every 
thing will be run by electricity, and where electricity 
will be the only fuel.’ 
¢ Distributor Essential—Maintaining that “It's Good 
Business” for the electrical distributor to promote ade- 
quate wiring and HOUSEPOWER, Thomas | 
public relations manager for the National Association 


f 


of Electrical Distributors, said that the distributor is a 


Preston, 


strong coordinating link in the entire wiring and 
HOUSEPOWER program 


Continued on page 122 


ELECTRICAL WHOLESALING—April, 1959 








_.. in New York 


Seminars 
Steal Show 


An impressive array of 

speakers participate in 

twelve conferences. 
RECORD 
than 17,000 persons attended the 


National Lighting Ex 
month at New York's 


attendance of more 
four-day 
position last 
Coliseum 
The 


S.000 


figure was nearly 
than the figure for the 
first National Lighting show held last 
This was the time that 
of the lighting industry 
gathered 1 market 


increase in attendance 


attendance 
more 
veal second 
ill segments 
had 


area. The 30 


central 


» One 


ilso came from a wider geographical 


with all 
well as ¢ 


area Slates represented, as 


anada and many European 


and Asiatic countries 

Harold R. Meyer is president and 
producer of the exposition, at which 
lighting experts, manufacturers, build 
ers, illuminating engineers and mem 


bers of other fields related to the 
attended 


This 


lighting industry 
e Report Stressed 
based on the theme “New 
for the Footcandle fully 
the Blackwell Report as it 


ill facets of the lighting industry, be 


Veal s show 
Dimensions 
explored 


related to 


ginning with an 
Where Are We 


Twelve symposia, 


opening discussion 
Going in Lighting? 
I $5 light 


n which 
were pre 


Ing experts participated 


sented, with no one drawing less than 


275 in attendance. Two hundred com 


mercial exhibits by lighting manufac 


showing the newest lighting 


residential, 


turers 


products fol industrial 


recreational and public installations 

were on display 
Mever says that the 

brought forth a 


lighting industry that will funnel trom 


show this year 


renaissance in the 
the manufacturer with such 
that it 
dividual consumer of light 

“Through — the 
National Lighting Exposition, the in 


impact 
will be felt soon by the in 


facilities ol the 


now become dramatically 


Dette! 


dustry has 
aware of its responsibilities to a 
America, 

Emphasized 


illuminated he said 


e Symposia Opening 
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AT REGISTRATION DESK arc 


tended the four-day National Lightu Expositi t N Y ork 


baa, 





AT OPENING SYMPOSIUM, Manhatt Bor | H " 
lighting probiems in Manhattar Seated Cie | 2.3 
tne sho George J l ‘ 
president of research fe LD B 
Lighting. Inc id Tun » | } 
neerin Society | 
that the lighting indu [ 
ng yne-billion-d ) ‘ 1 H 
cannot e den 
! SS 
Much ol nis idVal I 
been appreciated in the past 10 year | 
or so he added The growth in 
eral is the result of expansion of 
building construction and to I I 
degree to modernization of existin I | I ot 
buildings 
Yet the relighting market | 
tial alone, based on old land S 4 Be 


lighting levels, is well in excess < , pon 23 


75 





Eleven Ways To Get the 


ELECTRICAL WHOLESALING is 
the only publication that serves the 
interests of the electrical wholesale 
distributor and his salesmen exclu- 
sively. Other publications that may 
come your way serve you only sec- 
ondarily; their major interest is in 
another branch of the electrical in- 
dustry. So it's worth your while to 
make the most of the magazine that 
is made for you. To this end, ELEC- 
TRICAL WHOLESALING's editors 
have put on their thinking caps, 
pooled the reader reactions they've 
gotten on their field trips around 
the country, and come up with the 
following || ways that you can use 


this basic tool of your industry: 


1. Take a fast, first look 


As soon as ELECTRICAL WHOLESALING reaches you, 
start turning the pages. By thumbing through the 
current issue, looking at pictures and reading captions, 
headlines and other large type, you can quickly de- 
termine what articles you want to read first. At the 
same time, you will grasp the highlights of the issue 
in a hurry. The contents page—always on page 3 or 5 

will help you do this. For your convenience, each 
article title on this page is amplified by a second 
line which sums up what’s in the article for you 
Don’t overlook the advertising pages as you take this 
fast, first look. The manufacturers, too, have special 
and important messages to help you 


2. Start reading right away 


Once you've thumbed through the issue and checked 
the contents page, spend a littke more time reading 
he articles that appeal to you most. This won't take 
you long. ELECTRICAL WHOLESALING is especially 
edited for fast reading. Wherever possible, pictures 
ire used to tell the story, and you know the old say- 
ing: One picture is worth a thousand words. What’s 
more, EW is edited for timely reading. Its articles 
are geared to the industry's current problems. The 
issue you put aside for later reading may have just 
the one idea that would help you solve your biggest 
problem of the moment. That’s why it is important 
to read ELECTRICAL WHOLESALING right away 


3. Look for ideas 


his is the main reason for buying ELECTRICAI 
WHOLESALING. One good idea that you can work 
into your selling may pay for your subscription 
hundreds of times over. To mention just a few, you'll 
regularly find ideas on how to use your selling time 
to the best advantage, how to set up a system for 
working your territory, how to improve your sales 
presentation, how to establish better customer rela 
tions, how to sell specific products more effectively 
Each issue also contains plenty of ideas on the other 
important aspects of the electrical wholesaling busi- 
ness—warehousing, office procedures, purchasing and 
extending credit. Of course, the case may not always 
be that you can use these ideas “as is.” The trick is 


to adapt them to your own operation 


4. Broaden your outlook 


In serving executives as well as salesmen, ELECTRICAI 
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Most Out of [| 


WHOLESALING always features several articles that 
deal with management functions and problems. And 
while your single interest may be selling, it helps to 
have an over-all understanding of the electrical whole- 
saling business—particularly if your ambitions include 
an executive job. This goes for another kind of article 
that EW publishes occasionally: the story that ex- 
amines trends and developments in other branches 
of the electrical industry. By broadening your out 
look, you'll better your chances of stepping up to 


bigger jobs 


5. Keep a file of issues and articles 


If you save your back issues, they will give you an 
invaluable reference file. Some readers devote a 
large part of a file drawer to their issues, with tabs 
marking stories on particular problems. Others cut 
out certain articles and put them in a_ loose-leat 
binder. To help you when the need arises to reter 
back to a specific article, ELECTRICAL WHOLESALING 
publishes a complete index of the year’s articles in 
the December issue 


6. Don’t forget the departments 


Feature articles are only part of a magazine's editorial 
contents. Regularly appearing departments are just 
as Meaty, sometimes more so. That's why you ought 
to include at least the following in your regular read 
ing: New Products—it tells you what new or im 
proved products are available for you to sell, /he 
Salesman’s Technical Notes—it pinpoints the intor 
mation you need to know on product groups; Times 
and Trends—it presents the views of the magazine 
on issues and problems confronting the industry 
Business Index—it shows you where the electrical 
wholesaling industry's sales and inventories have 
been and suggests where they are going; Salesmen’s 
Idea Exchange—it rounds up opinion on solutions to 
everyday sales problems; Top of the News—it high 
lights the important news stories of the month; 
News for the Industry—it keeps you informed on 
economic trends, conventions and meetings, personnel 
changes, manufacturers’ appointments, industry-wide 
programs, associations’ doings, new literature 


7. Read the advertisements 
This is fundamental. The advertisers in ELECTRICAI 
WHOLESALING lay before you each month a wealth 


of the fine selling points of their products—the prod 
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ucts you sell. And in one handy package, too. It's 
easier and quicker to get your product knowledge 
this way than to have to resort to a pile of folders 
flyers and direct mail pieces. Through the advertising 
pages, you can spot products that you know are just 
the thing for certain customers and which you can 
influence your company to add to its line 


8. Get reprints and tearsheets 


Multiply the benefits of a good idea. If you want 
others—perhaps some customers—to see an article 
write to the editor. Single sets of tearsheets are sent 
free, as long as they last. Reprints can be made avail 
able in a short time; write the editor for the cost 
stating the quantity you want. If you want to reprint 


yourself, we're copyrighted, so write for permission 


9. Build sales meetings around issues 


Many sales managers have discovered that each tssue 
of ELECTRICAL WHOLESALING offers a ready-made 
agenda for one or a series of sales meetings. Some 
of them order reprints of particular articles to pass 
out at these meetings—realizing, of course, that the 
salesmen have their individual copies but that there 
an advantage in having the material available for 


discussion 


10. Write the editors 

Tell us the problems you're up against and we'll bi 
glad to help you in any way we can. Perhaps Exerc 
PRICAL WHOLESALING published an article on a simi 
lar problem some time ago, or maybe we can tell 
you where to get the information you need. If you 
think you would benefit by our publishing article 
on a particular subject, drop us a line. And don't 
hesitate to let us know which articles you liked and 
which ones you didn't like hat wav vou ll be help 
ing us to edit ELECTRICAL WHOLESALING so it will 


best fill your own needs 


11. Write the manufacturers 


Ihe advertisements and new product items cant 
always tell you all you want to know about a prod 
uct. So if there are ever any questions in your mind 
write the manufacturer or call his local representativi 
for additional information. And when you do, met 
tion ELECTRICAL WHOLESALING. By doing thi 


will be helping us to help 








A Giant New Chain Emerges 


D. Colburn if shows location o 


STATE OF ¢ \EIFORN w;wuses in 620-mile long Calif. territor 


: CONTROLLING huge new P&E-ISCO 
“> amapes : chain of independent electrical distribu 
had torships is Chicago industrialist Richard 
? ' Map } | f 
’ 


1. Redding 

2. Sacramento 
San Francisco 

4. Oakland 

9. Stockton 

6. Redwood City 

7. San Jose 


8. Fresno 





9. Los Angeles 
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That's Really Different 


RADICAL NEW CONCEPT of 
organization and operation of a 
chain of independent electrical 
supplies distributorships is being put 
into practice in northern California. 
What were once the two houses of 
The Electric Corp. of San Francisco 
the three Phillips & 
Edwards Electric Corp., and the 


units of the Incandescent Supply Co 


houses of the 
seven 
now comprise a chain of houses 
market area in which GESCO 
houses, WESCO has five and 
four 


nine 
in a 
has Six 
Graybar Operates 
full 
scale supplies-housewares-lighting op 
the Angeles market 
1959, new chain expects 


$16.000.000 


In addition, the company has 


I OS 
the 


close to 


eration in 
During 
tO gross from 
the distribution of electrical supplies 
and apparatus, electric housewares 
and lighting 

But it is not just the 
ume potential nor the market-blanket 
ing locations of the that 
the careful 
scrutiny by competitors and suppliers 
alike it IS 


characteristics 


size. the vol 
new chain 
ire making it subject of 
because of three 
that set the 
the many 
that 
throughout the nation 
1. Organization 
the 
vided by 
Richard D 
organization of 


unique 
operation 


ipart from other independ 


ent chains have been developing 


Capital 
industry pro 

industrialist 
the 


from 
outside electrical 
Chicago 
Colburn, financed 
the 
hands 
While it ts 
the 
IS a Separate Corporation 


make i pront 


chain and vested 


control in his 
2. Operation the big 
} 


gest chain in area, every house 


with its own 
officers. operated to 
in its own market 

3. Management 


ent houses are 


area 
The 
linked 


independ 


together 


By Howard J. Emerson 


tne 
use ol 
which 


management company 


burn has organized in San Francisce 


Among these services is the financing 
of all 


uccounts rece 


inventory, the purchase 


ivable ind 


rD \ } 
pany 


e Enter Colburn 


ment of this independent chain began 


n September 195 Colburt 
icquired control | | ont the finan 


Corp. of San Francisco, $3,000 e Iwo Adhesives 


000 volume supplies distributorship 


vhich long had been in control of the 


Bank of 


Colburn 


America. In his next move 


purchased controlling inte! 
est in the Ph llips & Edwards Electric 
Corp San | 


old 


rancisco in ‘ 


$3,000,000-plus lume distribu 


considered 


torship long one of th 
most successful 
Betore 
were made I} Elec 
San 
Phillips & 


operation 


ndependents in ( 


fornia further expansions 
tr Corp 
Francisco was absorbed 
Edwards Electric 
closing the 
main hous n San 
Stockton 


Edwards 


making the 

of Phillips & 
Then, after 

Colburn bought 


indescent Supp! 


months ol 
control of 
Veal old Inc 
San Francisco 
j 


houses was doing a volume 


Which throug! 


$9.000.000 vearls On December 
the announcement w 
Phillips 


candescent 


IOS 
that 
vere 
through the 


cent Pv corpo! 


And 
tne key 


How the P&E-ISCO chain is held together by interlocking executives .. . 


For how new chain operates, turn page 








Giant New Chain (cont.) 


Basic Objectives of the Organizational Plan... 


1 HI 
trical supplies distributorship chain 


not a new or experimental move by 


financier Colburn, although it ts his 
first 
try. Sometime ago, he built the same 
Midwest 


Foundries, it 


venture into the electrical indus 


type of organization in the 
Known as Consolidated 
was put together by purchasing small 
organized as 
athh 
company 
WHOLI 
ipplied to the electrical 


this 


foundries which = are 


separate Operating companies 


with a management 
told ELeCTRICAI 
that 


supplies field 


ited 
Colburn 
ALING 
method of organ! 


zation Offers several advantages 
1. To the investor—Ihe tax 
make the company-operating 


ompany 


laws 
holding 


more favorable 


Structure 


than the straight-lin hain Operation 


2. To the chain management— | he 
opportunity through the management 
company to affect efficiency by cen- 
tralizing some of the 


services instead 
of having the functions duplicated at 
each house 

3. To the operating company— | he 
itself as a 
market 


advan 


opportunity to develop 


local corporation in its area 


while it has the competitive 
provided 


centralized 


tages of the economies 
through the use of the 
services of the management company 

4. To the employees—Through a 
profit-sharing 


employee to 


simple but generous 
plan, it 
work toward and share in the success 
of the company 


for which he broadens the 


enables every 
individual operating 
works. It 


opportunities for employees to id 


How the Management Company 


Mission 
Francisco, in 
ISCO 
who comprise the man 
P&E-ISCO 


operation It is a sep 


floor of 647 


downtown San 


ON the 2nd 
St in 
vhat was the 


head office of 


ire | ped ple 
igement company of the 
consolidated 
arate corporation Known as “Incan 


Suppl Co. oft 


pe Ople pel 


descent California 


Thi I | 


ranizauion 


house, but as 


the or develops, Colburn 


expects to have this down to a ratio 
ot | 
onnel to each house 

At 647 Mission St. is the “GHQ 


rational nerve center, the sup 


management company per 


and the financial 


SeTVICeS 


enter, for nine independent operat 


Ing Companies located as close as the 
P&I 
far as ISCO-Redding, 217 

the north, ISCO-Fresno, 184 


to the 


main house a mile away is 
miles to 
miles 
and to a lesser extent 


ISCO-Los Angeles 
Ihrough tts 


southeast 
for the tsolated 
403 miles to the south 


interlocking executive positions, the 


management all-power 


ful. Yet 


tional of 


Company IS 
actually, it has no organiza 

orporate power in the 
chain, and everything that it does for 


un operating company its requested 


ind contracted tor by the tndividual 
What 


what the 


iVatlable to all 


operating company will be de 


tailed here will be manage 


ment company makes 


operating Companies, not necessarily 


what services yne of them elects 
to take 
Ihe functions of this management 


company are 


80 


1. To coordinate market research 
and development which is 
to the companies through 


the management 


passed on 
operating 
execulives 
operating 
centralized 
$16,000,000 


company 
who are presidents of the 
companies. As a agency 
representing nearly 
in sales of electrical supplies, 


man- 


yearly 


apparatus and housewares, the 


agement company has access to, the 
and the 
marketing 


competition, and the gen 


time to study experts to 


analyze. national trends 
area-Wise 
industry more 
depth 


manager of anv one 


eral economies of the 


economically and to. greater 
than 


operating 


could the 
company 
In addition to the close liaison pro- 


vided through the executives, there ts 


a meeting every 4-6 weeks at which 


time the operating company mana 


gers and the management company 


executives get together to. discuss 


overall policies and to study common 


problems 


From the management company 


headquarters each month each op 


erating COMpany Manager receives a 
report which shows how his company 
and each of the others ts doing 
monthly 


each Operating company 


This report includes, for 


whether in 
ventory is up or down from the ex 
total 


estimated 


pected level, sales exact ex 


penses profits, comparison 


of salaries to gross profit, comparison 


of salaries to gross expenses, etc. If 


the operating company manager's 


volume and profit are not up to the 


vance, giving them access to open 


ings in other operating companies 


qualified but faced 


their own par 


when they are 
with no 
ticular unit 

5. To suppliers 
complete market coverage, plus single 
concentrated 
while still working 
with developing 
maximum penetration in each market 
area in the new far-flung, 
620-mile long territory 


openings in 
Ihe advantage of 


billing procedure and 
sales training, etc 
local companies in 
chain’s 


general advantages claimed 
new chain detailed 
here as ELECTRICAL WHOLE- 


explores the workings of this 


These 
by the 
further 
SALING 


will be 


electrical supplies distributing 
you the 


unique 
operation spelling out for 


behind the story 


story 


Operates... 





The Management Company, In- 
candescent Supply Company-Cali- 


fornia, 


Provides these services 


operating companies 
1 Market analysis 


2 Operating statements 


inalysis 


3 Operating 


Payment for inventory 


Purchase of Accounts receivable 


pavroll deductions 


6 Handling 


taxes, insurance | 


leases, labor nego 


tiations, etc 











expected level, the report from the 


management analyzes the 


where the operation 


company 
points could be 
improved 

2. Advising each manager on fiscal 
policies is another service considered 
advantageous to the manager and 


necessary to the management com 


the latter 


receivable 


is obligated 
for the accounts and pay 
able of the operating company. There 
through C. W. Edwards, the 
finance, and the 


pany because 


fore, 
vice president for 
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president of 
company, 


the particular operating 


each manager is_ assisted 


in setting his operation budgets, his 


sales quotas, and in determining the 


maximum value of inventory he can 


stock 
3. To provide an economical cen- 
tralization of which 


many services 


long have been a cost problem to 
the smaller independent electrical suy 
plies distributor 

e Accounts Payable—As 


in Operating 


soon 


company orders goods 


for inventory or direct shipment, the 


management company assumes c 


When an 


purch isc 


sponsibility for the cost 


operating company 


issues a 


order tO a manutacturer a COp IS 


sent to the 
Ihe first 


her indicates the particular 


management comy 


numeral of the order 


company. Payment for all orders 


Yaced with any manutacture! 


by all the 


made by the 


ONL 
operating Companies 
management 
month. At the 


manutac 


company 


vith one check each 


me of the consolidation 
turers were requested to mail invoices 
to the 


management and to 


monthly 


company 


send a Statement covering 


irchases of all operating Companies 
Receivable— As 


receivable are 


e Accounts 


soon 


accounts generated 


an Operating company, they are 


How the Ope 


THE manager of each house in the 
P&E-ISCO 


responsibility 


chain. has his major 


making /iis operation 


profitable through his abilities as 


business manager, Management 

told ELK 
Colburn — elaborated 
With this 
left 


manager s 


com 
pany executives 
WHOL ESALING 

on that 


operation we 


FRICAI 


thinking 


type oO 


have in the oper 


full 


own Te 


iting company hands 


opportunity to develop his 
There are no 

the 
us chances of 
The 
freedom for 
the 
COUrages a 
ittitude 


other 


sources handic ips 


ind 


placed in 


} 


way of a manage! 


making his operation 
orofitable organization provides 


the 
Same 


I 
this manager of a 
I that it en 


spirit 


nouse at time 
and an 
with the 


through 


cooperative 


toward working 


operating companies 
the management 


better chance of profit than he would 


company to get a 
have alone in an industry 
this. But no 
company 


as cOMpeti 


tive as one tells the op 


erating manager what or 
where to buy. what prices to charge 
hire.” 


operating 


or whom he should 


The 


manager 


individual 
has the 
purchasing, 


company 
responsibility for 
personnel inventory con 


materials handling 
and 


trol, warehousing 


lelivery and service sales man 


agement. To what degree he handles 
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purchased by the 
\ salesman s 
both t 


which 


ng showing 
pany to 
as his ow! 

collections 

ot the ma 

operating 

responsibility 

Because t 


by 
{ 


e Credit 
mpany Is Tesponsil 
(and bad 


SU 


Company 
itions, the 
redit 


time 


extend ¢ 
limited 


minimun 


moun 


rating Companies Function .. . 


function personall 


t 


delegates them to department mat 


epends. obviously, on 
irticular operating my 
common 


these duties are 


endent supply house 


discussed — here 
n howevel 
the P&E-ISt 
manave 


than 


ating Company 
work differently 
ither xtreme il 
branch mana 
chain. These 
1. Business 
ordination of 


operating 


poms 

the 

function of 

that it 

profit is 
ISCO 


CO- 
the 
pro- 


management, 
every 
company so 
duces a Satisfactory 

which i P&T 
has the a 


every 


job in 
SISTANCE 
of his staff. The 
is the method of 
tuted bv ¢ 
tional 


im i ‘ 
member 
profit-shar 
olburn when his o 
plan coordinated the 


independent houses into 
chain 
Briefly 
effect: the 
company 
profit is taken an 


»0 of the 


this is the pla 
profit from any 
figured and 
imo 
operating 


iverage inventory for the pe 


imount is taken as 


compen 








dle 


The Operating Companies Han- 

















Giant New Chain (cont.) 





Operating company and 


does get close and constant coopera 


manager can 
tion in his efforts to increase profits 
through inventory, 
higher margin on 


lowe! lower costs 
sales 
point 
plan is figured at 
company—f 


makes a big 


and 
tant, these 
that the 


each 


Impor 
executives out, 1s 
Colburn 
operating one 
house profit, the em 
melon, if another 
little, o1 
little or nothing 
While P&f 


total of 230 or 


ployees split a big 


house has loses, the em- 
above 
ISCO 
more 


few iS 


ployees get 
their 
now employs 


regular pay 


some of the houses have as 
five employees plus the manager. In 
such a small operating company, the 
profit-sharing plan is even more im 
portant—it makes the employee feel 
loser to his particular house and its 
When he affects a 


no matter small, he 
to the profit of the small 


Suceess 


Saving, 
how can see its 
importancs 


Operating company whereas otherwise 


he might consider it a drop in the 
bucket for a $15-16 million dollar 
concern with 230 people 


2. Sales development must get full 


attention, but the manager of a P&I 
ISCO must pay 
more than the usual attention to pene 
little less to 


Operating company 


tration, a coverage. He 


must seek depth in his market area 
because his territory will be adjacent 
to, and in the past may have over 
lapped the territory of what is now 


company of the 
“This is an ad- 
realize 
“He 
will find, as he retreats to his primary 
market that the 


inother Operating 
P&E-ISCO 


Vantage each 


chain 


manager will 


eventually said one executive 


area accounts he 


marginal tor his house. 
Not only was he paying too much in 


travel and in the time wasted 


le ses Were 
cost ot 


because of the distance between or- 
ders, but he was meeting competition 
yard that is not a 


practice that produces the best mar- 


in its Own and 
gins.” 

In his local sales development, the 
has the 


from 


Operating company manage! 
price that 
buying his stock with the other units 
of the that offer 
the maximum has the 
advantage, too, of having in spite of 
small practically 
all the major brands of electrical sup- 
plies, apparatus, lighting and house 
During their combined 93 

wholesaling, Electric Corp. 
of San Francisco, Phillips & Edwards, 
Supply 
lines, all of 


advantages come 


chain in quantities 
discounts. He 


his. relatively size 


wares 
vears of 


collared 
which 


and Incandescent 


Very Impressive 
ire now available to any of the op- 
erating companies should they desire 
or need them 

3. Inventory for 
company is almost completely the 
responsibility of the manager. But, 


advisor, and because 


each operating 


because It Is an 
it will be laying out the money for 
the stock, the management company 
picture. Through its vice 
Edwards, 


enters the 
president for finance, C. W 
it works with the manager as he sets 
i Maximum figure over which he can 
limit 


not buy. He bases this inventory 


local forecast of sales, 

working tor a 4-times turnover 
Within that ceiling, the manager of 

each full authority over 


both the balance of inventory and the 


on his own 


house has 


brands he stocks, Obviously, he will 
direct the balance to meet his market 
needs—P&E-Stockton, for example, 
has a good stock of pole line hard- 
ware, P&E-SF has little pole line ma- 
terial but it is a major factor in 
panelboards; ISCO-San Jose has little 
of either, but it has a large residential 
lighting stock. 

In selecting brands for his house, 
the manager considers his competition 
and stocks from the P&E-ISCO fran- 
chises that put his operating 
company in a strong position. 
As part of this chain, some of the 
operating companies have 
brands they could not otherwise com- 
mand because they would be con 
sidered too small to get a franchise. 

4. Finance—In the P&E-ISCO or 
ganization, the operating company 
manager may order maybe a million 
dollars worth of electrical supplies and 
equipment for inventory and sell much 
more than that, but he handles very 
little money. With the management 
company handling accounts receivable 
and plus the payroll, the 
operating company is left with only 
the necessity of paying rent, cartage, 


those 
sales 


access to 


payable, 


salesmen’s expenses and miscellaneous 
local expenses. For these local needs, 
each operating company uses the in- 
come from cash sales plus funds trans- 
ferred from the management company 
for this purpose. Vouchers for all ex- 
penses paid by the operating company 
are sent to the management company 
to complete its monthly records 

In addition, there has been evidence 
of significantly increasing interest by 
manufacturers not now represented by 
P&E-ISCO in getting the new chain to 
their lines for greater market 


penetration 


handle 


Typical P&E-ISCO operating company profit-sharing plan... 


At a medium-sized unit of the P&E-ISCO chain, where a profit of $32,400 might be 
realized on an inventory of $200,000, with personnel consisting of the manager and 
nine employees, the Colburn plan would provide for: 


Profit for the year 


Less share for the investor 


Amount on which profit sharing 


will be based 


12,400 


Employees, other than manager, 


1,200 
1,600 
2,200 


Total share of profits to be 


split by nine employees 


Average share per employee . .$ 


82 


(30 percent of 


(10 percent of the inventory) 


the first $4,000) 
(40 percent of the second $4,000) 
(50 percent of balance of $4,400) 


555.55 (however, exact share is determined by 


the manager of the operating company) 
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SUMMER PROFIT OPPORTUNITIES 





NEW G-E 
BUG-LITE 


Y More effective 


Y More flattering 
to people 


V Sales-building 






NEW 








advertising and IMPROVED 
promotion COLOR 
VY More profitable 
for you 
A G-E SUMMER "'PLUS-PROFIT" PROGRAM | 





backed by Colorful 2-page spread—Better Homes & Gardens (June) apieeamaneieiem tania 
Arthur Godfrey on CBS Radio | 


NEW YARD LIGHT \ 
and HOLDER KIT 


Combines G-E 150-watt PAR Flood Lamp and a 
weatherproof holder for flood lighting: 








¢ Yards and Gardens ¢ Barbecues and Patios 


¢ Driveways ¢ Lawn Games 





Individually Pre-packed in attractive display kit. 


Progress /s Our Most /mportant Product 


—_—~. 


GENERAL @@ ELECTRIC 
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To meet today’s 
ever increasing 
power demands... 


‘> > 
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WIRE AND CABLE BEING SPECIFIED 





Paranite Paraseal’ RHW, Type RR for duct 











for tomorrow’s quality, dependable 
and trouble-free installations! 










RHW braided, for u 





ow: Paranite Paraseal 


Be 
















— 
a 
° ate 
Ruy 
> 
Ae 





Sales Offices in all principal 
cities — sold only through 


. 
he » Recognized Electrical 
’ Distributors 
‘ 

Mn 


; PARANITE WIRE AND CABLE DIVISION 

11+ : Essex Wire Corporation MANUFACTURING PLANTS: Marion, Ind 

es Jonesboro, Ind.; Tiffin, Ohio 
FORT WAYNE, 'InoDIANA Birmingham, Ala.; Anaheim, Calif 


84 ELECTRICAL WHOLESALING—April, 1959 














With RACO 
grounding screws 


you get six 
big features 


When you use RACO switch or outlet boxes, 
you get six grounding advantages not available 
with any other grounding technique. 


With RACO’s grounding screws... 

1—you can use ANY gauge ground wire 

2—there is no danger of shorting on any type device 

3—you can be sure of a positive ground 
even when ganging boxes 

4—you get ideal ground for either old or 
new-work installations 

5—there is no chance of wall plaster covering 
ground point 

6—box covers or wall plates fit tightly in place 


And...all RACO cable boxes have 


grounding holes. Be sure to specify 
RACO switch and outlet boxes. 


Races ALL-STEEL EQUIPMENT INC. 


a . . 
Aurora, Illinois 
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New BLACKHAWK Bender demonstrator plan 


lets ‘em try 
before the 


Big new opportunity to zoom your tool sales * aa “SUPER- FAST, 2-SPEED 
for the spring construction rush! Revolutionary Blackhawk ELECTRIC PUMP WILL SET 


Demonstration Plan lets contractors, maintenance men “try 
before they buy You let them use a bender on-the-job EVEN MORE SALES RECORDS! 

actually prove that Blackhawk has the fastest bender 

that terrific savings are possible by eliminating pur @ New model P-550 cuts bending time 
chased elbows and couplers up to 50% compared with any other 

You “wrap up the deal” with a special, new interest-free electric pump. 
extended terms program that enables er yo S . 
xtended terms program that na le you to offer your cu Only electric pump that starts sefely 
tomers up to six months to pay! They pay for the bende 

s og under full load! 
out of profits no big investment required 
Two-speed action — super-fast ap- 


is how to make this demonstration eae SSE ie epee See 
This new pump available as part of 


program pay-off for you demonstrator program, too. 


Call your Blackhawk man and get all the detail: pecial Fastest, safest, quietest, most power- 
demonstration units, direct mail pieces, extended terms, and ful pump ein tha wrarket! 
special sales helps that get you programmed fast! There's 
nothing complicated Blackhawk furnishes the demon 


: P j rogrammin 
strator, you use the sales helps and move the merchandise hone or wire for progra g 


details on this great new 


Plan your program now! 
demonstrator plan now! 


World's Most Complete Line of Hydraulic Tools 


BLACKHAWK: 


BLACKHAWK MFG. CO., Dept. P-4449 Milwaukee 46, Wisconsin 
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SPECIAL SALE PRICES! 


DAZZLING NEW LINE OF fina 
FIVE FAST SELLERS! 


THE SIZZLING NEW 


e M-1579 PULL-DOWN 
e 7 Shade 18” wide. Adjusts 25” to 58 
/ . Regular dealer price $23.31 
' Dealer SALE Price 17.97 
on YOU SAVE $5.34 
: 3 Special retail sale price $29.95 


PROMOTION BY MOE LIGHT 


Sculptured polished brass beauties with exciting M-1577 CLUSTER 
perforated patterns and smart black disk trim. De- —— 18° * eh ¢ a oauet- 
signed and priced to make sales history for you! able to 46 

Regular dealer price $19.98 


Dealer SALE Price 14.97 


NATIONALLY ADVERTISED [iPaapeteronane 


M-1400 POLE LIGHT 
Adjusts from 7'9" to 9 


Comes with 9° cord and LZ j 
plug. Each cone 9 ng , 
Swivels up, dow sideways 


3-way switch 
Regular dealer price $19.98 


Dealer 
SALE Price 14.97 r 
YOU SAVE $5.01 


Special retail sale price $24.95 


y 


Full Pages in Color: 


Reaching 7,950,000 M-1572 PENDANT 


Readers! —— 
Regular dealer price $8.64 
Dealer 
SALE Price 5.97 








YOU SAVE $2.67 


Special retail price $9.95 


eS | 


“= 


M-1575 CLOSE-TO-CEILING 


Sculptured polished brass with white era 
i glass. Diameter 1 

















Regular dealer price $6.64 
Dealer SALE Price $4.77 
YOU SAVE $1.87 


Special retail sale price $7.95 


FREE MERCHANDISING AIDS! 


@ FREE mats for local newspaper use. 
@ FREE color poster—big blow-up of national ad. 
@ FREE ‘‘Spiralite"’ fixture tags for extra sales. 


SEND NOW FOR NEW 1959 rn . MR. WHOLESALER 


CATALOG. 52 PAGES IN FULL 
COLOR (including ‘"'Spiralite’’) 


uM 


This announcement ad is running in 
publications read by your Contractors 
THOMAS INDUSTRIES INC. and Dealers. Contact them now and 


LIGHTING FIXTURE DIVISION spiral your sales with ‘‘Spiralite."’ 
Executive Office: 410 S. Third St., Louisville 2, Ky. 
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Cat. #1793 1820 


New! T&B floor box receptacle 


MATCHES YOUR CIRCUIT WIRING 
AND THE PLUG ON YOUR EQUIPMENT 


Heres a convenient money saver from T&B which requires a change in receptacles. 





designed to make the use of many types of recep- 


tacles easier and more readily available. T&B recep- 


tacles (there's one for every need ) fit all T&B floo 


boxe S 


and they can be changed in a matte 
of minutes should vou later 


install equipment 





ale 


For full information on T&B floor boxes and 
receptacles, contact your T&B distributor today — 
he will show you how to save money on installed 
costs, save time, and safety-ize your job with T&B 
floor box receptacle combinations. 


IT’S THE MARK OF AN AUTHORIZED T & B vistriputor 
The complete line of T & B fittings 
recognized electrical whole 


savings of a friendly local source. Call him for all your electrical needs T-510 


THE THOMAS & BETTS CO. 


for conductors and raceways is sold only by 


rs. It’s our way of assuring you the service and 


INCORPORATED 


20 Butler Street @ Elizabeth 1, New Jersey 


Thomos & Betts Lid., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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April, 


Talking Shop” among ourselve 
to you, to your customer 
that’s one of the sides of Progre 


world’s largest producer of 


residential lighting fixtures 


Our product story is best known 


by those who sell and instal 


ir product story creates desire 

and influences sales for you 

To help you get a larger share of 

the growing market for lighting 

ventilating equipment 

and related electrical 

products we have scheduled 

the biggest advertising campaign 
in Progress’ history 


from March 1 to June 30 


builders, dealers, contractors and 
architects will see fifty-three ad 
1 eighteen magazines, one part 
of the continuous sales-aid 


program for Progress distributor 


PRODUCTS of PROGRESS 


ore 


>HTING FIXTURE 
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eee we Sener. & ee 


| 
the things we make. Told to others 


MANUFACTURING COMPANY, 


inc. Philadelphia 


sf 








Pa 


of the four major 


brands of lamps 


CHAMPION 


stands out for 


Mf 


4 6) VALUE 
—_— 


re 











Uniformity in Champion lamps is guarded by 
over 200 inspections on the more than 3,000 dif- 
ferent lamps available to satisfy the diversified 
lighting needs of factories, stores, homes, office 
buildings, streets, etc. 

Proved value means lasting satisfaction for 
Champion lamp users — and it is an invaluable 
sales asset for Champion Distributors. 








MORE THAN 
200 

=| CHAMPION 
>) LAMP 
INSPECTIONS 


















| 373 








incandescent Fluorescent 





Your best buy in lamps 


CHAMPION LAMP WORKS, Lynn, Massachusetts 
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the beauty... : | 
the desiin. . 

the performance. . . 
you've hoped for in one switch- 








ROCKER-GLO 


EIWVLL Cote 


After intensive testing, Pass & Seymour proudly presents 
ROCKER-GLO .. . the one switch that answers all you 
needs. 





A switch that is trouble-free and packed with eye-appeal 


ROCKER-GLO does the job ol all types ol switches It 
combines toggle action and press action with luminous and 


quiet features that answer all individual customer needs 


You can tell when it's on or off. 














No matter how you choose to 
operate the new ROCKER-GLO, 
the merest brush of a finger pro 
duces instant action . . . and 


AVAILABLE in Despard interchangeable typ Despard type 






ROCKER-GLO glows in the mounted on strap and narrow rocker for tumbler switch plates. A 
dark! The switch that /ooks right, s a Tye 

feels right and is right for every specification grade switch, 15 and 20 amps. 120/277 volts A 

type of wiring job a i Bicaal a Dept. EM 


a ae 


PASS &€ SEYMOUR, INC. 


oe YTRACUSE o; NE W YORK 





60 E. 42nd St., New York 17, N.Y 1440 N. Pulaski Rd ct ago 51, Ill 
in Canada: Rentrew Electri« Limited. Renfrew, Ontario 
BRE ne Nene ¥ ees et | 
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Now is the time for 


ROYAL“ BOWR:KORD™ 


re ready for the rmove to outdoor living t 
power-protectin ill-w ther POW R-KORD 
rimmediat livery in Black 


connectors... individuall 
ngeths 10’ to 100’, vinyl 25 


CSECNTLALLVE 


ROYAL ELECTRIC CORPORATION 
ELECTRIC I PAWTUCKET, RHODE ISLAND 





on associate of 
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1 NEW hood purifies air without ducts | 


Nautilus 


NO-DUCT HOOD 





eliminates cooking fumes, odors, grease, 


smoke ...without ducts or vents! 


Every kitchen must have a way to ge 
smoke before they have the cl 
cabinets and furnishings 

This can now be done without exper 

by the new NAUTILUS No-Duct H 
scientific principle that made it po 
NAUTILUS to stay under 


supplies of fresh air 





The air is purified by passing it t 
through a special Activated C1] 
adsorption I odor ind cont 
recirculated in the roor 
Attractively designed, qui 


available in a complete range 


505 North La Salle Street, Chicago IHinois 


rse Side 





Te NE! 


NO-DUCT HOOD’ 


eliminates cooking fumes, 
odors, grease, smoke 
... without ducts or vents! 





COMPLETE VERSATILITY IN INSTALLATION Ss PE Cc IF I Cc ATI oO N s 
The NAUTILUS hood can be installed easily anywhere in the 
ble better layouts. Use it in new or old 
vortable you can use it even in rented 
rtments' 


Unit Includes: 
ELIMINATES COSTLY DUCT INSTALLATION po ee yee 


The fan take up no cabin Oo helf space ind because there’s no Fine Mesh Aluminun 


expensive duct-wor rr installation, the NAUTILUS costs less 


(>5r 1< 
(>re > 


Quiet-Operating Fan With 12 H.P. Resilient 
Mounted Motor—Lifetime Lu ation 


than total cost of 


CLEARS THE AIR IMMEDIATELY Push Button Control for Fan and Light 


ige, onions, fish—-without Enclosed Fluorescent Light 
ver cooking area is purified 
room. Save money, too—no 


f grease or fume stains! 


COMPLETELY MODERN DESIGN 


with tapered front that makes installation against corner 
] 


ibinets ¢ Handy push-button controls operate fan ind 
j 


enclosed fluorescent light 


QUIET OPERATION -speed fan, silent at normal setting for 


hi-speed for immediate removal of strong odors 


INCREASES COOKING EFFICIENCY 


because the forced drafts of venting systems are eliminated Sizes: Length ('L 24 ; 24 Y: 39" 
40",42",48" (special sizes alsoavailable). 
NO EXPENSIVE HEAT LOST—NO BACKDRAFTS 


pull out lots of heat and create draft problems in Peninsular hoods also available. 


NAUTILUS does not need ducts, no « xpen 


» the outside no unsightly smoke and 
Colors: wenuine electr 


tique or Hammered 


EASY TO CLEAN AND SERVICE Steel; and Porce 
Pink White, Yell 


fix-up, pal 


Che Grease Filter is easy to remove and clean in hot water and 
detergent. Activated Charcoal Filter may be reactivated simply 
by baking it in the oven once a year. Entire unit including fan With ordinary hoods, there are pipes and 


may be disassembled in seconds ducts to take up valuable shelf space. 


“PATENT PENDING 


MAJOR INDUSTRIES, INC 
505 North La Salle Street, Chicago 10, Ill 


No-Duct Hood 





lership 








A MESSAGE TO AMERICAN INDUSTRY © ONE OF A SERIES 


Depreciation Reform— 


Why Industry Needs 
A Modern Tax Policy 


A shockingly large proportion of our in- 
dustrial plant and equipment is obsolete. 
As indicated by an earlier editorial in this 
series, over $95 billion would have to be spent 
—and spent soon—to bring our industrial fa- 
cilities up to the best modern standards. Yet 
plans for 1959 call for little more than $30 
billion of actual spending—barely enough to 
make a start on this backlog of modernization. 

At the heart of the problem of obso- 
lescence is a federal tax policy that 
discourages business from replacing in- 
efficient facilities. It is the purpose of this 
editorial to spell out a tax reform Congress can 
make this year—with little cost in terms of tax 


revenue—that would go a long way toward re- 


x 
moving the barrier to modernization of plant 
and equipment. This reform is a more realistic 
system of tax deductions fo depreciation and 


obsolescence of productive facilities. 


A Barrier to Modernization 


Industry abounds with examples of old and 
obsolete facilities—despite large expenditures 
made in the past few vears. Two-thirds of our 
metalworking equipment is over ten vears old. 
Over half the capacity of our chemical process 
industries was installed before December 1950. 
Only a minor fraction of our railroad freight 
moves in new freight cars or the new push- 


button freight yards. 
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Phe tax law bears a large part of the re- 
sponsibility for this lag in modernization 
because of its important influence on busi- 
ness investment in plant and equipment. 
For many years the tax law has permitted as a 
deduction from income “a reasonable allow 
ance’ for wear and tear and obsolescence of 
productive facilities. These annual deductions 
iffect business investment in several wavs 
® They are the way a company recovers its in 


vestment in plant and equipment 


@® They determine in large measure, the 
amounts of money that are spent eact 


plac e and modernize facilities 


@ Furthermore, the schedule for depreciat 
often determines when a specifi lachine 
building is actually replaced 

The law requires that depres iation deductions 
be spread over the “useful life” of a building 
or machine. But the periods of useful life 
for tax purposes today still depend heavily upon 
tables drawn up by the Treasury almost 20 year 
ago. These tables reflect the re plas ement pra 
tices of depression years. Also, they were con 
piled at a time when the pace of technological 
progress in industry was much slower than it 
is now. For nearly all types of equipment 
the indicated period of useful life is longer 
—sometimes much longer—than most ex- 
perts consider realistic at today’s rate of 


technological advance. 





[he result of these outmoded depreciation 
schedules is that the recovery of investment is 
dragged out, and the replacement of obsolete 


equipment is delayed. 


In The Right Direction 


Congress should establish, by law, the 
right to use shorter depreciation periods 
on productive equipment. It should do so 
in a way that would free industry from ecb- 
solete concepts of the rate of technological 
change and would provide incentives to 
install new equipment and produce new 
products. 

The tax reform act of 1954 made some prog- 
ress in this direction—but not enough. It intro- 
duced new methods for calculating depreciation 
—the declining balance and the sum-of-the-years’ 
digits—which enable a business to recover most 
of the investment in a new facility in the early 
years of its useful life. However, these new 
methods do not accomplish their desired pur- 
pose when the supposed “useful life” is still an 
unrealistically long period of years. 

Industry is by no means free from blame for 
the failure to bring depreciation policy into line 
with the needs of a modern, growing economy. 
According to Joel Barlow, president of the Tax 
Institute, “management has largely ignored the 
Commissioner's invitation . . . to come into the 
Internal Revenue Service office and make a case 
for shorter depreciable lives by establishing 
technological obsolescence.” 

The failure of many companies to see their 
own interest in more realistic depreciation not 
only holds them back from modernizing their 
own favilities but also lends support to the 
[Treasury in its continued adherence to an out- 


dated policy 


A Suggestion For Reform 


An excellent model for reform of the 


depreciation policy in our tax law is the 
system used successfully in Canada for a 
decade. In Canada, all productive equipment 
may be depreciated at relatively fast rates 
assigned to each of 14 broad categories. The 
Canadian system permits depreciation up to 
twice as fast as the antiquated tables of useful 


96 


lives now followed in the U. S. It also gives the 
individual business far greater flexibility in de- 
termining depreciation schedules that fit its own 
needs and experience. 

For example, in the category or “bracket” 
covering genera] machinery a taxpayer in 
Canada may depreciate up to 20% of the ma- 
chine’s value annually, on a declining balance 
basis. In the U. S. the fastest rate at which many 
types of machinery can be depreciated is only 
10%. In other categories, from tools and dies 
to buildings and pipelines, the Canadian system 
also allows faster depreciation and provides 
greater incentive to invest in new facilities. 

The cost of this reform in terms of lower tax 
revenue would be small—probably less than 
$500 million in the first year. And even this 
would merely be postponed, not permanently 
lost. Indeed, there is a very good prospect that 
tax revenue would not suffer at all. The increase 
in spending for new plant and equipment result- 
ing from this tax reform would mean an increase 
in wages and profits—and therefore in taxes—in 
industries that produce machinery and other 
capital goods. 

A realistic tax policy on depreciation 
would provide a badly needed incentive 
for industry to replace obsolete and ineffi- 
cient facilities with up-to-date plants and 
equipment. It would step up our rate of 
technical advance and economic progress. 
And it would put U.S. industry in better 
shape to meet the growing competition 
from other countries that have grasped the 
advantages of fully modern technology. 





This message was prepared by the McGraw- 
Hill Department of Economws as part of our 
company-wide effort to report on opportunities 
for modernization in industry. Permission 1s 
freely extended to newspapers, groups or in- 
dividuals to quote or reprint all or part of 
the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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The latest refinement in a long-tested, prove 
and improved explosion-proof combination 
Motor Starter & Circuit Breaker. this new 
Crouse-Hinds Condulet® EPC-M59 brings you 
tomorrow s convenience, dependability and 
safety at vesterday’s prices 


Designed to conform with the National Elec- 
trical Code requirements for Class | Groups ( 
and D ( lass I] Groups E F and G and ( lass 
III, it provides for built-in breathers and drains 


built-in push-button stations, selector switch 


] 


and pilot lights . seven taper-t ipped conduit 


] 
til 


entrances . . . starter below breaker for safe 
easy maintenance - compact ce sign to permit 
greater number of controls in anv given area 
se _ 
| in 7 ind 9 
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CROUSE © HIN 


USE. NEW YORK 


ELECTRICAL EQUIPMENT (Exp entional) @ FL 
TROL SYSTEMS © AIRPORT > ; 4 WEATHER MEASURING EQ 


gh electric For application enginee 


Resident Representatives 
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cut your installation and 


REYNOLDS ALUMINUM 
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Reynolds Aluminum Electrical Rigid Conduit 

simplifies 


problems 
conduit costs. 


installation, reduces maintenance 


and provides a new savings in 
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maintenance costs with 


ELECTRICAL RIGID CONDUIT 


Lightweight! Non-Corrosive! 
Competitive in Cost! 


Weighing °; less than steel conduit, 


easy-to-handle Reynolds Aluminum 


Conduit cuts installation time and 
costs. Yet, Reynolds Aluminum Con- 
duit is now more competitive with 
steel conduit in original cost! And 


aluminum can be used in so many 


Light Weight 
Let’s take a concrete example. A 10-foot 
length of 3-inch aluminum conduit weighs 
pounds! Reynolds Aluminum Conduit is 
easier to handle, so it’s faster to install. 


just 27 pounds—in equivalent steel, 69 


Corrosion-Resistant 

Reynolds Aluminum Conduit is corrosion 

resistant to water, weather and most in- 

dustrial atmospheres. There are no re- 

placement worries due to rust .. . no 

periodic protective maintenance problems 
. no rust on walls or surrounding fix- 


tures ... no rusting of threads. 


Non-Magnetic 
Reynolds Aluminum Conduit is non-mag- 


Watch Reynolds TV show—"*WALT DISNEY 


ways, in so many places without the 
constant care steel requires. Imbed it 
in concrete, store it for long periods of 
time, expose it to weather— Reynolds 
Aluminum Conduit just cannot rust. 
Consider these benefits and the dollar 


savings they represent: 


netic. Voltage drop is reduced—make 
possible smaller conductors or longer runs 


in many Cases. 


Non-Sparking 

Excellent for use in inflammable areas and 
atmospheres, Reynolds Aluminum Con 
duit won’t spark from accidental contact 
blows from hard objects. 


Easy Working 

No special tools or installation equipment 
needed. Bending is easier too, because alu 
minum “‘sets less spring back. And, the 
interior surface is coated to make wire 


pulling easy. 


PRESENTS” 


For more information and 


names of Reynolds Aluminum The Finest Products 
Electrical Rigid Conduit outlets, Made with Aluminum 
call your nearby Reynolds 

Sales Office or write Reynolds are made with 
Metals Company, Box 2346EC-4, 


Richmond 18, Virginia. Also REYNOLDS ES ALUMINUM 


write for descriptive brochure. 
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“TOUGH conduit coupling jobs 


(Type ‘’SP"’) 


Interior thread meshes 
with conduit threading 
for rigid, tight - fitting 
connection. 


plings 


To install, simply slip over one 
conduit end, butt ends of both 
One piece malleable iron conduits, slide fitting back into 
construction facilitates position and tighten nuts. 
Bolt heads are held in place by handling during installa- 
shoulder on coupling, eliminating tion 
need for second tool. 


Butt the conduit ends within the 0. Z. Split Coupling 
—tighten two nuts with an ordinary open-end wrench 
and presto... you have a permanent, close-fitting, 
rigid connection. 


Drastically reduced installation costs, plus initial 
Savings of as much as 50% in larger sizes, over similar 
competitive fittings, are just two of the many reasons 
2,5 / why you should specify 0. Z. Split Couplings for your 
v difficult conduit coupling jobs. 
* “Tough” Where ordinar yplir can't be , - 
Sates’. ‘die aleamatinan ‘odeieicuaie tne seal Call your local 0. Z. distributor... 
g or ot Can conduits be make immediate delivery from 
r accessibility a 
SP"’ Split Coupling 


+ CAST IRON BOXES 
+ CABLE TERMINATORS 
« POWER CONNECTORS 
+ SOLDERLESS CONNECTORS 
ELECTRICAL MANUFACTURING CO., INC. + GROUNDING DEVICES 


; + CONDUIT FITTINGS 
: ° ERLOCKED ARMOR 
) ID 262 BOND STREET + BROOKLYN 17, WN. Y. CABLE FITTINGS 
Sales Office and Warehouse: 406 So. Cicero Avenue, Chicago 44, Ill. © ESterbrook 9-0326 
Office and Factory: 749 Bryant Street, San Francisco 7, Calif. © GArfield 1-7846 
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Buy “@fasco Ventilators 


Economical \y. Proven 1 Exclusive (4 
Installation \ Dependability Advantages G 













Powerful, deluxe turbo 
radial impelier for the 
most difficult exhaust 
ing jobs -by pressure 
bialael)) deMeltins EOL ly leery 
pressures unobtainable 
by ordinary fan blades 
For ceilings or side wall 
installation 


ms S 33 “A y 
SSS 5 ZA 
Absolutely the trimmest. Only 52” high, fits inside 6 — 
joist without protruding. Permits installation on shal = 
low beam cathedral ceilings. No header necessary 
Easiest of all to install MODELS 


























888A: 889A 


FASCO INDUSTRIES, INC. 
North Union at Augusta 
Rochester 2, New Y 





Sturdy, low-cost, chain operated 
ventilator. Deep pitched fan 
blades remove odors, vapors 
and fu mp 

Outside door frame d inside 
tube makes flush finishing easy 
and neat in any type wall 
construction 














EYE CATCHING, COMPACT 
COUNTER MERCHANDISER 
TURNS BIG PROFIT — IN 
MINIMUM SPACE. Discover the 
selling difference that imagin- 
ative, merchandising makes! 
With BULL DOG, you get extra 
sales . .. impulse sales that 
speed turnover and build profit. 
BULL DOG is the name your 
customers know .. . the quality 
tape that sticks tight, stays tight! 


MAKE BULL DOG _it Sell the best. Sell BULL DOG! 


YOUR PET TAPE... 
Sold only 
for every purpose through verified 


© FRICTION nt » wielsealore 


* RUBBER =Yet-apel* BOSTON WOVEN HOSE & RUBBER COMPANY 
¢ PLASTIC . BOSTON 3, MASS. 


Also manufacturers of Garden Hose - Matting - Stair Treads - Automotive Hose 
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Cut costs... 
without cutting 
corners! 


Specify... GEDNEY CONDUIT BODIES 


Gedney Conduit Bodies mean lowest installed cost! That’s becauss 
are skillfully made of tough, malleable iron, then hot-dip galvanized, ar 
finally, they must pass the toughest inspection. Accurate machining 
threading assure easiest installation... ruggedness assures lo 
service life! 


TH 
E GEDNEY CONDUIT BODY LINE INCLUDES ALL TYPES—SIZES 





TYPE LB—Threaded 
duit. Use them wit 
clamp backs to get an ¢ 


hot-dip galvanized 





TYPE FS Threaded shallow bodies for 
heavy-wall rigid conduit. Hot-dip galvanized 
finish prevents corrosive deposits—means easier 


installation, longer life. 





SCORES OF OTHER GEDNEY FI 


lal] tor , 
avaliable lor every pur} 





pe 











GEDNEY 


ELECTRIC COMPAN 


~~ 











GEDNEY FITTINGS FIT 
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Quickly installed aerial cable. Ilcre’s an Factory-assembled aerial cable, made up of _ Direct-burial cable. The 1 
{ ! HOO It Dun | t Sl ile ynchi tor 15-k, Dur ishe ith ( il le Ss. resistance f Dur 
t ( ily te t Fasy Ss} licing tapping ind terminating meant ideal cable for 
Dut eat ‘ kets t eather simplified installation in the job shown here like the one shown al 
No ducts rossarm r insulators were stallation time a 
needed. Wiring is neat, safe. to handle. Its dur 


Look at all the profitable applications 
you can sell when you carry depencd- 
able Anaconda Durasheath Cable! 


This versatile power cable lets your cus- 
tomers install circuits fast...easily...at low 
cost! And they can use it aerially...in ducts 
... underground —in long runs with minimum 
splicing, indoors or out! 











Field-assembled aerial cable. \ 


1) 


The installations shown above have one thing in 
common: they re all using Anaconda Durasheath 
rubber-insulated neoprene-]ac keted powel cable 
each for a different kind of applic ation! Although 
the above photographs were taken at different in 
stallations, they could very well be pictures from 
one and the same job. Versatile Durasheath is a 
powel cable that can be used to meet almost any 
installation need! 

Such versatility in the use of Durasheath en 
ables you to sell it to a wide variety of customers 
for a wide variety of applications Falk to the Man 
from Anaconda about adding Durasheath to you 
line. For full information, write: Anaconda Wire & 
Cable ¢ ompany, 25 Broadway, New York 4, N. ¥ 








Installed in ducts 








ANACONDA DURASHEATH ALL-PURPOSE POWER CABLE 


\ 


Insulation 


Jacket. S 





tg SEE THE MAN FROM 


~ ANACONDA 


FOR DURASHEATH CABLE 














NAED Reports to the Industry 








TENETS pf lhe 
= i = ome -) Row. a 


Dis TRIBuU TOR 





| . ais For our Customers ... 


For our Manufacturers... 


As an Electrical Distributor... 








eR ESRD A NI spe ow I 
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New Tenets 
Published by NAED 


is the word 

EMBERS of the National Asso 
ciation of Electrical Distributors 

are re-affirming their pledge to 
provide full functioning service to the for 


electrical industry. Proof of this pledge 


is their display in their executive of 


BD) @) ie | oN 
fices. counter areas, showrooms and 
reception rooms of tramed copies of , * : RATCHET 


the new Tenets of the Electrical Dis 

tributor (opposite page) which was THREADERS 
published recently by NAED \ 

. | 

[he new tenets spell out to the Ma 

individual NAED member's cus 

tomers and manufacturers alike the 


’ policies as to sales. service and co 
Operation the distributor will follow 
faithfully in the conduct of his busi 
ness 

° 


The publication by NAED of these 
tenets was In response to the many 
requests from members for an over 
all statement of policy that can be ap 
plied to the electrical wholesale dis 
tribution business 

Important in the Tenets of the Elec 


trical Distributor are the 


pol 


icy State 
ments that relate directly to the dis 
tributor’s key role n his” relations 
with his suppliers and customers 


Each member of NAED who dis 


plays these tenets pled res to his man 
ufacturer suppliers that his company 
will 

® Carr idequate stock 


® Promote and sell in all t pes ol 
markets 
@ Advise on local requirements O ood 
> Oo Ss g ° © ° 4} 
® Perform necessary credit ind 
collection funct 7 


° Coordinate eae ol architects sells good ee 4 AXw 





‘agly BD1A4aS 4aBuoy NOA aaibh 0} payday) AzIjONO * * * OGITOL Api2eds ausy 


nd engineers 
@ Assist in development of \ 
markets, promotion ¢ \ Th ady y y ay 
products TOLE f " y k 
e Assume risks of nvestment. bad ist a 3 wina { the easy-arip hand 
debt. merchandise losses thread pipe or nduit quickly and a Tely——t" prrwrergers 
® Continue to spread cost ¢ r dif for easy erhead work, ¢ Your tome w ke the easy wa 
rent manufacturers products they car ang z¢ n sé j simply pull the paw 
And also pledges to his customers Jie head dror + r r 1 ther and they re et ? } 
that his company will wihe choice of die svailable { 7 1 mat 
® Carry necessary hy ‘ ncluding e¢ ; : nduit and ft-hand—and they ’ easily 
stocks . 
@ Provide technical and oth 
cialized assistance No. 00 I" to 34" 
@ Extend justified credit Te No. II Ve" to IV, No. 12! 3" to 2 
sonable terms 
e Price products in accordance 


with services rendered 
e Function as an immediate source 
of information for new products 


new ideas, new markets, new 


}X9N ‘SOP puDd sppay aip 4o uOoIzDUIGuiO> AUD Yy3IM 3949304 3Yy}3 Buluiquio> Aq abups 4194} UlyzIM Azlopd 
-D> Aud ul paysiusny ag uD? ssappasyy adig 394}20y JJOWS OGFITOL Zl “ON PY? LI “ON ‘00 ‘ON 24 


selling techniques 





e Initiate sales programs and 


operate with the local utility and 





TOLEDO PIPE THREADING MACHINE CO TOLEDO 4, OHIO, U A 


others on special promotions and 


campaigns TH 


foal 
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INTERESTED 
IN GREATER 


PROFITS? B 






Warehouse inventories aii 

carried in the Mason RED «DOT Conduit bodies 
following cities: . are offered in a complete range 
of styles and sizes. 


Series “A Conduit Bodies 


Threaded for heavy wall rigid 
conduit. — Sizes up to 4”. 


my Series 'B’ Conduit Bodies 
Set-screw for thin wall conduit 
(EMT) electrical metallic tubing. 
— Sizes up to 2”. 





















Cast Aluminum Covers available for 
€¢ all Bodies. 

You will marvel at the appearance of these high-pressure 
aluminum fittings. Engineered for strength, these non-cor- 
rosive bodies will stand up under the most difficult conditions, 


Precision machining guarantees ease of assembly. 


Join the swing to RED «~DOT — FOR 
GREATER PROFITS. Write today for 
the new illustrated catalog of the com- 


plete RED DOT Line. 










Sold only through authorized Electrical 
distributors. 


FF a Ypbon fa BOSTON 36, MASSACHUSETTS 
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BUSINESS INDEX - for January 1959" 
NATIONAL PICTURE: 











+ 1947-49=|00% 1947-49=100% + 
240 240 
220 a - : anem : + 22 
200 I 7 200 
180 SALES : 180 
160 % 160 

6 Sse A=5, : genre 
140 - ne v— wh 140 
120 INVENTORY Newees = 7st 120 

= - os NUGaa aos 
— 100 100— 

80 t 80 

60 60 

40 i 4 + | sees eweee See! 4 ‘ 40 

1956 1957 1958 J F M A M J J A S @) N D 
1959 
INDEX % CHANGE 
Jan. ‘59 Dec. ‘58 Jan. ‘58 Jan. ‘57 Jan. ‘5é 55 19594 1958** 
| aa 140 176 133 154 143 128 - 
inventory...... 107 109 133 143 138 118 





(% Change 
From a Fy y 
r r , a 


ar l- 4 Dec 
sam 


NEW ENGLAND 


ay | MIDDLE ATLANTIC . 

EAST NORTH CENTRAL 
WEST NORTH CENTRAL 
SOUTH ATLANTIC .......... 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN .............. 


ee 





*For electrical apparat 
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NEWS FOR THE INDUSTRY 





REA’'s: Customers or Competitors? 


In an effort to help clear up the confusion surrounding recent 
REA co-op purchasing and repair activities, EW — in its role as 


industry observer — presents this special report. 





of the Rural 
Administration 


that it We Asked NRECA General Manager Ellis: 


' 
CLic 


Q. /s it true that some members of NRECA are engaged 


in the repair and sale of transformers to their customers? 


\. Clyde T. Ellis, general manager, NRECA, replied he 
didn’t know of any co-ops that were selling transformers 
to their customers. He claimed that a number of co-ops 
are doing their own repair work, or having it done by the 
statewide’s repair shop—the state Assn. in his home state 
of Arkansas definitely was doing its own repair work. 


© What about pole line hardware and othe) 


supplies 


\. Ellis said that he did not know of any co-ops that 
were selling pole line hardware or other electrical supplies 
to their customers. 


1d among NRECA memb 


M clrical suppttes or transfo 


manufacturers 


\. He admitted that some co-ops, through statewide As- 

sociations, are buying directly from manufacturers. The 

te their own power, states are Wisconsin and Kentucky. He insisted that there 
n elect | goods is no trend in this direction, however. 


NAED stateme 


ome somen alarmed 


the REA program into State 


"arion 
al 


rganizations to have A. “NAE 


ivailable to 


D doesn’t know what it’s talking about.” 


valu ible 





my, then the 


mo » ) I j - f 
MOnt i¢ CT ( I ) j will Cnerate ther 


| 
i aT) ) 4 | rt wn ! ! | , , j , } ] 
ti Vilt COMpPer . ) Hie ay ectrical OoOdS, and 


vith them, without offering a ad trical lustry across the board 
vantages i r lower cost to the é . . _ 99 
= 2 , Such a suggestion is ridiculous. 


public I stion that should be 


ire fulls 











August 


existence of a trend towards co-ops claim, “only not ippliance sales 


The above statement originat I expansion into state-wide wholesale There are, according to our Wash 
the offices of the National Association organizations. “If a grass-roots trend ington bureau report made _ last 
of Electrical Distributors and was had been developing, stated the August, 28 f these state-wide or 
ued by its Board of Governors las NRECA, “we would have heard about regional associations strong enough to 
August. Mention of it als pI it. We have never advocated one and publish their own magazines, hire 
in EW August | ) na would prefer that cooperatives stay their own power-use specialists and 
Rural Electric rative ees promote their own sales programs 
representative wro the ite @ Washington—Again, both the REA (usually inspired by REA or NRECA) 
ment Was Va vase” ‘ and NRECA said that they wondered Perhaps the report st ited, “a dozen 
joined by th ura ctrific if NAED wasn't thinking of the state- could be strong enough to buy whole 


Administration ley d m i wide co op associations which they Continued on page 112 
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There’s a Royal C 
to be right — on the 


— In stock: all popular 


$0-60°%, W, SJT, and ST 





Handi-Paks” make Types S and | 


+ 
SJ 250° spool sales a real snap | eee an ed sy se ing 


Another way you profit with Royal! 


is a es nas i ae: a ha 


You can handle portable cords in and out of inventory up your cord sales 
easier, faster when you stock and sell ROYAL CORDS Above all. Rov 


Because all standard 250’ coils are packaged in cartons of That's the reason it’s 


In 
it Prat 


uniform dimensions—only carton height varies to fit coil 
thickness—Royal Cord Cartons stack neatly, evenly, com- 
pactly save valuable floor space 

You can also check carton contents easily on the big, see ROYAL ELECTRIC CORPORATION 
at-a-glance, color-coded labels—another feature that speeds PAWTUCKET, RHODE ISLAND 


on how to cash in on 


representative 


™, ,) ~¥ 
4 G 
4 NY 


tar 
y ¢ 





EXTENSIONS CAPS AND ) WIRE AND CABLE WIRING 
CONNECTORS DEVICES 





Latrobe 


Electrical 
Products 


Tru-Level 
Fully Adjustable 
Floor Box 


Three screw legs and a 4 inch threaded 
idjusting-ring make for fast, easy tru- 
leveling A rubber collar protects the 
idjusting ring threads. 

The No, 190 is 24 deep with two \ 
KO's in sides—three 4” and 
two : in bottom 


ind two 
lt is the last word in unique design, 
illowing considerably more work space. 
Permits “on-the-job”  interchangeability 
with the various new standard styles and 
izes ol receptacle except for the 0 
imp. and larger of the 2 amp series 
hich are readily fitted at the factory 


Water and moisture proof 


Insulator Supports 


Latrobe 
Pipe or Conduit 


Clamp 


LATROBE PRODUCTS 


NON-ADJUSTABLE FLOOR BOXES 
ADJUSTABLE FLOOR BOXES 
GANG BOXES—COVER PLATES 
JUNCTION BOXES—NOZZLES 
PIPE OR CONDUIT HANGERS 
INSULATION SUPPORT 
CABLE SUPPORTS—FISH WIRE 
STAPLE AND CABLE CLIPS 


Manufacturing Go. 


1709-1215 JEFFERSON STREET 


LATROBE. PA. 


REA’s... 


Continued from page 110 


sale from manufacturers for resale 
to member co-ops or to local retailers, 
but repeated denials are made, that 
these associations make such whole- 
sale purchases, except in a few iso 
lated cases.” 

Both REA and NRECA admit, the 
report continues, that in some cases 
these statewide groups— Or an in- 
dividual co-op—will buy a large order 
of appliances directly from the manu- 
facturer at a discount price and re-sell 
the appliances to a local retailer for 
cut-rate promotional sales to co-op 
consumers. These arrangements, sup- 
posedly are “one-shot deals” involv- 
ing small appliances and ending when 
the promotion ends. 

Some co-ops maintain their own re 
tail appliance outlets, but the NRECA 
insists that they buy from wholesalers 

and they only set up the retail stores 
where the need exists. Co-ops, the re- 
port concludes, are getting more and 
more into the generating and trans- 
mission business by way of REA sec- 
tion 4 loans, but no one in Washing 
ton—at REA or NRECA—will own 
up to a single case where a cO-Op 1S 
manufacturing its own products 
From the TVA area 
sources reported purchasing of con 
struction material and a_ substantial 
business in rebuilding transformers for 
Co-ops were offering rebuilt 
and brand new transformers to cus- 


e Tennessee 


resale 


tomers. It was also reported “Some- 
times the REA’s are getting into the 


appli ince wholesaling field.” 


November 
Ruralite 


association 


Portland, Oregon, 
trade 
icting primarily as a distributor to 
nearly 50 co-ops in the Columbia 
Basin, expressed the belief that “if the 
National Association of Electrical Dis- 
tributors carefully studies the matter, 
it will find that the cooperatives have 
a number of advantages. 

“1. The co-ops in this region actively 


From 
Services Inc... a 


promote the sale of consumer electric 
products. They give a great deal more 
cooperation to the distrbituor of heat 
equipment than do urban power com- 
They will not merchandise 
such products, unless the local dealers 
and distributors refuse to do so. They 
put thousands of dollars in the pockets 
of wholesalers and dealers in this area 


panies 


Those wholesalers and dealers who 
understand our market and work 
through “Northwest Ruralite,” the 
publication, are extremely enthusi 
astic about the measurable increase in 
sales that they develop in the rural 
ireas of the northwest. We have a 
score of cooperative utilities which 
offer cash incentives to their members 


for the purchase of major appliances 
through regular commercial channels. 

“2. With reference to the whole- 
salers’ fears of cooperative competi- 
tion in the field of equipment, line 
materials, etc., it must be said that 
hereto the cooperatives, as a group, 
prefer to deal through distributors and 
wholesalers. However, there appears 
to be a current trend toward direct 
factory selling of these items which 
has resulted, in some cases, in co- 
operatives dealing directly with the 
factories just as do the large commer- 
cial utilities. Then too, local distribu 
tors sometimes refuse to deal with 
the cooperatives when there is com 
petition between commercial and co 
operative utilities. 

“3. Finally, there appears to be a 
basic misunderstanding in your item 
on page 12. (Reference is being made 
to EW’s “Top of the News item es 
titled “REA Threat” 
Electric cooperatives are small busi 
nesses. They are privately 
They are registered with state govern- 
ments as private cooperatives. They 
borrow money from the government 
(which they 


August Issue.) 


owned 


with interest) just 


is do many other small b 


usimesses 


Questions for Meeting Delegates 





1. Are you now engaged in the re- 
pair and sale of transformers to 
your customers? 

2. If so, what is the source of your 
supply—manufacturers or electrical 
distributors? 

3. If not do you plan to enter this 
sort of business? 

4. Are you now selling pole line 
hardware and/or supplies to your 
power customers? 

5. If so, what is your source of 
supply—manufacturers or electrical 
distributors? 

6. If not, do you plan to enter this 
business? 

7. What is your reaction to the 
“across the board” statement (s< 
paragraph 3 of the NAED 
ment) made by NAED? 

8. What is your reaction to a state- 
ment issued by the NAED that the 
“electrical industry, and particularly 
the electrical wholesaling industry, 
has become somewhat alarmed be- 
the expansion of REA 





cause of 





f 
r } 
Y rapl 


| NAED Stat ee 


February 
From Feb. 9-12 the Nati 
Electric Cooperative Association he 
their national meeting at the National 
Guard Armory in Washington, D.¢ 
At the conference, REA administrator 


Hamil denied “there was or is a trend 
* tinued on page 115 
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Leading Electric Utilities 
Specify WEAVER 
Equipment for 
Long-lasting, 
Trouble-free 
Grounding 


Heavy, uniform copper coating, molecularly bonded t¢ 
a rigid steel core, assures permanent grounding. The 
opper is work-hardened and resists scarring in rocky 
soil, A special draw gives the core more rigidity and wit 
machined point driving is easier . . . chamfered to; 


eliminates mushrooming and splitting 


Cast of high-strength, silicon aluminum bronze 

yet cost no more than extruded types of clamps 
Design guarantees perfect alignment between ground 
vire and rod. Big half-inch screw with rounded 
point gives high pressure contact without damaging 
the copper on the rod machine-cut threads 
withstand high torque without stripping or break 


Available with socket or square heads 


Weaver Plates with 25% more copper area 
than other types of plates, provide better 
overload dispersal . . . yet cost no more 
It is the only plate with a heavy duty cast 
bronze connector to give high pressure contact 
between plate and ground wire assures 


ng-lasting, safe grounding 


Advertised in lead 


direct mail to yor 


2110 Howard Street * St. Lovis6, Mo. * CEntral 1-8100 
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MEET 
THE 
MAN 


. who’s dedicated to your job 


. who knows your needs 
. who knows your problems 
who knows wire and cable 
. who is backed by engineering specialists 


. who is backed by a reliable manufacturer 


YOUR ROME CABLE SALESMAN 
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REA’s... 
Continued from page 112 
toward co-op purchases directly from 
manufacturers, sales to power cus- 
tomers, or repairing their own equip- 
ment.” (See “Top of the News” p. 11 
March, 1959). He stated that two state 
wide co-op organizations—Wisconsin 
and Kentucky—have been buying 
equipment and parts directly from 
manufacturers for years—long before 
he came to the REA. However, Hamil 
qualified his statement when he said 
he doubts that there is any re 
ing of parts or equipment to co-op 
ustomers. He also added that if co 
ps repair their own equipment, they 
ire Only following the “reasonable 
Operating procedures that most pri 
utilities follow 


It's not the government's money 
thats used for these activities, he 
pointed out, and added that if the 
co-ops were operating under state 
laws, then he could see nothing wrong 
with their practices. He also pre 
a “great future” for all forms of 
business in the electrical industry 
e Pressure President Eisenhower 
ind Mr. Hamil put the pressure on 
the co-ops at the convention to con 


sider aHowing the 2 nterest rate on 
REA loans to be raised to the going 
cost Of money the | S 
on similar-term notes. The President 
told them that it was “their responsi- 
bility to quit accepting this kind of 
special consideration from the federal 
government as soon as they are able 
to stand on their own two feet.” He 
added that special groups such as REA 
co-ops are not carrying their weight in 
this nation until they are self-support- 


ing 
ing. 


reasury 


Hamil 


to use their grow 


e Taking a Swing 
ck the loans to t 
nstead 

the Washington 

tes that this was a ear cut 


NRECA Gen 


rn lL} 
iS possible 


I 
Association through a 
nking House. This fund 
member co-ops of NRECA, is said 
be in the neighborhood of $500 
lion. The plan was adopted by the 
convention) 

The co-ops claim they need these 
reserves for financial emergencies, but 
the exact percentage has not been 

he REA. It’s going to 


National Associa 


determined by t 


th Z* 


ol 
I 


| } | 
a half-billion 


possibly invested 
another resolution, 
in Went on record in 
interest rates, but there 
ence I a vrowing uncel 


to 1 rea alue 
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Survey 
The NRECA completed in Febru 


ary, a survey of its co-op members, as 
to what effect a 4% interest rate 
would have on their operations. The 
survey was prepared by an_ inside 
group, the NRECA staff. Here are the 
results: 15 of 388 responding co 
ops said they would not have to raise 
retail rates, 50% said they would have 
to do it eventually 35 said the 
would have to raise retail rates im 
mediatel\ 

Eighty-five percent of the co-ops 
said that their rates are already ¢ 
petitive with private utility rates 
the REA interest hike from 2 
4 would shove their retail rates way 
out of competition. In addition, al 
most all systems said they would have 
to curtail “many existing services and 
construction activities Some systems 
indicated they would dive into then 
reserves for a while, instead of rats 
the retail power rates 
e Wholesale Power Rates—All! s« 
of the generating and transmission co 
ops which responded to the NRECA 
questionnaire, said that a 4% REA in 
terest rate would torce them to 
crease their wholesal power rates 
member co-ops—up to 31 by Da 
land Generating and Transmiss 
Wisc 

However, 2 
op delegates the W 
Bureau that they will continue 
handle their business in the mo 
frugal manne! perhaps more 
they're trapped by loss of 
that their position on repai 
own equipment rt 
illy from the 
altered 

But 
prepared 
those atte! 
from these sta 
(refer Dack to pas y 
e Bird City, Kans. 
minger of the Northwe 
tric Co-op Assn 
has its own repall shop as 
Howey 


rom distributor 


Ow! pole shop 
equipment only I 
sells none to power custom 
pointed out that the state 
sociation did not maintain 
repall facilities for membe 
nor did it buy equipment tn bul 
manutacturers. Simminger sa 
co-ops in Kansas had their own 
shops because tS was 

{ 


ors 


relying on distribu 
e Tell City, Ind. 
the Southern Indi 
Coop., Inc 


j 


not ao 


facilities 


MEET 
THE 
MAN 


your 
YOUR ROME CABLE SALESMAN: 


Atianta, Ga. (Mv 


Baltimore, Md 
Birmingham, Ala 


Boston, Mass 


Buffalo, N. Y 
Charlotte, N.C 


Chicago, Ill 


Cincinnati, 0 
Cleveland, 0 


Dallas, Tex 
Pea 


Denver, Colo K 
Detroit, Mich 
Houstor Tex 


Huntington 


ndianapo 


ackso 


Milwaukee, Wisc 
Nashville, Tenn 
New Orlea 


New York, N 


chmond, Va 


St. Louis, Mo 
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POUL RING ( Hind rical conduit fitting ever made in Mexico 1s 
pany {| Ri t J. Slo ) plant of company’s affiliate, Domex, Inc 
Lind M plant will manufacture high-volume condulet 
Mi Io the left of Sloan (in white shirt) 1s 

I H ) I \. A. Dominicits, Domex president, Is 
REA‘s Oklahoma Electric Cooperative, Inc., 
f sane 49% Okmulgee, Okla., says that he doesn’t 

ell or repair any electrical equipment 

K , that He buys from a wholesaler, who in 

H udder t tu turn does the repairs He also adds 

In :' ' quip that he doesn't plan to go into this 
nt . manulac kind of business because he doesnt 

, ' co-ops, bi n like to see it.” He did admit that oc- 
p do ot equipm nt to casionally he will VIVE several ot his 

is pow custome “Oh, occasion- power customers “with large loans 
ally, we'll help one of our customers = (ceyeral oil rigs in his area) special 


out to get certain equipment,” he said, 
“but this is not a trend or a practice, 
It's a one-shot deal.’ 


e Auburn, Hl. A del te trom the 
iN Elect ( ) Coop Ce 
dh CO repa ts n quip 
ment, Dut it a ol } equi} 
nent t CUusSLOI r does t hi 
from anyone t dist ito Th 
Illinois state v { rep 
Cilita but OMe ti C Ops 
iorthern Iling 1d their work t 
the Wi mMsin stat A I plant 


6 ! ‘ | ill 
His co-op, as well as the HL State As- 
sociation has made bulk purchases of 


light bulbs and similar small shelf 
items for power promotion cam- 
paigns, by-passing the distributors and 
the retailers. But t! he stated 
not trend IT he | ( < 
several I for p { 

e Okmulgee, Okla.—H. M. Dilk 
formerly an electrical distributor and 
now mana of the | gE % I | 
116 


treatment if they demand it. This usu 


illy involves sale of some special pow- 


er equipment for their well sites 
Dillon also pointed out that the 
state wide association does not buy 


or repair equipment for its members, 


either. He sees no trend—no problem 
there. “But,” he claims, “two or three 
states do have statewides doing re- 


pairs or bulk purchasing of power 
equipment. One of these is Arkansas.” 
e Jonesboro, Ark.—-A. R. Sullivan 
Craighead Electric Cooperative Corp 
said that the 
did maintain its Own repair plant for 
member “It's so good,” he 
claims, “that co-ops from Oklahoma, 
Missouri, and Louisiana also have 
work done by it.” He said that he felt 


State wide association 


CO-Ops 


ure there were no similar facilities in 
those states. The state wide plant, he 
said, was the climax of a trend In 
the state toward co Ops repairing their 


Continued on poge 118 
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NEW PRODUCT NEWS 


Three Phase 
“Mi p” 
Load Centers 


12 to 42 Circuits 
100 & 200 Amps 


Rated For All Your 
Three Phase Jobs 


4 Wire—120/208 Volt AC 
4 Wire—120/240 Volt AC 
3 Wire—240 Volt AC 


Now you can put up three phase 
installations using Murray “MP” 
fully magnetic breakers and load 


centers throughout. 


These 


all of the well 


load 
known easy-to-wire 


ar Murray line. 


centers contal! 


new 
features of the regul 


3oxes will accomodate any com- 
bination of one, two or three pole 
breakers — have U 
for 


conductors, Also neutrals or neutral 


L.-approved con- 





nectors copper and al 
main lug on top, plaster line ad- 
justments, shallow box construction 
—everything you need to put in ea 
neat installations. 


Ask for “MP” three phase load 
centers at your Murray wholesaler’ 


Murray Manufacturing Corp., 1250 
Atlantic Ave., Brooklyn, N, Y. 


murray 
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Best 
protection 
FVer-Wiar-3! 
flash 
shorts? 











4 a hab | 


a wear’ 





..« next time try fully magnetic breakers, 
like the Murray “MP” — no thermal element! 


























time delay, immediate resetting _ 7 

| 

*{ and many othe) FULLY MAGNETIC MP" BREAKERS | 

I les ! “imitated | 

P : Pius Full Selection Of Boxes ~ 

l ! pel but never ~™ | 





To Fit Any Job! 


| t} it “‘the ! ) equalled” 
Main lugs and main breaker dis 


connect, sing] 







ind three pha 





split bus —2 to 42 cir ts. Box 





contain ne 


\ y 
: a ati age line adj istments, U. L.-approved IN 
' i a connectors for copper or alun , 
oe nun nductors, shallow box n ° t 
; tates struct equen bussing all \ ; 
J } er ! vO for l efficier ! 


| 
> 9» " : > 
z to i ( i . 78) ees 
itrals on top, plaster 1 

























Only “MP” Breakers Give You You « isk fora better break 
All These Advantages! er tl MP” till compet 189 
No other quality plug-in breake tively priced. Next time y 60: 
{ j rder sk for “MI breakers TH YEAR 
! t ovel ated but never equalled 
fFe 1 | heat. Als Murray Manufacturing Cory 
ilver contacts, built-in 1250 Atlant Ave., B’klyn, N.Y 














MORE SALES WITH MORE 
VERSATILE INVENTORIES 


when you stock the NEW 


MODEL 58 “RA” STARTERS 


with New WIDE 


Available for Size 0, 1 and 2 “RA” Starters, the 
new A-H Wide Voltage Range Coils now let J coil 
take the place of 3 of the old type. As a result, you 
can make more sales with more flexible inven- 
tories, small investment, lower handling expense. 
These coils also feature a new epoxy resin con- 
struction that gives far better protection against 
shock, vibration, physical abuse, humidity, oil, 
moisture, fungus and other severe environmental 
conditions. Additional “RA” features that will 
help you build sales include: 


'2 THE SIZE AND WEIGHT... of conventional con- 
trols plus improved performance and dependability, 
with exclusive “Right Angle” Operating Mechanism. 


SIMPLE INSTALLATION, MAINTENANCE... with 
straight-thru front wiring and easily accessible 
contacts, 


NEW WRAP-AROUND ENCLOSURES... for Size 


1, give maximum accessibility. 


Write today for your free copy of Catalog 14: 
Arrou Hart & Hegeman Electric Co., Dept. 
EW, 103 Hawthorn St., Hartford 6, Conn. 


Have you seen the new Arrow-Hart 100 Amp 
Add-On Entrance Equipment? 


i — 





VOLTAGE RANGE COILS 





| REA’s... 
Continued from page 116 


own equipment. This work has now 
been transferred entirely to the state- 
wide plant. However, equipment is 
all bought from distributors, he said, 
and he sees little change from the 
present situation. Arkansas, he stated, 
has no pole plant, as does the Texas 
state wide. No co-op in Arkansas, or 
the state wide, sells equipment to 
power customers. 

e Comanche, Tex.—George Willis of 
the Comanche County Electric Co- 
operative Assn., Inc., said that his 
system, neither buys equipment from 
wholesalers, sells any to customers, or 
repairs it. He pointed out that the 
Texas statewide has a repair shop for 
member co-ops, as well as a pole shop, 
and that these services were good “and 
cheaper than most repairs made by 
distributors.” Willis says that he sees 
no trend by co-ops into this sort of 
thing, except where co-ops are “forced 
into it.” 

e Childress, Tex. —P. F. Ratliff of 
the Gate City Electric Coop., Inc., 
agreed with Willis that the statewide 
repair plant handles all that work for 
his system. Although the statewide 
also has a pole plant, Gate City also 
has its own pole plant, since “trees 
are abundant in the area,” and the 
local pole plant is quicker, cheaper, 
and more logical. He emphasized that 
his system does not buy hardware of 
any kind from manufacturers, and 
that they do not sell equipment in 
turn to power customers 

e Henderson, Ky.—C. F. Baker of 
the Henderson-Union Rural Electric 
Cooperative said the statewide there 
not only maintains a repair plant for 
member co-ops, but it also buys equip- 
ment and parts directly from the 
manufacturers. “Why shouldn't we?” 
he asked. “It’s cheaper than dealing 
through the middle man.” He added 
to this, that not only does the state- 
wide buy equipment and parts, but it 
assembles some of the parts into new 
equipment. He cited buying cores for 
old transformers which member co- 
ops use as new equipment. “The 
statewide has been both buying and 
repairing for about four years,” he 
said. Previously the individual co-ops 
did their own repairing, although he 
didn’t think any of them bought di- 
rectly from manufacturers. Baker em- 
phasized that none of the co-ops no! 
the statewide, buy equipment from 
manufacturers which is in turn sold to 
power customers 

e Ashland, Mont.—Anton Gali said 
that his co-op—the Tongue River 
Electric Cooperative, Inc.—bought 
| equipment only from distributors, and 
| that these people also repaired the 
equipment. His co-op, fairly new, he 
















Ot ae , - 
‘ Your Customers >. 
said. has no pole o yair shop; nor ASKED F 

a “ rh sa elite h a any tg 


repall facilities. His co-op does not 

sell to power customers, nor does the these 

Statewide. But someday,” he said 

‘when they've been in business a little 

longer, they might do their own re 

pairs.” “There is no trend to alarm 

NAED,” he claimed. “Many Co-ops 

already generate their own power. oy eavy- i y 

They would probably never be able 5 

to manufacture their own equipment.” 7 

Gali did not know what NAED G 

meant when they stated that REA will } roun in 
ompete it} electrical industry \ 


"7 } 1] l 
10" 1 iil phases of 


he industry)” f ] 
e Mitchell, South Dakota—cClayton Receptacles « 


Cox of the Intercounty Electric Assn., 
said his co-op 1 urs its Own equip- 
ment—but buys it from distributors 
Th CO-O 


equipme¢ 


», he states, does not sell 

to customers, and the No. 5714 Cord Set 
statewide neither buys bulk fo for use with BOA. 
member c ) r do it have a 50V receptacles 


r 
t 
t 
{ 


1O trend cept 
ptiecretagecllipee tess Seep No. 5754 Receptacle 
LA 4 ps Al’ POPE’ in 4 i { wehiie SOA I50V 


rizing, We may roughly draw with U-shaped slot 


conclusions: Many co- 
repair shops 01 Diovraiaemriieme (nua esas, 

1] nr " ° 

sell equipment OF by demand— by your customers 


few are buying 


















demand — these new Grounding 
pment tor member co-ops . . ; 
: Receptacles are primarily for heavy-duty 
nas * replaces VV ry r é ‘ ‘ 
been going on applications. These U-ground receptacles are rated 30 and 
cK uv) x wil 


But this ape 90 amps, 250 volts, with tough bakelite construction 


TOUGH, SAFE and of dependable H&H SPECIFICA 
TION GRADE QUALITY, they are right for 


ngle candle 


PLANT USE with electric portable tools and welding 
and maintenance equipment. 





OFFICE USE with all types of heavy office machines 
Nilemacltiie inant 

HOME USE with ranges, dryers, freezers and other 
heavy-duty appliances. 


Brass or Stainless Steel plates are available 


No. 5737 Receptacle 

1-wire, 30A 250V with U-shaped slot and 
galvanized cover. (Both No. 5737 and its 
50A counterpart, No. 5738 fit 4-11/16" 
square box not less than 2-1/8” deep.) 
Listed as standard by Underwriters’ 
Laboratories 


No. 5715 Cord Set 
Both No. 5714 and No. 5715 4-wire rubber 
f cord sets for use 
gna with 30A and 50A 
eee) 250V receptacles 


” ie, 2) Available in 3’, 4’ 


and G6’ lengths 





Write for more detailed information on these and other 
Grounding Receptacles in the complete Arrow-Hart line 


. 2W The Arrow-Hart & Hegeman Electric Co 
Dept. I 103 Hawthorn St., Hartford 6, Conn 

















y NEW! 


_CPURNAS ELECTRIC 
MANUAL STARTER 


e@ 2-3-4 Poles 


e Sizes 0 and 1; 72 HP, 


e Visible Contacts 


@ Pressure Terminals for 
Quick Wiring 


@ Modern Enclosures 


e Trip-Free ‘Thermal 
Overload Protection 


Jog-Run écessory 





Thx new Furnas Stnaneal Starter adds another quality product to 





the extensive Furnas line of motor control, enabling you to provide 
just the right control required by your customers. This new manual 
starter will find extensive use on metal and woodworking machin- 

y, grinders, saws, buffers, conveyors, fans, pumps and other equip- 
ment requiring neither remote control nor low voltage protection. 
We invite you to investigate the advantages of a Furnas Electric 
motor control franchise, and to learn more about our policies of 
selective distribution, engineering help, substantial profit margin 


and many others. 








ETIC PUSH DRUM FOOT 
RS BUTTONS CONTROLLERS SWITCHES 


Write today for Bulletin 11-B1, 1069 McKee St., Batavia, Illinois As9 


ra we FURNAS ELECTRIC COMPANY 


FURNAS BATAVIA, ILLINOIS 
| y SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 


e Compact & Simplified. 





Letters 
Continued trom page 7 


help you can offer us in both building 
plans and layout 

PHILLIP Fox 
FOX ELECTRIC SUPPLY CO 
PHILADELPHIA, PA 


e Warehousing layouts and a special 
warehousing section reprint are in 
the mail. 


Re: Self-Service 


Dear Sirs: 

In one of the monthly issues of 
your magazine for 1958 there was an 
item covering the operation and set- 
up for self-service. 

May we ask that you send us this 
particular item, or in lieu of that any 
information that you may have re- 
lating to self-service in wholesaling 

We would also appreciate any 
names of existing distributors you 
may know of in this area who are 
operating in this manner 

WILLIAM G. LEHMAN 
A. A. ELECTRIC SUPPLY CO 
LANCASTER, PA 


, } ‘? J 
e Tearsheets of all our articles on 
self Service are on the wav to reader 


Lehman 





456 Customers Came . . 
Continued from page 68 


morning or afternoon and included 
breaks for refreshments, there were 
number of informal meetings 
usually luncheons. On these occasions 
executives from industrial and en 
gineering firms were entertained 
Luncheon was served on a table im 
mediately in front of the motor con 
trol display. This, according to John 
M. Newton, Sr., “proved an excellent 
backdrop and an excuse for a quick 
transfer from eating to the primary 
purpose of all our meetings—namely, 
‘Wholesaler-Customer Relations’ and 
‘More for Your Electrical Dollar in 
1959.’ ” 

Summing up the series, he said 
“While the immediate results in in 
creased sales may not be apparent, we 
are confident that the expense and 
time involved will prove an excellent 
investment in future sales. Certainly 
the evident good will created has been 
beyond our expectations.” And, he 
adds, “Business was carried on in the 
usual manner while we entertained 
and informed these people.” 





Even dogs are living better elec 
trically these days. The latest: Electri- 
cally heated ke nnels maint ned by 


automatic control 
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Steady plant production demands dependable power cable... 
i. SAIPAN tS ee 


ee ee 





HABIRITE-HABII 


RPRENI 


CABLE 


gives unexcelled performance! 


1 } 


, ] : , r met) 7 ler 
To help assure uninterrupted production, modern 


} lel 


oy , ' 7 
trial plants require reliable Cables for delivering 


electric power to production lines. The service reli 
lity of Phelps Dodge Habirite-Habirprene is unsur 
ed by any other rubber insulated neoprent 


eted type RR cable 


Lr 
Habirite-Habirprene is a combination of specially 


ed butyl rubber insulation and neoprene 


The overall features of this cable 


CORPORATION 


SALES OFFICES: A t ‘ t “ 


» w Angeles, Me Milwaukee, ” apolis, New Orie New 
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' With these 3 RRIERID 
i a ! 
| Jam-Proof Pipe Threaders | 
! power drive threading is ! 
Sate- Sell your customers by 
1 telling them,"No watching to avoid jamming!” =! 





22" to 4” Pipe 
RIiFeID 4PsJ 


drive pinion 
kicks out automatically 


Jam-proof 
real 
safety when power threading. 
Workholder sets to size before 
Other exclu- 


iPJ 


putting on pipe 
sive advantages. Special 


for conduit, 


Real profit in these popular RIZAID’s 
. order your stock today! 








Yt cet es es et et a 





Naa 
~*~ 








1 to 2” Pipe 
RiFEeIb 
65R-TC 


Jam-proof—can’t jam if you forget it 
... Threads 4 sizes of pipe and conduit 
with 1 set . True-Centering 
workholder—no crooked threads 
—but adjustable for drip threads. Far 
more for your money—compare! 


of dies . 
more 





4’ to 6” Pipe 
RIED 161 


Jam-proof for safe power thread- 


ing. 1 set of dies threads 4 
1 , 5’ and 6” pipe and 
conduit sets to size ftast. 


Workholder sets to size before 
putting on conduit. 


Many 


161 is a good seller! 


pipe or 


other reasons why the 





Elyria, Ohio, U.S.A. )) )) 


THREADED PIPE.../t’s Tight... it’s Best... Costs Less! 


Seminars... 
Continued from page 75 


“What is wrong with the lighting 
industry? Here we are in a business 
that has never known a depression as 
far as potential is concerned, but we 
have only made ‘depression’ progress 
over these many Neither com- 
placency nor wishful thinking will get 
the job done. Only an all out drive 
common solid-ground un- 


years 


on some 


derstanding and faith will bring us 
success.” 
Speaking about lighting for the 


national system of interstate and de 
fense highways, Joseph Barnett, dep- 


uty assistant COMmussioner for engl- 
neering, Bureau of Public Roads 
for the Department of Commerce, 


stressed that there is considerable re- 
search going on in highway lighting in 
different parts of the country 

“As far as the Interstate 


concerned, the 


Highway 


program 1s construc 


tion project will take 15 years or 
more to complete,” he said. “There 
will still be time to adopt any kind 
of lighting system which is proven 
desirable.” 

e Adaptability—He added that even 


after sections are completed. it will 
still not be too late to adopt and in 
stall fixed source lighting. This can 
be possible, he said, if the type of 
lighting is more satisfactory than 
that now known, if the cost of both 


installation and maintenance is _ re- 
duced and if factual data, particularly 
regarding accidents, show the ex- 
penditures are justified 
Subjects discussed at the 


included street and highway 


symposia 


office. 


lighting, light and architecture, insti- 
tutional lighting. lighting for selling 
and color, polarization—its relation 
to lighting, the Blackwell report, new 
ideas and techniques in_ residential 
lighting, industrial plants and factor 
ies, Outdoor and recreational lighting 
and theater lighting 

The National Lighting Exposition 


was sponsored by the Lighting Lamps 
Manufacturers’ Sales 


Association 


and Electrical 


man’s 





Wiring Plans... 
Continued from page 74 


he said 


“There are in NAED, 


“close to 1,000 distributors who are 


active HOUSEPOWER and adequate 


wiring salesmen, even though they 
don't call themselves that 
“Beyond this, the NAED membe! 


has re-dedicated himself to do a better 
job in the year to 
hind the wiring programs locally.” 

e Promotion Awards—For the third 
Straight vear the Look Magazine Ade 


come to get be- 


Continued on page 124 
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Large Lux 


combines high photometric effictencys 





area Power luminaire 





\ 
Smooth, comfortable illumination creates inviting Paral ite 60.000 
appearance in store. Power-Lux installation provides lume? itr h-intens 
over 200 footcandles using 12 Power Groove lamps lou é nation 


Over 200 footcandlies with Power Groove 


New LPI Power-Lux luminaire for stores 
has been engineered for comfortable 
brightness using Power Groove lamps 


Power Groove lamps are ideal for lighting stores when 
used with the new Power-Lux luminaire just introduced 
by Lighting Products Inc, One economical LPI Power- 
Lux with Power Groove lamps does the job of three 
conventional fixtures with slimline lamps. This lowers 
the cost of lighting installations as well as the cost per 
delivered lumen. 


The very high light output of Power Groove lamps 
is controlled by LPI’s exclusive parabolic louvres to pro- 
vide high footcandle levels with comfortable brightness. 





lamps 


Power-Lux luminaires are available in a two-lamp 
model, 12 inches wide; and a four-lamp model, 36 inches 
wide. Both are offered in four- and eight-foot length 
They are ideal for new stores as well as for raising 
lighting levels of existing commercial buildings. Fo 
re-lighting application Power-Lux luminair« can 
simply replace present fixtures to provide dramati 


increases in illumination. Get complete data on-this new 
luminaire — write today for LPI’s Power-Lux Bulletin. 


Lighting Products In« 


LP 





FLUORESCENT 
LIGHTING 






















(Dual-Element ) 
The General Purpose F 


*Iinterrupting Capacity 
25,000 Amps, A.C. 


This is the first low voltage fuse with a published inter 
rupting capacity of 25,000 Amps. (15.000 Amps. more 
than required by U.L. Standard for fuses.) For real 
protection use it in place of all ordinary types of fuses 


HIGHER INTERRUPTING CAPACITY. 25.000 A. 
a 250 V & 600 \ Handles short-circuits 214, 


nes larger than ordinary fuses. | \pands fuse ap 
plication into 25.000 Amp. zone. Use it on bus 
plue-ir duet bus-way feeders motor control 
il branch 
LONG TIME-DELAY. Safely starts heavily loaded 
motors without blowing. Prevents circuit “outage” 
iused by heavy motor-starting currents or load 
7 Provide matched protection for your 
rie I 
COOLER OPERATION. Runs cool because of silver 
plating and low I[*R losses throughout Opens at 
266° FF. or 500° lower than ordinary zine 
links. Ideal for distribution and panel 
hoards. motor branch circuits 
knife and enclosed switches 
Patent I Insist on TRI-ONIC. 
Ask for TRI-ONIC Bulletin today. 





© The Chose Showmut Co. 1958 
Trt-onde) - Wtuake tt The Sunieh” 
THE CHASE-SHAWMUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of |-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 


Se Uo. Ry, @ FG LX. 


Aeipinge® Trond’ ~28~  c.qef Tmo” «© O-T ws 
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Wiring Plans. . 
Continued from page 122 

quate Wiring award went to Farrell 
Argast Electric Co. of Indianapolis, 
Ind., in the distributor classification 
Honorable mention in this division 
went to Centralite Supply Co., New- 
port News, Va 

Other awards for outstanding 
achievement in the promotion of ade- 
quate wiring during 1958 went to 
Baltimore Gas & Electric Co., Balti- 
more, Md.; The United Illuminating 
Co., Bridgeport, Conn., and Robert 
C. Marshall, Ltd., Washington, D. ¢ 

Milton Allen, vice president of sales 
for Philadelphia Electric Co., was 
chairman of the conference, which 
was sponsored by the National Wiring 
Bureau. 





Perpetual Promotion . . . 
Continued from page 59 

tail and big department stores when 
they are used to advertise sales. No 
effect: It’s hard to monitor or keep 
count of the number of calls that 
come in on the answering service. 
Iristate started doing it by having 
one of the secretaries drop a pape! 
clip in a drawer every time the unit 
made a clicking sound. But there are 
times when too much noise will drown 
out the sound and a true count can’t 
be kept. “Actually it makes no dif 
ference whether or not you can keep 
an honest tally, says McCalley. “You 
know when people call by the com- 
ments made, and by the prestige 
thermometer 

[he first message lasted for about 
a month, then a second one—this 
time selling the credit aspect—was 
written, re-written and recorded. 

This is the planned schedule. Every 
30 days—a different message to keep 
the sparkle of newness about the cam- 
paign. As it gains momentum, the 
means and methods of advertising 
will branch out 

Comments from contractors? Most 
of them tell the salesmen, after they 
have called HO 7-2007, “It’s about 
time a distributor had enough guts 
to state his policy loud enough for 
everyone to hear.” 


The Future 
for Wire and Cable 


NEW YORK—‘Next decade will 
be one of considerable growth,” claims 
a Kennecott Copper official. The de- 
mand for copper wire and cable in 
1958 was about 10° below 1957 ship- 
ments. In addition he stated that there 
was a better tone toward the market 
by the end of °58. Outlook for ’59? 
“Promising,” in the light of general 
improvement in industrial activity. 
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Youngstown 
“Buckeye” 
conduit 


will help give 
lifetime wiring 
protection 








in his day 





THE 


YOUNGSTOWN 


SHEET ANDO TUBE COMPANY 
Youngst 
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RONG 


patented branding 


YOU KNOW YOU ARE GETTING 
WHAT YOU ORDERED. 


TYPE AND SIZE 


a 


! 
SELF-MEASURING. 


TRY A LENGTH IN YOUR WORKSHOP 








CALENDAR OF EVENTS 








APRIL 


Edison Electric Institute 
Annual Convention 
New Orleans, La 
April 5-9 


Progress in Electrical Equipment 
Kiel Auditorium 
St. Louis, Mo 
April 7-9 


American Institute of Electrical En- 
gineers—-Southern District 

Atlanta, Ga. 

April 8-10 


30th Annual Engineering Conference 
& Electronics Show 

President Hotel 

Kansas City, Mo 

April 15-17 


Southwestern LR.E. Conference & 
Electronics Show 
New Dallas Memorial Auditorium 
Dallas, Tex. 
April 16-18 


MAY 


Electronic Parts Distributors Show 
Conrad Hilton Hotel 
Chicago, IIl. 
May 18-20 


Pacific Coast Electrical Assn. Inc. 
Fairmount Hotel 
il 


San Francisco, Calif. 
May 20-22 


National Association of Electrical 
Distributors 
Sist Anniversary Convention 
Conrad Hilton Hotel 
Chicago, Il] 
May 24-27 


National Fire Protection Assn. 
Annual Meeting 
Atlantic City, N. J 
May 25-29 


MANUFACTURERS EXPANSIONS 





CLEVELAND—John C. Virden Co. 
has acquired the Lighting Dynamics 
div., Ecko Products Co. According to 
Virden, the Lighting Dynamics line 
will primarily supplement the residen- 
tial lighting production and distribu- 
tion and will improve service to dis- 
tributors. Lighting Dynamics will op- 
erate as a subsidiary. 
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No 
trouble 


calls with 
PUSHMATIC 


Every breaker is 
individually performance tested 





HERE’S WHY: Browse along our production line and it will 
be apparent why this circuit breaker has earned the reputa 
tion as the safest and most dependable on the market. Fol 
lowing are five of the dozen or more exhaustive checks and 
quality controls the Pushmatics undergo—over and beyond , 
those required by Underwriters 













1. CALIBRATION In & dust-t: oor vhere temperat 
maintained at constant 75 ) P 
a BULLDOG ELECTRIC PRODUCTS DIVISION matic bi-metal assembly Eacl 
; I-T-E CIRCUIT BREAKER COMPANY metal “latch” is adjusted t 
BOX 177 © DETROIT 32, MICHIGAN at an tacts, Dre ta + ' 
® in inc i 
In Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 East 40th St., New York 16, N.Y. an inert atmosp! 


~ 











ae 


2. MECHANICAL BREAK-IN After assembly every Push 3. CALIBRATION UNDER Loap }} 
matic 1S operated SO times to make absolutely sure it functions temperature, eacn I 

well mechanically. Ten break-ins would be adequate the and tt 

extra 40 give you that much more assurance that it will neve! ire accurate t 


fail in manual or automatic operation 








4. SHORT cIRCUIT TEST Being thermal-magnetic devices 5S. ENDURANCE TEST | 








Pushmatics then undergo severe short circuit currents to test periodic endurance on BullDog P 
the instantaneous trip time of the magnetic element. If a breaker ment 10,000 oF 
fails to trip within .02 seconds, it is automatically rejected by oO d. But BullD 
) the machine. Extra satety, extra performance Y0,000 oO ‘ ti ; / 


é 





for high profit and 
repeat business with 
hammer-in fastening 





Find out today how Shure-Set can increase 

your store traffic, build your customer list, and 
assure steady repeat business on high-profit 
fasteners for concrete and steel. 

Shure-Set is the amazing tool designed to solve 

your customers’ light-fastening problems quicker, easier 
and more economically without need of a cartridge. 
Carpenters, electricians, plumbers, home craftsmen— 
all need versatile Shure-Set and “‘job-fitted”’ 

threaded studs or drive pins to fasten into concrete, 
mortar, cinder block or metal. They'll be glad 

to know that the R-275 model sells for only $7.95. 
Write today for full details on lining up with the 
fast-moving Shure-Set line. See national/ly-advertised 
Shure-Set on the ‘Building America” television series 





In addition to hammer-in Shure-Set, the versatile Ramset Fastening 
System includes Ramset powder-actuated too/s for heavy-duty 
fastening, and Ringblaster heavy-duty kiln gun. 


we MATH Ie 


° Shure-Set’’ Ramset Fastening System 
v., - , 


vi cn 
WINCHESTER-WESTERN DIVISION - OLIN MATHIESON CHEMICAL CORPORATION 
12189-D BEREA ROAD - CLEVELAND, OHIO 
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HOWELL, MICH. Successful con- 
clusion of merger negotiations are re- 
ported to have been completed be- 
tween the Ohio Electric Mfg. Co., 
Cleveland, and Howell Motors Co., 
Howell, Michigan. Stockholders of 
both companies voted approval. 


HOUSTON, TEX.—Universal Wire 
and Cable Co., Chicago, Ill. has moved 
its Houston warehouse to larger quar- 
ters at 7148 Capitol Ave., Houston, 
Tex. 


LONG ISLAND CITY, N.Y.— 
Eagle Electrical Mfg. Co., Inc., has 
announced the acquisition of a new 
office warehouse in Chicago 


MINNEAPOLIS The Heiland Di- 
vision of the Minneapolis-Honeywell 
Regulator Co. is expanding its Denver 
facilities for the second time in two 


years. 


NEWS 





NISA Holds Ist 
Canadian Meeting 


ST. LOUIS—The first convention 
of the National Industrial Service 
Association Outside the United States 
will be held in Montreal, Quebec, 
Canada, May 17-20 at Hotel Queen 
Elizabeth. 

Called the “International Conven- 
tion,” the event is expected to attract 
the largest attendance of electrical 
equipment service and sales operators 
of any NISA meeting to date. More 
than 1,100 persons registered at last 
year’s convention in New Orleans and 
several hundred others were present 
for one or more sessions. 


Spring Promotion 
for Appliances 
NEW YORK—‘Why put up with 


obsolete appliances when you can 
have the latest for less money than 
you paid for the old one?” This is the 
theme of the new Westinghouse “Op- 
portunity Days * promotion that 
Starts in April 

John J. Anderson, manager, major 
appliance div., said the theme was 
developed from last year’s “highly suc- 
cessful” promotion. Where the °58 
promotion was designed to show the 
difference between the old and the 
new in cost factors, the 1959 activity 
is aiming at pointing up the “out-of- 
datedness” of the ’49 appliances 

r.V., radio, newspapers and_ na- 
tional magazines are being used for 
the promotional push and plan books 
outlining the activity and suggesting a 
variety of promotional devices, are 
being delivered to the company deal- 
ers by distributors 
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Safest 
switches 
known 


—in every size from 30 
to 1200 amps 


Large or small, BullDog Clampmatic' 
Vacu-Break” Safety Switches provide 
maximum protection . . . meet practi- 





cally every switching need. You pro- 
vide added safety because of these two 
exclusives: The unique Clampmatic 
spring increases the pressure against 
contact jaws . . . assures clamp-tight 
connections . . . faster break . . . really 
safe operation. Vacu-Break action snuffs 
arcs immediately . . . reduces pitting 
and burning of contacts for long, 
trouble-free switch life. 


4 BullDog’s “Big Three”’ safety switches, 
the ‘Master’, “Junior” and “Rain- 
tight’’, assure positive switching . 
virtually eliminate costly maintenance. 
Provide this extra safety, extra per- 
formance now. Specify BullDog Vacu- 
Break Safety Switches. 





rOr 
Safety's sake 

Duy 
Vacu-Break tert came ee 


BOX 177 ¢ DETROIT 32, MICHIGAN 


Tor 














MULTI 


DEPENDABLE 
LIGHTING 
EQUIPMENT 
ALWAYS 


a 


QUALITY 
PORCELAIN 
ENAMELED 
REFLECTORS 


> 


ALUMINUM 
REFLECTORS 
ALZAK 
FINISH 


> 


MULTI 
QUALITY 
THROUGH 
THE YEARS 
INSURES 
CUSTOMER 
SATISFACTION 


> 


PREFERRED 
BY THE 
ENGINEER 


WHOLESALER 


CONTRACTOR 


MAINTENANCE 


SEE OUR CATALOG 
nN sweer 
ARCHITECTURAL 

FILE 


OR wailt FoR COPY 


FOR COMPLETE 
CATALOG 
ADDRESS 

REQUEST TO 


a 


FLOODLIGHTS 
GIVE 
CUSTOMER 
SATISFACTION 


‘\ 


WHITE PORCELAIN 
ENAMELED STEEL 
ENCLOSED TYPE 


ALUMINUM ANCLE 
ENCLOSED TYPE 
ALZAK FINISH 


OPEN ANGLE TYPE 
WHITE PORCELAIN 
ENAMELED STEEL 


ELLIPTICAL ANCLE 
WHITE PORCELAIN 
ENAMELED STEEL 


ELECTRIC MFG. INC. 


4237W. LAKE ST. 


CHICAGO 24 








HAND CLASP is given W 
N. ¥ 
congratulating are Robert | 

d Frank J. Healy 


la (center The northern 


Kocheste! 
Lewis 
president 


New York 


vania for leading the nation in the sale of 


ecent meeting of architects, elects 


Marvin Rowe 
on behalf of the Northern New York electrica 

president, Sylvania Elec 
Sylvania Lighting Products 


president, Rowe Elect 


electrical distributors 


the company) 


neineers, distrif 





SALESMEN’S IDEA EXCHANGE 





As a sounding board for your ideas, EW poses a monthly 
question for this discussion corner. Distributor salesmen 
furnish the answers—controversial or agreeable. 


WE ASKED . .. Do you try to get something extra on every order? 


THEY ANSWERED 


cee 
Sure I do As 


custome! 


an ex imple If a 


buys a motor | always at 
tempt to sell him a motor starter and 
Further I'll try and sell 


i flexible coupling as the motor will 


pushbotton 


be connected to a driven machine 
For instance if it is connected to a 


reducer, I'll try to sell him a 


chain drive for the slow 


YOCa;l 


roller speed 


end 


In other words, I can give him 


everything at one time and he only 


deals with one man and writes one 


order. I save him money and custom 


ers like this 
Charleston, W. Va. 


Yes, and in a great many cases 


there is either an immediate response 


or at least the ground-work for a 


further effort which results in a sale. 


Los Angeles, Calif. 


When receiving an order which 


comes in to 
phone I always 
a kind remark 
he 1s wanted 
After 
gest things which 
Small 


be forgotten by 


receiving 


forgotten items 


t custom 


er and he when he 


ipprec ¢ 


Saves an eXtra UW supplies 


1 also always ne customer 


know his business ippreciated by 


telling him so. This makes him feel 
he is wanted 


Bristol, Tenn 


Just yesterday I took the customer s 


what he needed and then 


] 


idditional 


order fo! 
suggested some items 
reminded him 
other things he needed and I got an 
order twice 


The suggestions 


as large as the original 


[The customer didn't feel I was 
pressuring him and actually apprecia 


ted my mentioning the extra items 


White Plains, N. Y 
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like these mean 
es fi j a : . . set ae Sings "aos 
sati yg ie cu stomers Absorbs abuse. Twisting and scraping over dirt and crushed rock, buried 
for days on end in water and muck, an Okocord trailing cable keeps the 


huge River Queen in constant operation 
OKOCORD portable 
cables 


Siew Se See 


Success stories 
Lot pi a 





On big jobs like the tough ones shown on this page, 

you'll find Okocords chalking up excellent service 

records on assignments that might well knock out 

ordinary portable cables. One reason is Okonite’s Yes PER. 

ability to come up with unusual designs, special Display strength and flexibility. Okocord power and control cables wind 
service characteristics or engineered accessories to and unwind continually to move up and d 8 2000 ton 
“a: : s lift span withstand sunlight, h ( yrrosive salt s 
meet unusually punishing environments or mechanical 
action. And their mold-cured toughness, their 
“‘Quality-Controlled”’ manufacture of standard as well 
as special designs help explain why .. . 


For normal, rugged usage, such as portable tools in 
construction projects, shop work or other industrial 
operations, Okocord outperforms any other cable 
This extra value built into every Okocord means 


more satisfied customers for you. 


Outlast others 2 to 1. Okoc 
staying power even th r 
For complete specifications on run-overs and abrasion from 
the many Okocord construc: 
tions, including splicing and 
terminating instructions and 
other engineering information, 
write on company letterhead for 
64-page BulletinWH -1108, The 
Okonite Company, Passaic, N. J. 


trexibie cord® 
an 


d 
portable cables 


6 . 
» yor 
— 


f 

electrical power. . . there’s 
Withstand intense heat 
Okocord flexible cables 


enters the furnace—h 
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KLEIN 3} Cutting Insurance Costs 


¢ Tear down that old wooden building and convert it 


Lea eiier for 


industrial use 


*Pat. applied for 


a! vee 


When it comes to pliers, you serve 
your customers best with Klein, the 


finest in quality “‘since 1857. 


The Klein line is complete—with 
the right size and style for every job, 
each designed to do that job better 


and to give lasting service. 


Electrical workers everywhere 
know Kleins; so your sales are made 
easier when the pliers you carry have 


the Klein trade-mark. 


Check your stocks now. Make sure 
they include an adequate assortment 
of Klein side cutters, long nose and 


oblique cutters, 


Klein Pocket Tool Guide 


If you do not have your free 
copy of the Klein Pocket Tool 
Guide, write for it today. 


225K LEING& 


1200 McCORMICK ROAD © CHICAGO 45, ILLINOIS 





into a parking lot 


¢ Install approved waste containers, fire extinguishers 


© Beware of that move to the out-of-town site. Make 
sure there's a paid fire department nearby, and a good 


water supply 


¢ When it comes to erecting a new building, think about 


concrete 





In fire insurance the one solid path 
to rate reduction is through loss pre- 
vention. Fire insurance does not, ex- 
cept in a comparatively few instances, 
take into account the 
the individual risk, but the experience 
of risks in the aggregate. Loss pre- 


experience of 


vention activities are reflected in rates 
through credits for physical features 
rather than through experience, 
through qualifying as a superior risk, 
which requires a management desire 
to prevent loss reflected in an opera- 
tion, a husiness may hecome associ- 
ated with others which share its atti- 
tude, and the rates for the group will 
inevitably 


reflect’ their good experi 


ence 











IRI DESTROYED property 

valued at over one billion three 

hundred million dollars in 1958. 
Without insurance, this loss would 
have fallen upon home owners and 
businessmen with devastating effect. 
Instead, almost one billion dollars 
was paid out by fire insurance com- 
panies to those who suffered 
making it possible to rebuild, refur- 
nish and business 


loss, 
re-equip houses, 
establishments 

The function of property insurance 
is to direct the financial blow of loss 
or damage from the individual to the 
whole group insured, and, under the 
law of probability, the wider it is 
distributed in space and time the less 
severe will be the blow. In its finaiity, 
fire insurance is mutual. The individ- 
ual risk of each group of occupancy 
class must share each other’s burdens. 
Fach group as a whole must in the 
end pay its own losses and expenses. 


How Rates Are Established 


To determine the proper rate for 
fire insurance for any property there 
must be some method of determining 
its relative loss exposure, taking into 





account such factors as occupancy, 
construction, protection and exposure 
For most properties this means ap- 
plying a rating schedule to the physi- 
cal structure. This can be done only 
after inspection of the property by a 
representative of the rating bureau or 
company making the rate. The rate 
calculated in this manner is subject 
to change at any time (1) if there is a 
significant variation in the physical 
conditions on which the rate was 
originally established or (2) if experi- 
ence shows that the base rate was too 
high or too low. 

Base rates are established on gen- 

eral experience of the rating organi- 
zation over a period of time, generally 
from five to ten years. 
e Rating Bureau—The rates charged 
most policyholders are established by 
local rating bureaus with jurisdiction 
These bureaus were established by the 
stock companies, but most mutual 
companies subscribe to them and fol- 
low their rates 
dependents and some companies which 
deviate from the established rates. In 
Texas, for example, rates are estab- 
lished by a division of the Insurance 
Department. In some of the other 
southern states, such as North Caro- 
lina and Louisiana, all companies are 
required to be members of the rating 
bureau and follow its rates on their 
general business. 

If you want to cut your fire in- 
surance costs, here are the guide lines 
to follow: 

e You can ask for a re-rating of 
the property on the theory that the 
physical risk has improved since the 
property was last rated; 

e You can improve the physical con- 
ditions responsible for the present 
rate; 

e You can improve the private pro- 
tection to the point of making your 


There are a few in- 


Continued on page 134 
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e test while induction weided 


nary EMT split early 
T how surpassing UL requirements 


here unplate 


on new CIRTUBE EMT means 
easier, split-free bending 


— RE 
help y 


roundne 
tening. Your m 


lili 


Order 


stock now 


WIRE & CABLE 

a subsidiary of 

CERRO DE PASCO 
CORPORATION 


_ SALES OFFICES & WAREHOUSES: 





; ee Oe 
Proper stee/ Plus! The best cold 
rolled steel plus the right handling give 
CIRTUBE EMT its natural bendability. 


Easy fishing! A baked-on protective 
coating gives CIRTUBE EMT a built in lubri 
cation for easier wire pulling. 


Lifetime exterior finish! tara 


galvanized f r Curent lity; polished 
satin str asting d looks 


Automated quality control! 


Au assure complete and 
Cc ntir wir ~~ ine quality of product. 
“ J 


oJ 


Tight, easily handled bundles! 
t 1 CIRTUBE EMT 


sdansahs ter duet ' n and off the job 


Fast, friendly service! \ Ne 
ervice thr at w 
otaenan cked near by wareh uses 





[> ][>>" 
The 20 SECOND ANCHOR* 


HAMMERS HOME PROFITS 








“One of our distributors sold ~ 

over 60,000 DHD HAMMER 
DRIVES last year! During 
February and March this year a ‘BIG 
PUSH’ is on for this big profit item. 
There is to be advertising in many trade 
magazines and direct mail sampling to 
public utilities. Why don't you join with 
us for the BIG PUSH — and get in on this 
large profit item? Write me for details.” 


Carleton H. Bunker, President 

size. Installed hole and all! 
DIAMOND EXPANSION BOLT CO., INC. 
GARWOOD, NEW JERSEY 
BRANCHES Atle t Bost I 1g Dalla Denver, Detroit, Los 


eeattle 








Fire Insurance .. . 

Continued from page 132 
property qualify as a “superior” risk; 
e You can insure your property with 
a company that charges less than 
bureau rates. 


Re-rating 

Now let’s consider four points 

Because of the tremendous amount 
of property to be considered, there 
is Often a period of years between 
visits by representatives of rating or 
ganizations In the intervening time 
there may have been changes in the 
property or in the surrounding prop- 
erties which would justify a lower 
rate These changes could be: the 
erection of fire walls with proper fire 
doors, the removal of hazardous fea- 
tures of the occupancy, the improve- 
ment of heating systems or the re- 
moval of an adjoining exposure (an 
old wooden structure could be con- 
verted into a parking lot) which had 
resulted in a penalty charge in the 
rate. It's possible for any insurance 
igent to find out from the rating bur 
eau when the risk was last rated. He 
should be sufficiently familiar with the 
rating schedule used in his area to 
determine whether or not a re-rating 
of the building will result in a lower 


or higher rate 


Physical Improvement 


Once re-rated it’s possible, from 
study of the Rate Analysis Sheet, to 
ascertain the possibility of cutting the 
rate by improving the physical con- 
ditions. The installation of approved 
waste containers will be reflected in 
lower rates, as will the installation of 
fire extinguishing equipment. If the 
building is very large it may be possi- 
ble to divide the area without the loss 
of efficiency through a fire wall, thus 
reducing the penalty charge for large 
areas. You should review the rate 
make-up sheet with your agent to see 
whether there is economic justifica 
tion for improvements in the risk 
which would amortize themselves 
over a period of time through savings 


nm msurance cost 


If You Are Moving 


Your study of the fire insurance 
rate may show that the only way of 
securing significant reduction is to 
tear down, rebuild, or to move to 
another location. These remedies may 
be far too drastic, but if you are 
planning to erect a new building, o1 
if you are planning to move you 
should take into account the savings 
in insurance cost which will result 
from different types of construction 
or from the location of the risk. 

Watch out for these factors: Your 

Continued on page 136 
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first luminous grillework 


INFINILITE 


the true non-modular 
suspended ceiling 


Single wall-to-wall luminous expanse 
without supporting grids 


The restful diversion of circular louvers 
80% light transmission value — 

one of the highest known 

Astoundingly simple installation — 

only 4 basic parts 





oO Electrical Wholesalers: 
ring regularly ee ie 
of 


A special message t 


vertisements like 
building and 
about Infinilite 


this are appea 


lighting design magazine». 


now in wide use In many bs 

prodt uet that actually 
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and hearing more a 
foremost new buildings. 
because Infinilite 
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Infinilite is a 
is E ASY 
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job easier ; 
TO SHIP, 
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INFINILITE 


A product of INTEGRATED CEILINGS, INC 


Representatives : 


Associated Manuf. Agents, 900 Carondelet St., New Orleans, la. * Doc Auchter, 102 Thomas Bid¢ 
Dallas. Tex. « T. H. Bailey, National Mar ne Bank Bide Ba timore, Md. « Dick Barnes, Rt. 1 B 
70. San Antonio, Tex. * Louis D. Black, 2200 Ocean View Ave., Los Angeles 57, Calif. * Bruce Emmett 
Co., 830 S.E. Alder St., Portland 14 Ore. ° Bruce Emmett Co., 1016 First Ave uth, Seattle 4, Wa 
Bruce-Emmett Co., 5715 ‘‘D’’ St., Spokane, Wash. * William Crenshaw, P Box 6041, Raleigh, N 
Warren L. Davis, ROD =1 Weekeepee mee Road, Woodbury nn. * Devine, Inc., 115 W th St 
Kansas City, Mo. * Len Ferman, 229 The Arcade, Cleveland 14, OF ° Fleming & Assoc 
St.. Rm. 421, Minneapolis 15, Minn. * Edward S Goldman The Central € r 
Quivas St., Denver, C « Hawaiian Lighting, 1362 Kar Bivd., Honolulu, Hawaii « ‘Les Heidamos 
3632 W. Huron River Dr., Ann Arbor, Mich. * Jones & Granger, 115 High St., Bost l ) * Harvey 
judd, 7600 E. Allengrove, Downey, Calif. » Don Keppler, 114 State Life Bidg ndianar nd.° H.C 
King & Assoc., 1720 Section Rd., Cincinnati 3 * Kite Elec “Fabr , 17 New Maplev 
NJ. © Arnold Korab, 3322 ‘‘M” St., N.W., Wash a n,0.C. @ Lightolier Inc., N.Y 3 
tract Div., 11 E. 36th St., New York 36 « H. C. Lord, 1178 Lin R mbus 12 t * Dick 
Magnell, P.O. Box 236, Haddenfield, N * Mason & Basedow Co., 6733 N ed Ave hicag 

* Dave Merrill, 192 N. ist St. Farm ngton tah * George Mittauer anna 
Omaha 2, Neb. * Moremci, o Mrs. Pacita A. de Jesus, Mabini St., Manila, F ppir * Arne Oja 
1407 Memorial Dr., S.€., Cedar Rapids va * Charles Robison, P Box 9715, [ 14. Tex. * John 
Thompson, 4242 N 15th Or. Phoenix hr z. * C. Vance Terrell y Ave € K 


At 


Bert Trapani, 811 Bona Allen Bidg., Atianta 3, Ga 
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SS 
For splicing, binding or insu- ~ 
lating, men who know rate 
Chase Friction, Rubber, Plas- @ 
tic, Neoprene and Butyl Tapes ha. 
tops for on-the-circuit per- ¥%, INCH 
formance. Stock a stack today NO.2 i 
and watch it disappear! A 
Chase & Sons Inc., 26 Spruce [ ¥ iN 
Street, North Quincy, Mass. | N0.2 ERICTION 
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Fire Insurance .. . 
Continued from page 134 


new building is outside of town. 
e If it is not serviced by a paid 
and fully-manned fire department 
with ample fire hydrants and water 
supply, the rate may be twice the 
rate which could be charged in town 
for a similar plant 

Here’s what to look for in the basic 
type of construction 
e A reinforced concrete plant will 
only cost half as much in insurance 
rates as one of fire resistive construc- 
tion which has exposed steel. A joisted 
plant may easily be three times as 
much 
e If instead of erecting a building, 
you are planning to occupy a floor 
in a building which has other tenants, 
determine in advance the _ busi- 
ness of the other tenants, and the 
way in which they are rated by the 
bureau. If their occupancy classifica- 
tion is substantially more hazardous 
than your own, this exposure will 
have a marked effect on your rate 


The Superior Risk 


If management has taken every 
possible step to guard against fire loss 
the risk may qualify as a “superior” 
risk This means it is eligible for in 
surance by the Factory Mutual Com- 
panies or through the Factory In- 
surance Association. If the building 
or its occupancy is combustible 
sprinkler protection will be required; 
however, every risk which has sprin 
klers is not rated as “superior” risk 
[here may be deficiencies in water 
supply or in some other features of 
the risk which would keep it from 
receiving full recognition for the 


} 


sprinkler protection. (/t must also be 


orne in mind that in many cases 
TAY) y rf } J, 
insurance agents or brokers whose 
, ! 
COMMISSION tncome is reduced tf the 
& 2 la f j _ ‘ ” ’ 
risk iS Classified @s @ Superior TiSkK, 
are reluctant to take the necessary 
~~ J ! 
sleps to have THle rale reduced.) 


There have been many instances 
in which the reduction in insurance 
cost has made it possible to amortize 
the cost of all improvements, includ- 
ing sprinklers, over a period of from 
five to seven years. In many cases 
the rate level, when classified as a 
superior” risk, is reduced to less 
than half of the rate formerly paid 


for the same property 


Choosing the Company 


Which company will give reduc- 
tion in ultimate cost of coverage? 
Some types of insurers afford cover- 
age al less than the rates established 
by the local rating bureau. The gen 
eral-writing mutual companies charge 
the bureau rate to begin with but 


Continued on page 138 
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Mr. Reave E. Teague, Project Supervisor for Patterson-Emerson-Comstock 
Inc., reports, ‘‘We like SPANG Underfloor Duct because all component 
parts fit together with a minimum of effort. SPANG has obtained maximum 
flexibility in their Underfloor Duct System with the fewest possible parts 


SPANG Undert 
Duct: arr 
eet t 


tensive re 


SPANG Underfloor Duct provides flexible wiring system 
for State Office Building in San Francisco 


San Francisco’s new State Office Building has a wiring system 
that meets all of today’s power, telephone and internal com- 
munication needs. . . and will be able to meet any future require- 
ments, too... without expensive or extensive changes. 

That’s because SPANG Underfloor Duct has been installed 
throughout this seven-story, 400,000 square-foot building 


ADAPTABLE FOR FUTURE NEEDS 

A triple-duct system, with outlets every 24 inches, was laid at 
five-foot intervals across the floor and is interconnected with 
junction boxes at approximately every 50 feet. 

Partitions, desks, furniture and phones can be arranged to suit 
present requirements. Any future re-arrangement of office space 
can be easily handled by closing up present outlets and tapping 
into new ones. Additional wiring can be added at any time. 


Architect: California State Division of Architecture, Dept. of Public Works 
General Contractor: Barrett Construction Company, San Francisco 
Electrical Contractor: Patterson-Emerson-Comstock, Inc., San Francisco 


THE NATIONAL SUPPLY COMPANY 


TWO GATEWAY CENTER, PITTSBURGH 22, PENNSYLVANIA 


SPANG 
UNDERFLOOR 
pUCT 


ubsidiary of Arm 


EASY INSTALLATION 
Careful manufacturin 
% the ductwork, 

SPANG aluminum jur 


any possibility of c 


WRITE FOR COMPLETE INFORMATION 
Find out how Spanc tl lerfl 2) 


continually-modet tc M 








¢ ACME ELECTRIC DEALERS wT eeiia ini 


then pay a dividend at the termina- 
CAN MAKE MONEY S LING tion of the policy which normally 
ranges from 15 to 25 In some 
fields the reciprocal-type of organi 
zation has been quite popular under 
CONSTANT VOLTAGE STABILIZERS which the individual risk over a per 
iod of time builds up a credit to its 


own account based on the experience 


i 
3 
3 

of the total group. Last of all, there 

are nOW some stock companies who 

) are deviating from the rates estab 

You'll be surprised at the ; ob lished by the bureaus, and who, 

number of sales opportuni- P therefore. will grant some immediate 

savings. In considering methods of 

ties there are in your own F a ; 

. savings on fire insurance cost, the 

area for Constant Voltage ' possibility of using an insurer which 

Stabilizers offers a reduction in ultimate cost ( 


These sales opportunities sidered 





range from research and 





of coverage should be carefully con- 
development laboratories, 


where a constant voltage 


School Fire Alarm 


IS a positive requirement, 


thru many plant and These school fire itist 
sembled by the Edwards Electric Co 


commercial applications in- Norwalk. Contr from NFPA material 


cluding the maintenance of They show a glaring need for automatic 
fire al sysl sin the nation schoo 
a proper constant voltage ire alarm en I OK 
7 yuildings 
for electron equipment 

“ac > ible atalities 
Wherever voltage fluctua Factors Responsible for Fatalitie 
In 35 Loss of Life School Fires 
tion effects the perform 
Exits 16 


t numb ( 





ance of electrical equip 





Insufficier 
Open Stairways ¢ 
Stairways Of t : 
Windows | 


ment—sell an Acme Elec 


tric Voltage Stabilizer 














Explosions 14 
f iT Hissetttteeiitisttitetettit One of ¢ man features of these Constant Flammabk quid ° 
M0}  fesgeues Voltage Stabilizers is indicated in the curve (to Gas : 
2 ona tt Voltage output regulation between no load Boiler 
noi Eni nd Oo of rated oad is constant regardless (Chemical 
} j of the input voltage Ihe rapid drop to zero 
aes p nder overload conditions is proof of the Combustible Contents ——————_ 10 
ent imiting haracteristics of these nits Stage ( 3 
Ee a0 Voltage correction caused by an inductive surge, Fibreboard interior 
5 3 itching, arc-overs et s effected within Costumes 
e os Decoratior 
8 si No tubes, no moving parts to wear out. No re 
50 placements or adjustments ever needed, Output Factors Contributing to Extent of 
0 is isolated from input circuit Damage in 300 School Fires 
. ‘sr ie pecs vcore tetmaage le taney ” Public Fire Protection Factors: 
ved raced nominal Output voltage 
20| No water for fire fighting 5 
| ol Availab from stock in ratings from 5 VA thru Inadequate yater for fire fighting 14 
| | KVA. Input voltage inge 95/130 with output No public fir “pol 
st T rf 0 voles. Units for 10 volt constant output Vv peur ~ UC} 
| 3% | with input range from 190 to 260 volts available available +8 
| stialbingcases in ratings from O00 VA to KVA Inadeq late manpowel! ] 
equipment 6 


Private Fire Protection Factors: 
No sprink 


ACME ELECTRIC CORPORATION No aiomatiedeson or 


“ Employees fought fire, de ed 

674 Water Street, Cuba, N. Y F : 
aiarm 

Watchman protectior 


Standard 


West Coast: 12822 Yukon Avenue, Hawthorne, Calif 


Partial sprinklers, origin 1 


unsprinkled area 


When School Fires Occurred: 





Midnight to 6:00 a.m 102 
6:00 a.m. to noon S8 
Noon to 6:00 p.m 69 
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R&M-Hunter combines 
hest features of 


Electric Baseboard and 
Forced Air Heating 


~ 





<M-Hunter FORCED AIR 
B \SEBOAR 1) | ite Salal if I 


ENTIRELY NEW PRINCIPLE GIVES PERFECT CIRCULATION 


Complete safety 
I 





| 
! f 
—, | a 4 Independent zone control 
ey eee 
¥S/ = 
i : ED rei fF f 


Quiet operation 


| 
| 
| 
| 
| 
| 
| 
! | 
be Fe ——— vi : ! 
| 
| 
| 
| 
| 
| 
| 
| 


——— a 
| _— <= 
— , 
| Engineered for compactness 
| be 
| \\ 
| 
| H Simplified line reduces inventory needs 
| 
| 
| 
ER a ne ee a ee 
Writ r fi 





ul | 


l 


Live better _electricall 





; | 
ELECTRICHEAT| ie He nae I 


/ A / / 
ta Mateh lead 


Ee 








| 
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GALVANIZED 


RAM. 
os a 


) 





/ 





The CF&I Image assures quality 


A 
| 


Galvanized Steel Strand 
for Guy, Messenger & Ground Wires 


The CFaI Image—giant symbol of dependable steel products— 
contributes to the ever-expanding industrial growth of America. And 
where telephone or utility lines spring up, you'll find the CFaI Image 
—for in the electrical and communications industries he stands for 
top-quality guy, messenger and ground wires. 

To prevent pole leaning and power line sagging, use CFI Gal- 
vanized Steel Strand. Made to customer specifications or to ASTM 
specifications A-122 or A-363, the steel strand is quality-controlled 
throughout every stage of production. That’s why utilities rely on 
CFal Galvanized Steel Strand to stand up under the most rugged 
conditions. 

When you need strand, see your nearby CF&I representative or 


" local distributor for complete details on CF&I Galvanized Steel Strand. 
r 


6630 


GALVANIZED STEEL STRAND 
THE COLORADO FUEL AND IRON CORPORATION 





STEEL 


in the West: THE COLORADO FUEL AND IRON CORPORATION— Albuquerque Amarillo + Billings 

Boise * Butte * Denver + El Paso + Ft. Worth * Houston * Kansas City * Lincoln + Los Angeles * Ockland 

Oklahoma City * Phoenix « Portland + Pueblo * Salt Lake City + San Francisco » San Leandro «+ Seattie 
Spokane * Wichita 


in the Eost: WICKWIRE SPENCER STEEL DIVISION—Atianta + Boston Buftalo Chicago Detroit 
New Orleans * New York + Philadelphia 
CFal OFFICE IN CANADA: Montreo! CANADIAN REPRESENTATIVES AT: Coigory + Edmonton 


Vancouver * Winnipeg 


Advertisement) 
een, § saemmierse 


6:00 p.m. to midnight i | 
300 

Operating Status: 
OL 


School occupied, not in session 50 


School in session ———____-_——_ 44 

300 

How School Fires Were Discovered: 

Outsiders . comme 205 
Janitors ‘ ‘ cnendeanilea? ae 
Students : - ——— 74 
Unknown occupants . » & 
Teachers ——_ adele 9 
Sorinkler alarms ———_. 5 
Explosions a 4 
Watchman ——— —— 4 


In addition, the NFPA estimates there 





are 4100 school fires in the U.S. every 

yeal 

Wehle Electric 

in Electronics Field 
BUFFALO, N.Y The Wehle 


Electric Co., distributor of electrical 
supplies, announced it is expanding its 
operations through the purchase of a 
local electronics company and _ the 
formation of a new company in the 
electronics field in Binghamton, N.Y 


Buys Firm 


President Richard J. Wehle said 
Wehle Electric has purchased the as- 
sets of Sunset Electronics Inc., from 
William Berger and George Schaefer 
Jr., who had been president and vice 
president, respectively. 

This company will be operated as 
the Sunset Electronics Division of 
Wehle Electric. The new division will 
be operated by Berger and Schaefer 


Forms Own Company 

The Wehle interests also have es- 
tablished a new and separate com- 
pany, Wehle Electronics Inc., which 
was being readied to start operations 
in Binghamton on April 1. The opera- 
tion is being set up in a building ad- 
joining the Wehle Electric branch in 
that city. 

President Wehle announced 
that Wehle Electric is completing an 
expansion of its Ellicott St. facilities 
which will more than double its ware- 
house and office space to a total of 
about 25,000 square feet. 

Wehle said that the new electronics 
operations are expected to equal that 
volume before too long. 

Wehle Electric was formed in Bing- 
hamton 37 years ago and moved its 
headquarters here about 12 years ago. 
It also operates branch offices and 
warehouses in Rochester and Elmira, 
where according to one report, elec- 
tronic distribution operations may be 
established eventually. 


also 
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...cracked the paper barrier, too 


You'll know what I mean. Work 

ing late ordering stock ...eyes 
tired... dropped glasses... hit by idea. I reasoned 
that since Porcelain Products makes 127 different 
high quality, time tested, electrical supply items 
I could save time, worry and money with one pur 
chase order, one acknowledgment, one shipment, 
one invoice, one check instead of dozens. 
Well, you get the idea. Everybody was happy 
me... my office staff... the boys in the back room 
and most important, my customers. (So was 
Porcelain Products Co. .. . and you should see the 


service I get.) 
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Like me, you can get so many top-notch, nation 
ally advertised items from Porcelain Products 
Mast kits, Wireholders, House brackets, Racks, 
Spools, Clevises, Copperweld ground rods, Wedge 
grips, Split bolts items used every day by youn 
customers, the contractors. Since 1894 they've 
served the electrical industry. Send for complete 
information on their comprehensive line today 
No obligation 

Oh! by the way, I know the actual paper in pape! 
work doesn’t cost much, but neither does the 


actual metal in a watch 


PORCELAIN PRODUCTS CO. « 








Advertisement) 











HONEYWELL TAP-LITE 








Ve et e features to sell, more profits each time with this silent 
Honevwe ght viten Novel tap-on tap-off operation rans 
r ent mn plate keep walls clean permits ise of decorative in 
| l ish | Lee] 
erts that match interio1 Snap-in wiring makes it easy to install 
For co ete det rite Honeywell, Dept. EW-4-10, Minneapoli 
. 

ae an 

Ae ™ 

¥E. 

1 
re 








HONEYWELL DIM-A-LITE 


Dramatic b htm control for both home and commercial use 
Dim-A-Lite add ouch of luxury for less than the cost of compa 
ible Ir nd ent model capacity 175 watts: fluorescent 
yodel handk eight 40-watt lamps Fit double outlet switch box 
pace fran rent hion plate snaps off Made and backed by 
Hon \| 
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NEWS 





T&B Has Program 
for Distributors 


The first in a series of sales staff 
training courses—followed by a dis 
tributor education program—was held 
by the Boston district office of the 
Thomas & Betts Co 
e More Profit G. Austin Finger, 
Boston district manager, explained 
that the training series is designed to 
give every company representative 
complete knowledge of his line “so 
he in turn can help the distributors 
do a better job selling, at a_ better 
profit.” 

Following the product meeting on 
fittings. information was passed on to 
the distributor personnel. Among the 
distributors were George Wahn Co 
Graybar Electric Co., both in Boston, 
ind Columbia Electric Supply Co 
Brockton 

Meetings were held in northern 
New England with the General Elec 
tric Supply Co., in both Bangor and 
Portland, Maine; R. B. Dunning & 
Co. and Westinghouse Electric Supply 
Co., both in Bangor 
e Key to Selling This will be a 
continuing series covering all our pro 
ducers, and including follow-up edu 
cational meetings with all of our dis 
tributors,” explained Finger “We 
believe that product knowledge, at all 
levels, is the key to successful selling 


and satisfied customers 


WESCO Moves 
Into New Quarters 
rULSA, OKLA 


Electric Supply Co. has moved into its 


Westinghouse 


new distributing facilities in Tulsa 
Manager J. P. Pitcock said it would 
provide larger quarters something 
that became a “necessity if we are to 
grow with the expanding Tulsa market 
and provide our customers with 
quicker and better service.’ 

The new building, located at 307 | 
Brady St. is a brick-faced structure 
of concrete and steel, and has more 
than 18,000-sq. ft. of floor space. The 
new location also has adequate park 
ing facilities and room for future ex 
pansion 

Westinghouse Electric Supply came 
to Tulsa in 1928 


Distributor 
Joins NAED 

NEW YORK Norton Electric 
Wholesale Mart, Los Angeles, Calif.. 
has been elected to membership in 
the National Association of Electrical 
Distributors. W. W. Norton is presi- 
dent of the company 
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WIRE YOURSELF 
FOR QOUND 
USINESS. .. 




























with Roebling Electrical Wire and Cable 


Naturally, you look at all the angles before you 
invest your time, energy and resources in a new 
line. For taking on a new distributorship is a big 
step. We've tried to put down, in a nutshell, just 

é why we think you and your customers will profit if 
you take the biggest and best step by distributing 
Roebling Electrical Wire and Cable. Here’s what 
we come up with 
1. The Roebling line of electrical wire and cable is 
complete. Customers’ requirements of every type 
can be met with this one quality brand. 
Hardly a month goes by without a major new 
product development or improvement from 
Roebling’s modern, “tomorrow-thinking” devel- 
opment laboratory. Customers know Roebling 
s a leader in this re spect 


3. Roebling quality has been a “buy-word” for 
generations. Every Roebling product is designed 
for better than average life expectancy (and that 
spells economy). Customers put faith in proved 
performance and a name they can trust 
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1. Roebling Fechnical Service is 
Roebling quality. You \ 


A 
never stranded when you trout ( B . ‘ 
ers know and rely on Rov ing service 

5. Roebling advertising, add ed to c 
cable users in every field, | 
ers On Roebling’s quality, servic vd D 
new product developments. ¢ 
toward the brand t/ ky E 
heen proved deper 
There are more reasor F 
profits when Roebling ts the | ! M 
it a point to find out soon hi G 
when you distribute Roebli W 
phone collect for th ! t I 1 W 1) 
sion, John A. Roebli Sons ¢ { | 


ie New Jersey 


FROEBUING +) 
Rp : fice f t CFI} 


Subsid y of 6 
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PLUGMOLD’ 
GIVES MORE 
OUTLETS FOR §& == 1 3 
LESS MONEY Thal 


Regional Shows 


Thay 


CROSS SECTION of the electrical industry packed the aisles at the Essex Electrical 
League Exposition, held in the Elizabeth Armory, Elizabeth, N. J 











- a A “Splendid” Show 
WirewMoLD 


THE WIREMOLD COMPANY » HARTFORD 10, CONN 
€ tg “VE BEEN to shows all over the = exhibit was “a splendid show.” 

~~ Sy rae country and from every angle e Winners—The four booths which 
— . its this is best of them all.” finished one-two-three-four in the 
| OS ae That’s what a Chicago official is competition for the Certificate Awards 
PLUGM 10 10 NO. 1 reported to have stated when asked (after the committee had spent a great 
—_ what he thought of the annual New deal of deliberation in trying to decide 
“rr Jersey Essex Electrical League ex- the winners) were: 1. The Thomas & 
" position for the display of electrical Betts Co., Elizabeth, N.J., 2. Auto- 
products and lighting. It was held on matic Switch Co., Florham Park, 
March 10-12, in the Elizabeth Ar- N.J., 3. Harvey Hubbell, Inc. and 4 
mory in Elizabeth, N.J., and was at- [he Allen-Bradley Co The certifi- 
tended by a cross-section of key men cates will be awarded at the Mem- 
in the electrical industry—distribu bership Celebration Dinner on April 





tors purchasing agents contractors, 16 
production managers and others. Nat Eglowstein, General Lighting 
e A Splendid Show—Although the Products, was general chairman; 
weather made a slight dent in the Henry Johnson, Anaconda Wire and 
first night attendance, the following Cable, and Henry Meyer, C. H. Rib- 
See Us At nights brought huge crowds that ble Co., were in charge of transporta- 
packed the aisles and pressed on the’ tion. Bob Delizza, Burndy Corp., and 
110 exhibit booths that were set up George Schardien, recently retired 
BOOTH 109 in the large, well-lighted building. The Chief Electrical Inspector of the City 
exhibitors had “high praise” for the of Elizabeth, pitched in to make it 
quality of the men who attended a successful show, and Earl White, 
At the 51st Annual They all seemed to know what they head of the manufacturer’s div., 
were seeking in the way of product (Allis-Chalmers) and President “Pat” 
information.” All in all, the opinions Patterson, expressed their apprecia 


Convention of NAED idded strength to the report that the _ tion to all those who assisted 
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The big switch is on 
to Sylvania Light Bulbs 


Leading companies choose 
Sylvania as the best value in 
lighting —give your customers 
the same top buy. 


Airlines, stores, horels, f: 


Ing companies all 

lighting up w th Sylv:; 
smart buvers Want tl 
their business needs 


full dollar’s worth o 


\s a result of this big 


aie Tere OY LVANTIA Lighting Products 
papa eythane pl cg make light a better too/ for profits 


LIGHTING « TELEVISION « RADIO + ELECTRONICS + PHOTOGRAPHY 
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with SMALLER -QUANTITY, 
MORE-CONVENIENT 
UNIT PACKAGING of 
pres-SURE-connectors 


50 or 100 Splice Caps or Termend Lugs 
in exclusive SLIP-TOP BOXES.* 50 or 100 
ilar package ” 


ales to smaller 


In regi 


Insulator 
Pertect units for 
and for use by all customers 


1O Unit Boxes in each STANDARD 
PAC kK AGI Speeds filling if 
orders for 500 or 1,000 or multiples 


of these quantities 


10 standard package S$ per 
SHIPPING CARTON 
except 5 standard packages 
in shipping cartons of larg« 
insulators). Simplifies 
ordering, stocking and 
selling 





QUANTITY PER PACKAGE 

CATALOG | QUANTI ER PACKAGE 

NUMBER UNIT | STANDARD ] 
PACKAGE | PACKAGE 


| 
——— " 1 
| T 


SHIPPING | 


CARTON 





JU 


? 


+ 
| 
| 
4. 





HANDIER FOR contractors, MAINTENANCE MEN 
all other users— and YOU! 





«FOR MORE SALES TO MORE CUSTOMERS... 
* BEST PRODUCTS .. . PREFERRED QUANTITIES .. . BETTER PACKAGES 


* SIMPLER TO STOCK AND TO SELL a 


ELECTRICAL FROOVUCTS 
CORPORATION 
MILLSIDE, N. J 








John H. Lipke, merchandise 
sales supervisor—Raybro 


Raybro Promotes Cobb, 
Welcomes Lipke 
rAMPA, FLA 


has announced the ay 


Ravbro Electri 


Supplies, Inc 
pointment 


yf rio OnD iS sales 


t 


manager ol 


Carlo Cobb, sales manager 
—Raybro 


nd the 


merch 


A Look at 
Housing Highpoints 

e This summer could bring a slow- 
down in housing. H 


ll freioht nid 
| f rit S COUL 


vest ol | 

hit the build ndustr 

umm 

C. Batchhel 

West Coast's 

less the 

to pul back 
S.000 f 

ione trom the natio 


supply. Records sho 149,583 
S Op ratly 

e Sales of new homes seem to be 
high levels in most areas. 
ire ccording to one report 


tion. All 


§9 


at very 
Builders 
till selling 
igns point to a big year in 
Scheduled: 1 WH) OOK I ; 

e Military housing potential looks 
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ores Tt la STF 139% ysnrn00F 


military housing in the 

fiscal 1960. Some | SO : | . ‘ 

be included -— a, _ > 
~\ ‘8 

Graybar Named re (7 COVERS 


NEW YORK he appointment of 
Graybar Electric Co. as national SELF 
stocking distributor for the sal ol CLOSING 


wire and cable has been announ OUTLET 
by Chester Cable ( orp., Chester : 


i subsidiary of Miami Copper Cx 








Kimball Opens 
New Office 


SALT LAKE CITY 
Kimball Dist: 


Tarr-McComb We athertight RECEPTACLE 


Appointed 


a es | ee: * Waterproof SAF-T-LOK COVER 
cong tae te CHECK THESE EXCLUSIVE FEATURES: 


PATENTED NO-SHOK SELF-CLOSING OUTLET SAF-T-LOK 


. © Prevents insertion of metal objects into current- WEATHERPROOF COVER 
Cole of Federal Pacific carrying ports; prevents shocks, burns, short @ Locks in open position 
Gives $300,000 to oe circuits. © (Closes with light finger 
NEW . ® Snaps shut when plug is removed. pressure 
EWARK, NJ I — © Keeps out dirt, rain, snow — better electrical © Can't be loosened or 
Newarh X< 1 I eel contact. 
Newark, NJ ;, 
Lhor M. GC 
I fic | 


DELUXE RANGE and DRYER 
POWER OUTLETS 


30 and 50 AMP. Grounding Type 


NEWEST DESIGN in FLUSH MOUNTING 


tw 
eC 


LATEST SUNFACE MOUNTING type 


District Offices 
Established — ...and De L 


uxe 
tage he ig eg See METAL WALL PLATES 


in sales-building new finishes 


A 


Write for Cotalog and Prices today 


BELL ELECTRIC CO. 


5735 South Claremont Avenue * Chicago 36, Ill. 
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IT’S HERE! AT LAST! 


THE DOUBLE GROUND TAP 
YOU WISHED SOMEONE WOULD INVENT 


10. 880 


CONVERTS 

ANY 

RECEPTACLE 

TO A 

SAFE 

GROUNDED 

OUTLET NDERWRITERS’ LISTEL 
TAKES NEW GROUNDED CAPS 
AS WELL AS STANDARD CAPS 


Millions of old receptacle can now be converted 
| instantly, permanently to take the new grounding 
ty | portable eleetrie appliances required by 
he National Ek « Code. Tap this rich potential 

hare of thi lucrative busines 


‘i FULL PROFIT. Tie in the #880 with - a ” 
 ggrosscedlrons BoB ge eo re INDIVIDUALLY LAKDED FUR 
lecsions cube. Gelber aout FAST SALES—AT FULL PROFIT 
EAGLE ELECTRIC MFG. CO., INC., LONG ISLAND CITY, N. Y | 








- new lighted 


HG 


DISPLAY DEAL NO. 11 dramatically +. for 


SOLID BRASS 
TOTALLY ENCLOSED *. 


introduces the new lighted ‘‘mite,”’ . ~ 

with FREE transformer ready to plug electric 2 

in and light up for demonstration. ringing 
includes stock tray and 10 pieces 


assorted backup stock. 
Total List Price $14.10 push bells 


and 


button chimes 


The standard 3s” flush, midget push button engineered 

with a miniature electric bulb that stays lit for years. Re- 

places all push buttons of this type, with or without plates 
NO SPECIAL WIRING REQUIRED 

$1.25 


No. 455 6-16 volt i 
LIST PRICES no. 456 24 voit $1.60 
POLISHED BRASS OR CHROMIUM FINISH 


Write for Full Color Brochure 


“Trine Manufacturing Corporation, 1430 Ferris Ptace, New York G1, WY. 


PEOPLE IN THE NEWS 





J. P. “JAKE” HAMBLEN, president 


National Association of Electrical Dts 
tributors and president of Southern Elec 
tric Supply Co., Houston, Tex., has been 
elected to member! p on the board of 
directors of the Housto ghting and 
Power Co. One of tt founders of South 
so on. the 

innin State 

board ot 

of Mini 

diaries 

knightec 

onored by 

llans ana 


H. E. Marquardt, 
consin sales representative for West- 
inghouse Electric Supply Co., has 
retired after 39 years of service 

Daniel F. Fitzimmons, Jr., has been 
promoted tO manage! operations 
Frontier Electrical Supply Inc., Buf 
falo, N.Y 


Erwin J. Merar, vice president of 
Standard Electric Supply, Milwaukee 
Wisc., has been appointed to the dis 
tributor council of Gibson Retrigera 
tor Co., Greenville, Micl 


W. B. Whaley has been named 
midwestern district manager at 
Kansas City, for the Graybar Elec- 
tric Co., Inc. 


Hubert R. Vines has retired as sup 
ply sales manager, General Electric 
Supply Co., Chattanooga, Tenn., after 
30 years of service. James K. Gribble 
has been promoted to the spot Vines 


vacated 


Raymond Hundly, Graybar Electric 
Co., salesman in Chattanooga, Tenn 
is a new member of the Electric 


League there 

Lionel E. Farley has joined Gem 
Electric Supply Co., Boston, Mass., as 
manager. Formerly he was with Re- 
public Electric Supply Co. 


4. P. McGraw has been named dis 
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trict manager and R. L. Hagen dis 
trict operating manager of the 
Houston district of the General Elec- 
tric Supply Co. 


Mrs. P. G. Gough, Sr., has been 
elected president of Gough Indus- 
tries Inc., J. R. D. Beazley has been 
elected vice president, and P. G. 
Gough, Jr., is vice president and di 
rector. S. T. Bell is appointed 
chairman of the management com 
mittee. Members of this committee 
are P. G. Gough, Jr., vice president 
C. A. Petas; treasurer and L. M. 
Tucker. Mrs Gough fills the post that 
was left vacant by P. G. Gough Sr 
who died Dec. 5, 1958. 


Donovan J. Murray is now presi 
dent of the Mahoning Valley Steel 
Co., Niles, Ohio. Murray, who is also 
general manager of General Electric 
Co.’s Conduit Products dept. in 
Bridgeport, Conn., succeeds John P. 
Hosack who has retired after 36 years 
of service. Mahoning Valley is a 
Wholly owned subsidiary of General 
Electric. John F. Fink has been named 
manager, finance, for General Elec 
tric’s Appliance Control dept., Morri 
son, Ill. He succeeds J. R. Mudge who 
has been named general manager 
the company’s Appliance Motor dept., 
DeKalb, Ill. John F. Repko is counse! 
for the electronic components div 
Owensboro, Ky He will replace 
Robert M. Estes who has been named 
counsel for the Hotpoint div., Chicas 
Donald L. Millham, vice president 
has been appointed consultant in the 
company’s Lamp div. George E. Bu- 
rens succeeds Milham as general man 
ager of the Lamp div. Lewis J. Burger 
succeeds Burens as general manager 
of the Switchgear and Control div. 
George R. Sahl, Denver, Colo., ha 
been promoted to district sales man 
ager for transistors and component 
rectifiers in the Rocky Mountain are: 
of the midwest. He will headquart 
in Chicago 


Frank P. Goodwin, Jr., recently) 
elected vice president of Interstate 
Electric Co. of New Orleans, has been 
named general manager of the com 
pany Shreveport div., Intrasouth 


Distributing Co. 


Emmett J. Fallon, Jr., has 
elected to the post of distributor sa 
manager Jefferson Electric Co., Bel! 
wood, Ill., in his new post he will 
direct the activities of the field per 
sonnel in their work with the elec 
trical distr butors 

Frank M. Egan has been appoint 
issistant procurement manage! ol 
Crouse-Hinds Co., Syracuse, N.Y. H 
will concentrate on special purchas 


ing projects 
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LIKE BIG OUTDOOR LIGHTING SALES? 
/STEBER\ has the right ~ 


Units, réccessories, Prices! 


The Steber line offers every popular type of 
floodlighting loading docks, railway yard 
areas, plazas—anywhere good, economical 

When you specify Steber dollars go fart 
lighting installations are achieved 











= NEW COUNTER-BALANCED 
EBER HEAVY DUTY POLES 


Steber hinged px re ilab 
in 16’, 18’, 20 { 
Standard o1 
for ever i 
New Ste 
pole ire 
neavy 
floodlig 
flood 








STEBER FLOODLIGHTS 


STEBER FLOODLIGHTS 
for Pole, Wall or Crossarm Mounting 
Steber 
SERIES 4000 
SPORTSLITER 





I 

Steber ele 
ANODAI 
hard dirt 
finish o 

Wi 

tod 


Steber 


SERIES 2400 light 
700-1000 WATT MERCURY VAPOR : e 


Lighting Units JIURDVAA for Every Weed 


STEBER MANUFACTURING CO., DEPT. 7!-O BROADVIEW, ILL 


Steber Manufacturing Co. of California, 242 S. Anderson St., Los Angeles 33, Cal 








Divisions of The Pyle-National Company 


PYLE-STEBER LTD., 33 Ingram Drive, Toronto 9, Canada 


Subsidiary of The Pyle-National Company 























ALBANY RBR 


WIRE PULLING COMPOUND 


... pulls all covered wires 
and non-metallic cables... . 


FASTER and 
TRY EASIER! 


IT 
ONCE e No mixing required 


YOU'LL e Non-evaporating 


e Clean to use 
USE e Easy to apply 
IT e Listed Underwriter’s re-examination 


ALWAYS! service 


Order through your Electrical Supply House 


ADAM COOK'S SONS, INC. 


Electrical 
Products 


Division 


LINDEN, NEW JERSEY 










PLIERS 









No. 62CG illustrated 


Transverse Cutter 


CUSHION GRIP / 


Plier handles have dipped 
plastic coating . . . permanent, comfortable. 

Heads polished and buffed to a ‘mirror finish’ 
All pliers available . add “CG” after the number 


for cushion grip 


Gives pliers a "Feel" that inspires Craftsmanship! 


more Sales and Profits ! 


Sell Xcelite Tools... 





XCELITE » INCORPORATED 


ORCHARD PARK, new york / eaalily Hand Jools 


Canada: Charles W, Pointon, Ltd., Toronto PREFERRED BY THE EXPERTS 
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Charles L. Greenley, regional man- 
ager, New Jersey territory, Rumsey 
Electric Co., has been appointed com- 
mercial vice president and member of 
the management committee of the 
company. He will continue to handle 
his present territory, but will take on 
additional duties in the management 
of Rumsey 


Rear Admiral Frederick J. Bell, 
USN (ret.), has been elected a senior 
vice president of Sylvania Electric 
Products Inc. 


Alex McLennan formerly general 
sales manager of Reynolds Aluminum 
Company of Canada Ltd., Montreal, 
has been named sales manager, con- 
tract div., Thomas Industries Inc., 
Louisville, Ky. 


J. O. De Vries is general manager 
of the General Electric Clock and 
Timer dept., Ashland, Mass 


Warren G. Cudlip is manager, 
guantity sales, Cutler-Hammer, Inc., 
Milwaukee, Wisc 


Joseph A. Ackermann has_ been 
named sales manager of the Elwell- 
Parker Electric Co. 


Joseph A. Tills is vice president 
sales, Markstone Mfg. Co., Chicago 
Ill. He has had 25 years experience 
in the lighting industry 


Donald E. Draper has been ap 
pointed assistant sales manager con 
duit and underfloor products, for 
The National Supply Co., Pittsburgh 


Pa. 


C. L. Fiegel has taken over the 
new post of eastern sales manager for 
the Acme Electric Corp., Cuba, N.Y 
Ken Burton is now western sales man 


ager 


A. J. Zoth has been elected a mem 
ber of the board of directors, Pitts- 
burgh Standard Conduit Co., Pitts 
burgh, Pa 


Ben T. Bartlett has been appointed 
district manager of The Okonite Co.'s, 
Svracuse, N.Y. office 


Vernon L. Wrye has been ap 
pointed sales manager for the John 
C. Virden Co., Lighting Div., Cleve 
land, Ohio 


Lee Chandler has been appointed 
product manager for Edwards Co., 
Inc. Formerly he had been technical 


products sales manager. 


Jack T. Swafford, Mounds, Okla., 
has been appointed sales representa- 
tive in the Oklahoma district for 
Pass & Seymour, Inc., Syracuse, N.Y 
He will cover, in addition to Okla- 
homa, northern Arkansas and Texas 
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Ernest W. Schaw and Fitz L. 
Sargeant, Reynolds Metal Co., gen- 
eral managers of the southeastern and 
south central sales regions, have been 
elected vice presidents of the com 


pany 


Clarence E. Short is now Minne- 
apolis district sales manager for the 
Youngstown Sheet and Tube Co., 
Ohio. He succeeds Charles S. Hogan, 


who has retired 


John J. Davis has been appointed 
controller, Sylvania Lighting Prod- 
ucts, div., Sylvania Electric Products 
Inc. 


Sy Diamond is now advertising and 
sales promotion manager for the 
Amplex Corp., L.1., N.Y 


Joseph F. Degen has been ap 
pointed vice president manufacturing, 
of Daystrom-Weston div.’s, Daystrom, 
Inc. 


Ralph J. Hippert has been named 
advertising manager of Cannon Elec- 


tric Co., Los Angeles, Calif 


Bertrand J. Farrell has been ap 
pointed general sales manager, Jef- 
ferson Electric Co., Bellwood, Ill 


Donovan Wilmot, vice president 
product sales and distribution, Alu- 
minum Co., of America, retired Feb 
1, after 46 years of service with the 
company. Lewis P. Favorite, man 
ager of product sales, has been elected 


> president to succeed Wilmot 


VIC? 


Charles M. toeLaer is now general 
sales manager of the Hanovia Lamp 
Div., Englehard Industries, Inc., New 
ark, N. J 


Paul L. Howard has been named 
assistant vice president, technical field 
operations, Yardney Electric Corp., 
a. 


Frank Bernd has been appointed 
general sales manager of Curtis Light- 
ing, Inc., Chicago, Ill 


Albert W. Dudreck has been named 
idvertising and sales promotion man 
ager of Rome Cable Corp., Rom« 
N.Y. Richard T. Edwards has been 
ippointed manager of the Pittsburgh 


District sales office 


John L. Pfeffer, president, Struth- 
ers-Dunn, Inc., Pittman, N. J., has 
been elected president of the National 
Association of Relay Manufacturers. 
He has served as vice president of the 


past two Vvear©s 


NEMA 

NEW YORK—New officers of six 
of the 700 constituent product Sections 
of the National Electrical Manufac 


turers Association have been elected 
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Are you burning a lot of midnight oil 
when faced with tough wire 





and cable problems? 


MEET 
THE 
MAN 


WHO CAN HELP YOU 


on page 114 























POWERCRAFT STOCKS 
PRIMARY FOR IMMEDIATE 


BUS SUPPORTS SHIPMENT 


* Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports fo meet 
exacting service conditions. 
Available for Indoor and Out- 
door Service — flat or pipe 
mounting. Conform fo NEMA 
standards. POWERCRAFT  in- 
viles your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
lors, Pipe Frame Fittings for 
114" I. P. S. Pipe, and Clamp 
Insulator Supports. 





SEND FOR NEW CATALOG 


POWERCRAFT CORPORATION 


2215 De Kalb St Phone Prospect 6-4532 ST. LOUIS 4, MO 


Since 1932 








FOSTORIA LOCALITES 


with Amazingly COOL 
HEAT VENTILATED REFLECTOR 


% Equipped with marvelous 
new collar-disc arm joints 








MODEL 5 
55-VCX-701 % ke * 
9 
$893. a MARVELOUS 
n Std. Pkg SEEING TOOL FOR 
of 4 FASTER BETTER WORK 
Direct light exactly 
ff where needed. Fric 5 
‘4 tional arm and pak fea 
Cc. dise joints give flexibil AA) 


itv of a thousand posi- 
INNER SHIELD 


ii : tions. Rugged construc- 
i jie tion, heavy duty socket ACCESSORY 
: for extreme 
Levolier switch, uni  esebeinget ee 
versal base using 100-watt 


lamp 





WRITE for complete 


catalog of Localite 
Models for every in 
lustrial use 


CALs 
eo 
THE FOSTORIA PRESSED STEEL 4 







CORPORATION, FOSTORIA, OHIO er Leis Bl the it 
wholesalers everywhere. toy US Poe OF 


Localites are available through 


M&W 
MAST KITS 


SPEED YOUR SERVICE 
ENTRANCE INSTALLATIONS 


They’re thrifty! M&W Kits contain every 
needed fitting for a quick, reliable wiring 
job. No lost time, no costly inventory 
They're fast! Modern, time-saving slip 
fittings are used throughout. With no 
thread-cutting, you reduce installation 
time to fractions. Complete range of sizes 
J 


and fittings available to meet all local 


codes and conditions 


NEW CATALOG 57 wives full details 
prices, installation data on Mast Kit 
Electrical Fittings, Cable Racks, Wiring 


Specialty s. Write for your copy today 


Complete-package Kits 
are furnished to your 
order and including 
fittings shown above 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 
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for 1959, according to a joint year- 
end announcement released by the 
different industry groups 

The new officers and the sections 
which they head follow 


Signalling Apparatus Section 

Chairman—J. O. Taylor, execu- 
tive vice president, Edward Com- 
pany, Inc 

Vice-Chairman—K J Ritchie, 
sales manager, S. H. Couch Com- 
pany, Inc 

Chairman, Technical Committee 
I S. Ruth, chief engineer, The 
Gamewell Company 

Chairman, Membership and Pro 
motional Committee—J. O. Maxey, 
manager, special sales division, A 
D. T. Company 


Large Generating and 
Converting Apparatus Section 

Chairman—H. W. Forschner, man- 
ager, headquarter sales department, 
Electric Machinery Manufacturing 
company 

Vice Chairman— M. Brinsley, 
manager, generator section _ sales, 
Large Rotating Apparatus Section, 
Westinghouse Electric Corporation 

Chairman, Technical Committee on 
Hydraulic Generators—V. J. Egan, 
manager of product sales, Motor and 
Generator Department, Power Equip- 
ment Division, Allis-Chalmers Manu- 
facturing Company 

Chairman, Technical Committee on 
Turbine Generators—C. M. Brinsley, 
manager, generator section—Sales, 
Large Rotating Apparatus Section, 
Westinghouse Electric Corporation 


Aviation Ground Lighting 
Section 

Chairman—A. M. Swasey, design 
engineer, Transformers and Con- 
trols, Outdoor Lighting Department, 
General Electric Company 

Vice Chairman—E. B. Karns, man- 
ager, outdoor lighting sales, West- 
inghouse Electric Corporation 

Chairman, General Engineering 
Committee—J. S. Haney, illumination 
sales manager, Crouse-Hinds Com- 
pany 


Robert L. Kanter has been ap 
pointed representative in the Chicago 
and Northern Ill. area by Tork Time 
Controls, Inc., Mount Vernon, N. Y 


Norman J. Kirk has been named 
president and general manager of the 
Toledo Pipe Threading Machine Co., 
Toledo, Ohio 


Edmund VY. Dowden is now works 
manager of Electric Controller and 
Mtg. div., Square D Co., Cleveland, 
Ohio 


Malcolm S., Pringle has been named 
treasurer of Technical Wire Products, 
Springfield, N. J. 
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The Edwin F. Guth Co., St. Louis, j i icht oil 
Mo., has appointed Fred MacRae as Are you burning a lot of midnig © 


their new lighting representative for 
southern Ohio, most of Kentucky, and 
southwestern W. Va. He replaces Tom 


Marshall. and cable problems? 





when faced with tough wire 


Crescent Insulated Wire and Cable 


Co., Inc., Trenton, N.J. has an- 
nounced the appointment of Berry- 
Elsberry Co., Atlanta, Ga., as their 
representative in Ga., Ala., eastern 
Tenn., and western Fla. Robert W 
Fishburne Co. has been appointed THE 
The Anderson Electric Corp., Bir- 
, mingham, Ala. has announced the 
appointment of Gregory-Salisbury & 
Co., Inc. as sales representatives. They 
. will represent the company in La., 


sales representative for the entire 
Ark., parts of Miss., and Tenn 
WHO CAN HELP YOU 


South Carolina territory. 
. on page 114 











The Quadrangle Mfg. Co., Chicago, 
Ill. has announced the appointments 
of the following sales representatives 
Roy L. Clinton for the western half 
of Pa., and the northern half of W 
Va., and R. E. Madigan Co., for the 
state of Wisc. and the upper penin 
sula of Mich. 


‘%, 














Technical Wire Products, Inc., 
Springfield, N.J., has named the 
George G. Scott Co., Glen Cove, a 
N.Y. as sales representatives in west y ~ an 
ern Conn., northern N.J., and N.Y ~~ A h. - 


State. Py 7 . ‘ , 
James W. Murray has also been that S Wh ) di ver. g 


appointed sales representative for the i 4 
company. He will cover southwestern 7 

Ohio, southern Ind. and Ky. LU a4 A "a 
. P . ' . , a f / f 

Columbia Cable & Electric Corp., pe if 7 ‘ 


Brooklyn, N.Y. has announced the via 
appointment of the following repre “ 7 7 " 


sentatives: A 
B. N. Yanow & Co., Inc., Albany “ a 
St... Cambridge, Mass New A Fo 
England representative, Jpe . 


Clyde Warble & Associates, Indian 
apolis, Ind.—Indiana representa 
tive; 

Arling D. Smith Co., Houston, Tex 

southern Tex. representative 


The Slater Electric & Mfg. Co., Inc., 
announced the appointment of the 
Hodges Co., as direct factory repre 


sentatives for the state of Texas 


John C. Virden Co., has appointed 
Fred H. Alexander as sales repre 





\f 
sentative in Louisiana, Mississippi and ( ms 
Arkansas. Previously he had _ been 
associated with the A. A. Porter Co gives pient rary) 
electrical distributors in Dallas, Tex Next time = 
Curtis Lighting, Inc., has announced VACO PRODUCTS CO., 317 E. Ontario Street, Chicago 11, Illinois 
the appointment of the following sales snada: VA YNN PR T rD., A . 


1 
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Auth 


Apartment House 
Telephone Systems 


... EASIEST OF ALL 
TO INSTALL 


All AUTH apartment telephones 
(plug-in type) make installation and 
maintenance easy. Wall boxes and 
receptacies are shipped to the job 
first. The electrician can then pull his 
wires and connect to the receptacles 
at any time he chooses. After that he 
only has to plug each factory-wired 
telephone into its receptacle, fasten 
the faceplate, and test. Simple, eco 
nomical, fast! and just as easy to 
maintain. Artistic design, too 


VANDAL AND THEFTPROOF 
Both vestibule and apartment 
telephones are loudspeaking no 
receivers or cords to be damaged or 
stolen. Receiver-type telephones are 
available for houses having service 
attendants, as well 


WITH OR WITHOUT MAIL BOXES 
The vestibule telephone is available 
combined with new AUTH “LIFE-size 
Apartment House Mail Boxes, U. S 
approved 


Electric Company, Inc. 





Dept. W-3 34-20 45th St. 


Long Isiand City 1, N. Y. 
Please send booklet on Apartment 
House Telephone Systems 


| buy telephones 
call 


Name 
Business 
Address 


City state 


Have your salesman | 


Marshall 
territory; 


Thomas \ 
I lorida 
the south Jersey 
falbot for the 
Indiana 


repre sentatives 
for the 
H. L. Sykes Co., for 
territory James | 


C hic vo 


southern 


area ind northern 

Day-Brite Lighting, Inc., has an- 
nounced the addition of two new 
sales 
cual J N Crevasse «& 
Jacksonville, Fla vill 
Jacksonville territory including 
Daytona Beach Lallahas 
Georgia. Court I 
with 


representatives Gerald | Plo 
Associates 


cover the 


Gainesville 
see and parts of 
Johannsen will be associated 


Frank | 


western 


Brown Connecticut anc 
Massachusetts re presentative 


Johannsen will be lighting salesman in 


that territory 
fork Time Controls, Inc., \lount 
Vernon, N.Y.. has named Wilson Byrd 


representative for North and South 


C aroun 


Phe Kirlin Co., Detroit. Mich., has 
ippointments of W.J 


nnounced the 


Childers, and his associate Robert 
A. Putterman, Dallas and Houston 
Pex., respectively, as sales representa 
tives for the greater part of t 


Pexas territory 
Day-Brite Lighting, Inc.. has an 
nounced the appointment ol M 
Breeden More Ir , oo & les 
tats n the South Carolina 
He was pr 


Westinghouse Electric ¢ orp 


represen 
lerritory 


viously ssociated with tl 


Ww 
working 
n the Charlotte and Greenville sales 


offices 


The Quadrangle Mfg. Co., Chicago 
has announced the appointment ot 
the following representatives 

MecGillan Sales Co., Albuquerque 
New Mexico, for the State of New 
Mexico and the west end of Texas 


Robert W Richmond 


sales 


Fishburne 


Va., for the State of rginia 

W. J. “Red” Childers, Dallas. Te 
and his assoctate 

Robert Putterman, Houston. |] 
for the State of Texas—except th 
territory around El Paso 


OBITUARIES 








William M. Parker 
William M. Pa 


January &th 
He was forty-one. M1 


execullve 


rker, Jr. died unex 
pectedly on following a 
brief illness 
Parker was 
treasurer of the Union Insulating Co 
Parkersburg, W. Va 
father, W. M. Parker. Sr 


father, John, H 


president ind 


founded by his 
and grand 


L919. Fe 


Parker, in 


was a member of NEMA and IAEI 
Surving are his parents, wife, two 
sons and a sist 





UNIVERSAL PRESSURE TYPE 


ADJUSTABLE LUGS 


One or two bolt holes 


Wire size N 


Write for dimensions and prices 


KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 





Special Large Radius 


bate) |») 






IN STOCK 






1” to é zes 0 4 
HOT DIP GALVANIZED 


available in wrought iron or aluminum 4 


Conouit Nipete Mes. co. 


1455 SPRING GARDEN AVE PITTSBURGH 12, PA 
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We stock 
every conceivable 
type and size of 
ELECTRICAL WIRE 

and CABLE 


IMMEDIATE DELIVERY 
WRITE + WIRE « PHONE 


sar re Os > SL 
TAA Lee 


: *s z= <a5 “o2 
De OA 


EASTERN ELECTRIC 


Sales Company 
3000 W. Columbia Ave. 
Phila. 21, Pa. 
POplar 9-0400 
TELETYPE: PH 913 











PRECISION 
Engineered 


“UL 
ee” Fittings 





ay, =, Ss 
Va) = GP 


a“ 


4 Fy ae — } 


| \@ y aD 


~ | 
Ep _ 
hn \ 
ah” , a | 
ve bn ™ i 2 
| aa A “) 





M. STEPHENS 


Mfg. Inc. Los Angeles 11 





814 E. 29th St. ADams 1-9147 
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Henry F. Vogt 


Henry F. Vogt, 79, active board 
member and former officer of Cutler 
Hammer. Inc Milwaukee, died un 


Petersburg, Fla 
i heart attack 


expectedly in St 


February 16, after 


George D. Toomey 


George D 
treasurer and part owner of 
Electrical Co., Inc Bullalo, N. ¥ 
died Jan. 26, 1959. He 


loome\ secretary 


Truscott 


had been as 


sociated with the firm tor about 30 
eal Mr. Toomey served as mayo! 
of the village of Kenmore for the past 


five yea 


Emil C. Heidt 


Emil C. Heidt, 61, 
ot Heidt Electrical Supplies Inc., died 


former president 


Feb 1959 at Overlook Hospital 
Summit, N. J 

Prior to founding Heidt Electric 
in 1949 Mi Heidt had been \ 


president of Turtle & Hughes Inc 
n New York Cit He w with 1 


company for 50 ye 

Mr. Heidt 
NAED, zone 2, past overnor and 
president of th Elizabeth Kiwan 
Club and past governor of Gyro In 


ternational, Newark sector 


NEW PRODUCTS YOU CAN USE 





Storage Rack 


The Frick Gallagh Vi ( 
Grand H Vici 
For thos vho use large numb 
different catalogs and bound informa 
tion. Can be used with equal advan 
tage by three or more people. Con 
ists of independently moving 

ving travs. Overall height—-65 


luto "ae 2 ” ( ( 
/ Y« { j 
\f i ( 
Ny \ rr Ch transve 
yoyect fork Lol ra na vin 
ft. right. of 1 1 le \ 
n +-! Cy } x 
height of 130-it 
height of 83 
Tailgate 
H. S. Watson Co., Eimer e, ( 
New lin { \ htlitt r 
tail for ck lab 
m truct th + 
( ho tH" ti 
( | nak 


FASTWAY 


HAM-R-TOOL 


the ONLY 
WARRANTED and 


GUARANTEED 
Tool on the Market! 


and it 
costs 
ONLY 


98 


(RETAIL) 


The new Fastw H ‘ kes 

fas ' ; e brick f te ] 

easy task. The t sims design (has 

y two r s t it hardened 

if te s t y the 

f st ate np f 3ular 
i-p 








1676 EAST 28TH STREET 
LORAIN, OHIO 
BRoaoway 7-5266 
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A GOLD MINE... 


of information You Need! 


Stake your claim for $4.00 


Electrical Equipment Manual 


by J. F. McPartiand and W. J. Novak 


Heres 4'2 years of the ‘Salesmen’s Technical Notes'’ presented in a new 
format in this 176-page, 6” by 9” hard cover book 
Everyday, easy-to-use data on 


Lamps ® Motors Motor Controls 
® Wire and Cable 


Transformers 


Lighting Fixtures Wiring Devices 


Air Cond tioners Switches 


Relays 
Pole Line Equipment 


Capacitors 
Heaters 
Protective Devices 


Switchboards & 
Panelboards 


Generators Raceways and 


Sound Systems Busways 


Fully illustrated to cover CONSTRUCTION, OPERATION and INSTALLATION - 
with SPECIAL EMPHASIS ON THE NATIONAL ELECTRICAL CODE 


GIVE o 


ce gesture 


GET + 


ready answers 


you more valuable to your customers, adding real punch to your selling 


SELL this DOOK Ov 


opy to each of your salesmen, to customers! More than just a 


it's a big benefit in a small package, at a low cost 


book for yourself! It will pay for itself a thousand times over with 


to all common questions about electrical products . making 


er the counter! Just stack them up on your sales counters 


Order 50 or more at the quantity rate of $3.00 per copy 


Electrical Wholesaling opies of the sturdily-bound 


Dept. 270-059 


330 West 42nd St »er copy ($3.00 per copy for orders of 50 or more) 
New York 36,N. Y Enclosed 1s f 


76-page book ‘Electrical Equipment Manual” at $4.00 


| poyment of $ 


PLEASE PRINT 


ADDRE 


COMPANY 


MORE NEW PRODUCTS 





New Decorator series—concept in 
wall plates—is said to have 13 diffe- 
rent designs of reversible metal and 
clear plasiic inserts and four basic 
frames, one-, two-, three- and four 
gang. Insert designs are for use with 
single, double and triple outlets; single 
switch; single, double and triple inter- 
changeable devices; telephone bush- 
ing; telephone plug; single, double 
and triple remote-control switches 
and a blank. Company says all dis- 
tributor has to do is stock these basic 
singles. Contractor can work out 
more than 100,000 wiring device wall 
combinations with 13 inserts and 4 
frames. @ General Electric Co., Wir- 
ing Device Dept., Providence, R. I. 





Here are pecitfications of} 
the inserts in 1é) wiring device 
line (see pas rf ti March Issue) 
1-11/16 x I 
Credits and Collections this month, 


the specifications that were given in the 


mentioned in 


March issue were those of the mer- 
chandiser 
lt va ] fat thar 1 four-plue 
! was also Stated that a Our-Plug 
outlet was the third item in the new 


line The outlet is « para ifem 


MINERALLAC 2-HOLE 


PIPE STRAPS 


For Heavier Loads! 


Two-hole pipe straps of 
zinc plated steel. Dou 
ble ribbed and em 
bossed for lock washer 
action to support heav- 
ier pipes, cables, con- 
duits, etc. Available in 
sizes to fit pipe and 
conduit from 4-inch to 
6-inch. Also available 
in Everdur, copper or 
aluminum, 


Send for literature and prices 
HANGERS, CLIPS, 
Specify MINERALLAC straps, susninos 
MINERALLAC ELECTRIC COMPANY 
25 N. Peoria St., Chicago 7, Illinois 


MINERALLAC 
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SELLING OPPORTUNITIES 





Magnetic Controls 


Features stressed: compact design; EXCLUSIVE REP WANTED FOR PATIO LIGHT LINE 





pressure terminals; moisture resistant Manufacturer seeks promotion-minded organization to set up national 
coil distributorships for line of patio lights for home, apartment and com 
New Class 41 contactor line rated in mercial use. Seek heavy representauion in West, South and Southeast 
20-, 30-, and 40-amp sizes for air- Rep organization must have contacts with architects, power utilities, 
conditioning and refrigeration are also electrical distributors. Exclusive representation in U.S. backed by mod 
rated through 10-hp, 220-v and 15- erate merchandising and advertising program. Send details of size and 


hp, 550-v polyphase for across-the- 
line control of electric motors, heating 
and lighting loads. Maker also says 
these same controls are also rated 
for resistance heating loads through 
40-amp. Mounting features: 20-, 30-, 


+ 


and 40-amp sizes in 2-, 3-, and 4-pole 


devices have the same mounting di- od REPRESENTATIVES 
mensions. Can be mounted in any WANTED 


position. Producer also stresses self- | 


type of your organization to 


RW-1206 ELECTRICAL WHOLESALING 
1125 W. 6th ST., LOS ANGELES 17, CALIF, 








insulating base is resistant to moisture 


and tracking; pressure terminals re sanieeaes VAGAMT 

duce wiring time. e Furnas Electric 

Co., Batavia, Tl. Bestest oo tor jobber level, inside office 
| (,00d opp inity. 1 blievt il Wholesali 





. ‘ . SELLING OPPORTUNITIES OFFERED 
CHICAGO -The City of ¢ hicago, 


passed a ruling that all circuit break Representatives wanted: Outlet and Switchboxes, 


ers, installed within the city after Jan nvited, RW-94 j al W 
uary 1959, must be non-interchange 





Sales representatives wanted by manufacturer 
f W I tf the f r 


able A number of large cities V 1 
throughout the country are contem isto M North “| PA 
plating and will pass a similar rule Marsden aatetr . him Sia 


this year 


l ‘ hent i 
I 
































I I 
| ; . Secs = 
RW I Wr ——— 
WANTED 
4 SELLING OPPORTUNITIES WANTED MANUFACTURERS REPRESENTATIV TO SELI 
. ELECTRICAL FITTIN IN F iG TERRI 
Well established Manufacturers Agency cover TORIE KENT KY We VIRGINIA 
‘ W ! i, « es addi TENNE FE W NSIN MINNE TA SAN 
‘ : ne Have tive Large Warehou FRANCI KANSA AND M La! 
‘he 4 ad beee a ae Sa RW 8 ELECTRICAL WHOLESALIN 
Wholesaling Class. Adv. Div., | Box N.Y N. Y 
Graduate Engineer, 12 years sales experience, LK 
ele “] \ blk MANUFACTURER OF ELECTRICAL WIRE 
Wt ‘ INNECTOF NEEL SALE AGENT IN 
BUFFALO TO ALBANY, NEW YORK AREA 
CALLING ON JOBBERS AND MANUFACTURER 
SODERING OMMISSION BA 
es ee Aggressive Manufacturer's Representative | | rw Electrical Wh , 
WELDING q ' ‘ Adie Cla Adv Div f Box N Y é N.Y 
Miran ns aims ims Covering Nort xa 1 Oklahoma seeks additiona 
n ¢ y field Thirt ve expe —EE —e 
L. B. ALLEN CO. inc Dernatiredigan Dormer mnyeh arcs 
S 9301 W. BERENICE, SCHILLER PARK, ILL S/S ahs ee , 





REPRESENTATIVES WANTED: — 





“ 
=z 
- Se 





‘ Mire andl Coble ELECTRICAL LINES WANTED 


WHEN YOU WANT IT FOR CALIFORNIA 





by an aggressive and experienced sales repre 

sentative located in Los Angel Warehou 
facilities 

RA-9630 Electrical Wholesaling ) 

Class. Adv. Div., P.O. Box 12, N. Y. 36,N. Y 


From Chicago you can get immediate delivery on 


NEW YORK rAtt 


MANE EP ACTIOURER'S AC.b NI AVAILABLE 








Type VCL Power Cable 


Which is one of the many constructions 
carried in our Chicago Warehouse Stock 
Also all types of Power, Control, Lighting 
and Communication Cable 

Let us supply your wire requirements 











—— MANUFACTURERS! 
LINES WANTED 


You will receive better results from your ; 
UNIVERSAL WIRE & CABLE CO | 
2915 N. Paulina Street | 
Chicago 13, IIlinois j 
Stocks carried in Houston 
and Los Angeles 


Representative Wanted advertising’ if you | 
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TIME 
Figures 
In Your 
PROFITS - 


You wisest choice is the 


ARROLET 


Non-Gangable 


SWITCH BOX 


irae . New line-up guides 

GUIDES | help you install box 

8 | easier, quicker and 
more accurately 


— athe lop features 


© Slotted cable knock-outs lift 
out clean and easy 


Square corners allow more 
wiring room 


Available with brackets 


—an excellent box for your next job. 
Write for specification sheet 


Quality Needed for Tomorrow 


is in Arrolet Products Today! 


SWITCH BOXES 
OUTLET BOXES 
BOX COVERS FITTINGS 


ARROLET 


CORPORATION 


Montgomery, Penna 





Seles Representatives & Warehouse Stecks® BALTIMORE, MD 
* "CHICAGO, ILL. * “CINCINNATI, OHIO © DALIAS, TEX 


* GREENSBORO, N.C. * “KANSAS CITY, MO * *LOS 
ANGELES. CALIF © "MIAMI FLA. * MEW YORE WY. + 
NEWTON CENTRE, MASS. © "PHILADELPHIA PA + 
*RICHMOND, VA. © ROCHESTER, N.Y. + "SEATTLE. WASH 
. 
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WHY SLIPKNOT TAPES 
ARE SOLD ONLY 
THRU RECOGNIZED 
DISTRIBUTORS 


BR ois goods costs money. Your full-func- 


tioning distributor keeps your costs down. With- 

out him, here’s what would happen: 

e To visit every contractor, dealer and industrial 
plant, we’d need at least 300 more salesmen. 
We'd also need ten times more office help, 
packers and shippers. 

Moreover, you’d never get the wonderful serv- 
ice you get now. Your distributor stocks plenty 
of Slipknot Tape, and gets it to you fast 


To keep abreast of new products and market 
changes, you’d have to see hundreds of sales- 
men every month. 


Your repeat business is vitally important to Tommy , 
your distributor — and that’s why he stocks , 
only the highest quality lines. : = 


You’d be charged for freight, too — but if 
you’re in a metropolitan free delivery zone, 


your distributor delivers to you without charge. 
Slipknot Electrical Tapes — Friction, Plastic, 
Rubber — are the best you can buy... and you 
buy best from your distributor. Neither of us 
could get along without him. 


'2 ROLLS 


Wide x 20 ft 


SLAY Weta 


Mali 
: llectricdl Lome 
FRICTION TAPE  esaam TapES 


TAPE y “My 


60 FT. % IN. i, N y af uh RUBBER sowennt 
P 4 


PLYMOUTH RUBBER COMPANY, INC. “ 


QUALITY SINCE 896 CANTON, MASSACHUSETTS 











FUSETRON Fuses Stay Sol 


Getting fuse business, like getting any sales resistance of most buyers 
other kind of business, is generally a matter 


; sk 2 ; » ; ‘ » “ » 
of convincing the prospect that the line Holding Fuse Business with Fusetron Fuses 


you handle will, all things considered, be When it comes to backing up your sales 


the most Satisfactory one for him to buy story. Fusetron fuses “go to bat” for you 


But holding fuse business is chiefly up They not only protect equipment against 
to the fuses themselves. They must by electrical hazards and the plant against 
thei performance under actual service con needless Interruptions but they remain safe 
ditions prove that they really are the most over the years. Once properly installed they 
satisfactory protective devices obtainable require no inspection to determine if they 

are in working order. There is nothing in 

Getting Business With Fusetron Fuses them that can stick or corrode or get out 


of order 
The design of Fusetron dual-element 


fuses is such that you have a real story to After years of inactivity a Fusetron fuse 
tell your prospects. Fusetron fuses have a will give the same safe, dependable protec 


NEMA interrupting rating of 100,000 tion if called upon to open as it would 


amperes rms symmetrical and they provide have the day it was installed 
ten-point protection against electrical trou 

Th: result is that users stay satisfied 
bles 
They continue to use Fusetron fuses——and 


Thus it is not difficult to build a sales you continue to hold the business year in 
story around Fusetron fuses based on actual and year out. Fusetron dual-element fuses 


facts. A story that will break down the stay sold 


ia BUSSMANN MFG. DIVISION 
wot + . McGraw-Edison Company 


ANOTHER © 
4 OUTSTANDING St. Louis 7, Mo 


DEVELOPMENT 
ue THE MAKERS OF 4 


S FUSES ff 


Ey 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 





